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Now you can sell 






POWERFUL 
LOW-COST 
VENTILATION 






Hew WUNTER Dinect-Drive INDUSTRIAL FANS 


24” to 48” sizes— (5400 to 36000 CFM) 


Direct drive for reduced maintenance 
Totally enclosed ball-bearing motor 


“Gull Wing”’ airfoil blades HUNTER FAN AND 


High efficiency—effective up to 1” 
static pressure 


Easily installed square steel frame cc Ha VENTILATING COMPANY 








Here’s an industrial luminaire 
that has nearly 
everything 


Would you like an illustrated 
4-page folder? Just write to 
The F. W. Wakefield Brass 
Company, Vermilion, Ohio. 


SIDE PANEL 


' SWINGS DOWN 


’ URHOOKS 


rom EN CAP > \y 


It has a light distribution of about 25% up 
and 75% down. That's basic for comfort- 
able seeing. Offices have been away 
ahead of factories on this score. 


It has all major reflecting surfaces finished 
in porcelain enamel. That means long life, 
easy cleaning, no discoloring. 


It has side panels that unhook and hinge 
downward. That means easy, quick, safe 
cleaning. As for lamps, you can replace 
them without unhinging the side panels. 


It has channels, channel covers, end panels 


BUTTON 


SPRING CATCH 
— PORCELAIN 
REFLECTOR 


rHINGE 


CHANNEL COVER — 


and side panels of heavy gauge steel, 
Really rugged. 


It has ETL approved, brick type ballasts 
that deliver full rated lamp watts. Very 
good feature. Means fewer luminaires per 
square foot. 


It has a simple chain suspension that permits 
hanging at almost any distance below the 
ceiling. Singly or in continuous runs. 


It has been designed to use either pre-heat 
Rapid Start (40W) or Slimline lamps. Take 
your choice in 4’, 5‘ or 8’ lengths. 


Now do you see why we say the Pacemaker 
has nearly everything? To be honest, we 
think it does have everything a modern in- 
dustrial luminaire ought to have, but a little 
understatement never hurts. At that, there is 
one thing it doesn't have. It doesn't have a 
sky-high price tag. 
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Lathes, grinders, milling machines, drill 
presses and other machine shop equipment use 
plenty of amperes in their operations. If you 
slow down or stop these operations, you inter- 
rupt production; and when you interrupt pro- 
duction, you interrupt profit. 

The power supply of these production tools 
must be constant. If equipment slows down 
because of poor wire and cable, work in process 
may be spoiled. If the production equipment 
stops, then machine time and labor are wasted. 

Simplex-ANH YDROPRENE 


Cables are ideal for wiring to machine tools. 


Wires and 


The neoprene jacket is resistant to oil mist and 
cutting oils. These wires are light in weight 
and small in diameter. They are fast and easy 
to install. Their smooth neoprene jacket per- 


CABLE CO. 
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ie Them 


bad 


mits easy pulling through conduit. They do 
not have fibrous braids to fray or rot. 
Whether you are wiring a small laboratory 
shop, or a large production shop, use Simplex- 
ANHYDROPRENE Wires and Cables. You 


can depend on them. 


WIRES & CABLES 


79 Sidney Street, Cambridge 39, Ma 





TWIN CONTACTS a. 6 ONE-PIECE UPPER ARC SHIELD 
TWIN BLOWOUT COILS | es PROTECTS TERMINALS FROM HOT GASES 


SILVER DOUBLE-BREAK 


MAGNETIC ARC 
CONTROL CIRCUIT CONTACTS 


INTERRUPTION 


CAPTIVE SCREWS 
IN CONTACT ARM 


STEEL ARC CHAMBER 











| 


VERTICAL LIFT MAGNET 2, (Si 


—NO SPRINGS ; fe Se ae, = SARC SHIELDS OF INORGANIC 
; NON-CARBONIZING MATERIAL 




















ALL PARTS 
FRONT-REMOVABLE 


FINGER CLIPS FOR 
EASY INSPECTION 


You don’t have to be ‘psychic’ 
fo see CLARK = “CY” superiority 


CLARK trpz “CY” SrartTers have everything—every- 
thing, that is, to make installation, wiring, inspection, 
and maintenance easy. 


CLARK tyr “CY” STARTERS can be inspected and main- 


tained with only two tools—a wrench and a screw 
driver. 


CLARK typ “CY” Starters have concentric knockouts 
—top—bottom—and sides—ample wiring space, are 
front connected and all parts are front removable. 


CLARK typs “CY” Starters have spare part kits for all 
sizes 0-1-2-3. 


CLARK type “CY” Starters employ a new and different 
principle of arc quenching which lengthens contact life. 


CLARK type “CY” Starters are available in NEMA 
enclosures to meet all industrial applications. 


CLARK tyre “CY” STarTERS give user satisfaction— CONTRACTORS FIND EASE OF 
which means that the installing contractor will be INSTALLATION AND WIRING 
called back for future installations. ADVANTAGEOUS 


Available through CLARK distributors everywhere 


tHe CLARK CONTROLLER co. 


/ 
NEERED ELECTRICAL CONTROL * 1146 EAST 152N° STREET, CLEVELAND 10, OHIO 
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Florida contractors hold first annual meeting 
Window gimmick builds wiring business 
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News about people 


New Products 


APPLIANCE SECTION 


(Page 77) 


Visual selling 

Consumer information on room coolers 
Remote control for TY 

NARDA members discuss problems 
Dealerships must be built 


Dealers need strong inventory control 


Names and faces 
News roundup 
Silent salesmen 


Product parade 


Copyright 1953, W. R. C. Smith Publishing Co., Atlante, Geergte 





_ ELECTRICAL SOUTH for AUGUST, 1953 








PRODUCTION SPEEDED 


’SYIVANIA'S & 


ELECTRONICS DIVISION NEW 
PLANT AT WOBURN, MASS. 


- 
; ii, 
Y ‘ a s @ at 
, =a = P < 
Interior of Sylvania’s Electronics Division new plant at 
Woburn, Mass. showing the effective use of @ Power- 
plugin and Hi-Efficiency Busduct to carry power from 
service entrance to all parts of the plant. 


@ Powerplugin with a plugin outlet every foot of the 
way gives Sylvania the efficiency, flexibility and econ- 
omy of operation so vital today. 


@ Powerplugin and Hi-Efficiency Busduct are avaii- 
able in the following capacities: 

@ Powerplugin — 250 to 1,000 amperes, 600 volts AC 
or less, with Klampswitchfuz, (disconnect) Shutlbrak (op- 
erating) and Circuit breaker plugin devices for 200 amperes 
and less, 2, 3, and 4 conductor, solid neutral types. 

@ Hi-Efficiency Busduct — 600 to 4,000 amperes, 600 
volts single phase for welding service; three phase or 
three phase, four wire service for light and power. 


Makers of: BUSDUCT © PANELBOARDS © SWITCHBOARDS © SERVICE EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS @ 


4 


27 thn 


Aerial view of Sylvania’s modern new electronics 
plant at Woburn, Mass. 


Powerplugin and Hi-Efficiency 


BUSDUCT 


SYLVANIA, like many other companies throughout 
the country, found that @ Busduct added greatly to the 
efficiency, economy, and flexibility of its operations. 

That is why the company installed @ Powerplugin 
and Hi-Efficiency Busduct in its Electronics Division 
new plant at Woburn, Mass. and others. 

@ Busduct enables the company to make quick 
changes in plant and structural layouts without dis- 
rupting production. It eliminates temporary connec- 
tions and long lead-ins, cuts maintenance costs and 
affords big savings by reducing power loss and voltage 
drop to a minimum. Too, it is 100% salvageable. 

Built in standard ten foot lengths, @ Busduct can 
be easily arranged to run horizontally at floor level or 
overhead, through tunnels, under the street or 
through walls or roof. Dust-resisting and raintite con- 
struction available for specific installations. 

If, like Sylvania, you want an efficient, economical, 
and flexible system of power distribution for your 
plant, ask your nearest @ representative, listed in 


Sweet’s to tell you about @@ Busduct. 


Srank etdam 
Glectric Ca. 


P. O. BOX 357 
ST. LOUIS 3, MISSOURI 


QUIKHETER 
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Ecouomie Comment 





HOW CURRENT EVENTS WILL AFFECT 


BL 


SINESS TRENDS 





® PROBABLY one of the most dis- 
tressing sights to the business 
man is a stock of slow moving 
items that make up his inventory. 
Inventories have received great 
importance in forecasting the fu- 
ture of economic activity. The 
condition of the economic machine 
can be at least partially measured 
by the size of inventory materials. 

There is no doubt but that in- 
ventories in total are at an ex- 
tremely high level. One merely 
has to refer to the United States 
Department of Commerce figures 
for this fact. But whether or not 
this inventory is excessive must 
depend on other data that can 
have a modifying effect. 

First of all, much of this heavy 
inventory lies in certain specific 
industries. All business is not 
affected, largely due to inability 
to satisfy demand or because they 
are producing to order. Such in- 
dustries as textiles, some heavy 
machinery, automobiles, televi- 
sion, to name only a few, do have 
a heavy overstock of finished goods 
available. 

The textile industry has been 
worried about this situation for 
some months, for while there is 
a capacity for round-the-clock pro- 
duction in many plants with both 
labor and machines available, yet 
consumers’ demands have been so 
reduced that either plant shut- 
downs or piled-up inventories 
have been the only solutions avail- 
able. Recent months have seen 
this particular problem somewhat 
alleviated as the industry itself 
has brought some order out of 
confusion. 

Television equipment producers 
saw the beginning of their inven- 
tory problem early this year and 
rather forcefully solved their im- 
mediate worry by a reduction of 
‘production. This step, which cut 
the production of new sets to 
about one-half of normal, checked 


Dr. Bunting, well-known southern 
economist, is president of Oglethorpe 
University, Oglethorpe, Ga. 


by J. Whitney Bunting, Ph.D. 


the oversupply before it had time 
to affect the market price and so 
the public was not treated to a 
general price drop on sets in re- 
tail stores. Word now is that this 
industry can go back to an in- 
creased output standard as the 
public is in a buying frame of 
mind. Incidentally, the fall 
months are good TV _ buying 
months. 

Automobile and truck producers 
have serious problems for they 
have not yet cut down their out- 
put seriously, particularly in the 
pleasure car field. Some curtail- 
ment of truck output has taken 
place, and this may be the health- 
iest phase of this industry. 

On the other hand, the impact 
of inventories in this field is upon 
dealers, who will refuse to order 
when and if the market appears 
saturated. This has happened in 
only a few cases so far, but it can 
expand rapidly and have serious 
repercussions on the productive 
end of the business. One can be 
sure that when dealer orders fail 
to materialize, the automotive pro- 
ducers will curtail production. 

The upshot of the inventory 
story, however, is the strength of 
the consumer buying mood in the 
fall months. A strong consumer 
attitude will go far toward elimi- 
nating the heavy stocks of finished 
goods in most of the troublesome 
industries. Further, a surge of 
consumer buying, which can easily 
be anticipated, may also serve as 
the means whereby continued 
business confidence can be as- 
sured. Unwise speculation as to 
future economic prosperity can 
easily cause many executives to 
jump at shadows. This has hap- 
pened before and can happen 
again. 


The farmer's position 
The economics of agriculture is 
once more in the news, particularly 
as the prices for many more farm 
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products have tended to soften. 
This is caused mainly by continu- 
heavy production in staple 
farm products, and by. the 
theory in government that some 
farm price reduction is essential 
to the success of the United States 
over-all economic situation. Since 
the feeling has been prevalent in 
many circles that farm prices have 
been too high and have caused an 
unjust drain on consumer pocket- 
books, the government has decided 
to adopt a more realistic attitude 
toward price controls. Certainly, 
such a policy is not to be well- 
taken by many farmers who fore- 
see shadows of an impending re- 


ing 
new 


duced standard of living. 

This is not the goal nor the idea 
of the administration in its farm 
program. It is well-nigh impos- 
sible to state for a certainty just 
what the administration thinks or 
believes, but one can draw a few 
conclusions on the basis of public 
statements and the record. One 
must recognize that the urge to 
produce as much as possible from 
the limited facilities available is 
certainly strong in the economic 
system. It is probably stronger 
in farming than in any other seg- 
ment of the American economic 
picture. Yet businessmen, because 
they know the danger of overpro- 
duction in their industries, honest- 
ly strive to match supply with 
demand. Farmers, on the other 
hand, have had to resort to gov- 
ernmental management in order 
to bring supply and demand into 
more of a balance. 

The time has come for the farm- 
ers, as a group, to realize the fact 
that failure to mold a strong pro- 
duction control program of their 
own will only result in a continued 
and unhealthy dependence upon 
the government for security. The 
latter is the 
most costly to all of the people. 
The first alternative, now openly 
championed by the administration, 
is the way of real health and 
growth for the farm economy. 


easiest way but is 





A Line of 


Insulating 
& 
Bushings § 
that willhelpdo @ 


Better Jobs 
Quicker 


Listed by 
Underwriters Laboratories, Inc. 44 g ETT E R 4 because 


They meet, in full, the require- 
ments of the National Electric 
Code . . . they are made of ap- 
proved insulating material and 


— | 


me ees . 


their smooth rounded edges pre- 
vent any damage to wire insula- 
tion, eliminating possibilities of 
grounds or short circuits. 


“QUICKER” because 


The strong material in these bushings reduces 
breakage. Their ribbed outer surface provides 
a firm grip and permits screwdriver tapping. 
Threads are deep, clean and smooth running. 
These features speed up installations. 


For further information’ on these bushings or other 
Steel City Products, contact representative nearest you 


Charlotte, N. C-—Paul Lumpkon Co., 222 Builders Bldg. Phone 3-6920 

Atlanta, Ga.—Edgar E. Dawes & Co., 401 Rhodes Bldg. Phone Main 7219 
Dallas, Texas—Geo. E. Anderson Co., 1903 Griffin Bldg. Phone Riverside 5931 
Washington, D. C—James P. Quick, 433 Munsey Building. Phone Sterling 4488 


ECTRIC CO. 


ELECTRICAL BOXES AND WH KINDORE DEVICES FOR 
CONDUIT FITTINGS may INSTALLING CONDUIT 
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1008—Electrical Equipment. The latest edition of the 
Federalog has just been issued 54 Federal Electric 
Products Co., 60 Paris St., Newark 5, N. J. This profusely 
illustrated catalog contains complete details of Federal’s 
newest motor controls, safety switches, service equipment, 
circuit breakers, panelboards, switchboards, and busduct. 


1030—Condensed Lighting Catalog. This 8-page de- 
scriptive bulletin issued by Pittsburgh Reflector Co., 450 
Oliver Bldg., Pittsburgh 22, Pa., describes in detail the 
most popular items in the Pittsburgh line of fluorescent 
and incandescent lighting equipment. Each item is fully 
illustrated and cataloged, and many are accompanied by 
installation drawings. 


1032—Receptacles, Plugs, and Connectors. Russell & 
Stoll Co., Inc., 125 Barclay St., N. Y., has released a 
bulletin No. EL-4-46, describing the new Ever-Lok re- 
ceptacles, plugs and cord connections for 30 amperes, 


440 volts, a-c. Typical uses are for heavy duty industrial 
purposes. 


1048—Plug-In Strip. A complete revision of Catalog 
CF-2 has recently been published by National Electric 
Products Corp., Pittsburgh, Pa. This 8-page, illustrated 
brochure pictures the 3 ft. and 6 ft. standard lengths of 
the redesigned multi-outlet branch circuit assembly. Sev- 


eral pages are devoted to detailed instructions for cutting 
the Plug-In strip on the job. 


1054—Fluorescent Fixtures. Catalog No. 52 illustrates 
the commercial, industrial and residential designs offered 
by the Kayline Co. Featured are troffers, glass and louver 
type, recessed incandescent units, and many others. The 
catalog is available from the Kayline Co., 2480 E. 22nd 
St., Cleveland 15, Ohio. 


1058—Conductor Fittings. A complete catalog, illus- 
trated and listing prices, has been issued by Penn-Union 
Electric Corp., Erie, Pa. Described is the company’s com- 
plete line, including a wide variety of service connectors, 
terminals, tees, and taps; also many other types of con- 
ductor fittings. 


1076—Modular Lighting. A 20-page booklet containing 
interesting and useful information about the “modular 
system” of lighting can be obtained by writing to the 
Mitchell Manufacturing Co., 2525 Clybourn Ave., Chi- 
cago 14, Ill. 
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1082—Wakefield Luminous Acoustical Ceiling. Just off 
the press is this booklet devoted to the photumetrie and 
acoustical performance of the Wakefield Ceiling. ‘This 
covers full engineering data and full engineering informa- 
tion and layout help for architects and engineers. F. W. 
Wakefield Brass Co., Vermilion, Ohio. 


1086—Connectors and Couplings. Tomic Sales and En- 
gineering Co., 4864 Woodward Ave., Detroit 1, Mich., now 
have available catalog sheets containing data on the com- 
plete line of their connectors, couplings, and cable con- 
nectors. 


1088—Fittings and Fixtures. A 24-page illustrated cata- 
log covering Killark fittings and fixtures is offered by 
Killark Electric Mfg. Co., Vandeventer and Easton Aves., 
St. Louis 13, Mo. 


1090—Midget-Size Busduct. Complete information on 
Power Plugin, the new, midget-size busduct, is found in 
bulletin No. 703, available from Frank Adam Electric Co., 
3650 Windsor Pl., St. Louis 13, Mo. 


1092—Electrical Boxes and Conduit Fittings. Steel City 
Electric Co., 1207 Columbus Ave., Pittsburgh 12, Pa., offers 
a catalog of their complete line. 


1110—Flexible Cords and Portable Cables. Bulletin 
H-420, a 55-page illustrated booklet describing Hazacord 
cords and cables, is being offered by Hazard Insulated 
Wire Works, Div. Okonite Co., Wilkes-Barre, Pa. 

1130—Conduit Fittings. The latest completely illustra- 
tive catalogue on their diversified line of conduit fittings is 
announced by The Atlantic Conduit Fittings Company, 589 
Atlantic Avenue, Boston 10, Mass. 

1136—Cavalier Heaters. A booklet is available from 
Cavalier Corp., Chattanooga, Tenn., describing the special 
features of the Cavalier Wall Insert Automatic Electric 
Heaters, and including specifications on the four models of 
the line. Cutaway views and photos illustrate exclusive 
features. 

1140—Pole Line Haraware. Uatalog No. 50 has just been 
announced by Hubbard and Co., 6301 Butler St., Pitts- 
burgh, Pa. Hundreds of new products in the pole line hard- 
ware and accessories line are included in this new edition 
which is bound in burgundy fabricoid, embossed, and 
printed in two colors throughout. 
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Gentlemen: 


Please send me the bulletins and catalozs indicated. 
(Print Plainly) 


Name 
Company 
Address 


City & State 





August, 1953 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 





1008 1030 1032 1048 
1058 1076 1082 1086 
1090 1092 1110 1130 
1140 1146 1150 1156 
1172 1178 1180 1182 
1186 1188 1190 1192 
1204 1206 1208 1214 
1218 1220 1222 
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go down all along the | 


Light weight of Rome Aluminum 
Triplex permits easy, low-cost 
installation, minimizes sag and 


Typical service tap connection at 
pole, only one of several types of 
connections which can be made. 


Dead end is formed around bare 
neutral messenger to make the 


* 
Al 


ine when you specify 


ms al 
“rs 


ome Aluminum 


Whether it’s secondary and service 
drop cable or line wire, you'll save 
substantially in the following ways 
with Rome Aluminum. 


1. You can string longer spans 
with fewer poles because its mechan- 
ical design and light weight reduce 
sag tendencies. This also means 
greater protection against wind and 
ice loading, and lower labor costs. 


2. You need fewer accessories be- 
cause of Rome Aluminum’s Triplex 
construction. Easy conductor accessi- 


bility keeps maintenance costs down. 


3. You can count on long service 
life with minimized replacements. 
Aluminum itself is a long-life conduc- 
tor material. RoPrene® (Neoprene) 
and RoLene® (polyethylene) insula- 
tions resist weather and abrasion. No 
braids to rot or festoon. 


Take advantage of the savings in- 
herent with aluminum ... and the re- 
sults of years of research and testing 
by technically skilled, progressive 
Rome engineers. Ask your Rome 
salesman about Rome Aluminum. 


Triplex self-supporting secondary and service drop cable 
Solid or stranded all-cluminum power conductors, 
insulated with RoPrene (Neoprene) and ACSR or 
other suitable bare neutral messenger. RoLene 
(polyethylene) insulation can be supplied. 


Weatherproof wire—Solid or stranded all-cluminum 
or ACSR conductors, covered with RoLene or Ro- 
Prene. Conventional URC triple braid covering can 
be supplied. 


ALUMINUM 


ROME CABLE CORPORATION, ROME, N.Y., AND TORRANCE, CALIF. 


house connections. 
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foremost in contemporary lighting 


There is a Prescolite for any commercial or residential in- 
Stallation. Easy to install, Easier to sell! Exclusive features, 
pre-wired units. Wide range colors, styles and finishes — 
unit packing, easy to stock and reship. 


Write for complete new catalogs to: Prescolite 
2229 Fourth Street, Berkeley 10, 
California. 


A-1 Architectural 
R-7 Recessed 
S-2 Swivel 


PRESCOLITE MANUFACTURING CORPORATION 


Berkeley, California Neshaminy, Pa. 
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Pre-wired Unit 
No 


Pat. No. 4 
et patents pending 


access 
wiring 
" conditions 


3 removable 
plates make 
easy under 3 


60° wired unit 


Pry-out knock-outs 


Exclusive Swing-way hinge 


See your distributor or your near- SWEET'S FILE 
est Prescolite sales representative. ARCHITEC TURA 


atlanta, Ga.—Charles L. Woodyard, 161 Simpson, N.W. 

Baltimore, Md.—1. H. Bailey, Jr., 409 National Marine Bank Bidg 

Boston 10, Mass.—John W. Fay, 176 Federal Street 

Cedar Grove, N. j.—P. M. Sales Co., 118 Sunrise Terrace, Box 14 

Chicago, Illinois—Rudolph H. Soukup, 1585 Merchandise Mart 

Cleveland, Ohio—Cam Norton Company, 2725 Derbyshire Rd 

Dallas, Texas—john Hancock Company, 2921 Fairmount 

Dayton 2, Ohio—Gary Roof & Assoc., 1147 Third National Bidg 

Denver, Colo.—Kenneth B. Schumann, 1073 Galapago St 

Detroit, Mich.-—L. H. Beck, Electric Sales Co., 13050 W. Chicago, 2F 

Erie, Pa.—D. S. Pollock Co., 622 W. 9th Street 

Fiourtown, Pa.—Bond & Kyack, 1510 Bethlehem Pike 

Kansas City, Mo.—Car! W. Thorsell, 1195 E. 77th St 

Knoxville, Tenn.—C. E. Pitner, P. 0. Box 693 

Los Angeles, Calif.-Barney DeRamus & Assoc., 125 S. Santa Fe 

Milwaukee, Wisc.—Willis H. Murphy, 4520 N. Woodruff Ave 

New Orleans, La.—£. J. Hagan, 3820 Louisiana Ave 

Oklahoma City, Okia.—Tom Fielder Company, 313 N.W. 4th St 

Omaha, Nebr.—-Geo. C. Mittaver, 1112% Farnam Street 

Richmond, Va.—W. H. Lassiter Sales Company, 300 E. Main Street 

S2't Lake City, Utah—J. R. Christensen Ayency, 247 E. 5th South 

Sacramento, Calif.—A. L. Perdue, 4305 Ravenwood Ave 

St. Louis, Mo.—). A. Noser, 3204 Bailey Street 

St. Paui, Minn.-—Charles L. Schwab, 345 N. Wheeler 

St. Petersburg, Fia.—Frank C. McPherson, 6417 - 7th Ave., North 

San Diego, Calif.—John Allen Ware & Assoc., 301 West G Street 

Seattle 5, Washington-—Gileasons Mfgs’. Reps., 657 E. 45th Street 

Syracuse, N. Y.—Fay-Sullivan, Inc., 1117 Cumberland Ave 

Vancouver, B. C.—J). S. Edwards, 1206 Hamilton St 

Mexico City, D. F.—-Egon Mabardi, 45 Uruguay 

Export Agents: Uniworld Industria! Mart, 31 E. 10th St.. New 
York, N.Y 





For every Electrical need 


CHECK General 
fo — 





CONSTRUCTION 


MUNICIPAL RAILROADS SHIPBUILDING - SHIPYARDS 


GENERAL CABLE 


R P o a a Tt a © 


Mo“ 


"More power jt You™ 


Executive Offices: 420 Lexington Avenue, New York 17, N. Y. 
Sales Offices in Principal Cities of the United States 
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Cable FRU 
WIRE :./ CABLE 


“sy Copper, bronze and aluminum conductors 


in thousands of different sizes and types of 
product. Constructions and insulations 
of every modern variety. 


This is General Cable, a prime source of 
supply for everyone who generates electricity, 
distributes electricity or utilizes electricity. 


Whatever your electrical wire and cable 
need, whenever you need it—say “General 
Cable” to your purchasing agent, your 


distributor—or call on the nearest ome , 
General Cable office. ompleteness 
of Service 


/ ONE Standard of Quality 


ONE Source of 
Complete Supply 


For Quicker Service Anywhere in the United States...General Cable maintains 


22 Sales Offices 

14 Resident Sales Representative Locations 
Over 600 Distributor Sales Locations 

6 Regional Stock Distribution Points 


6 Manufacturing Plants and Stocks 
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DERBY DOWNLIGHTS—Endless ap- 
plications. 7’’ diameter recessing 
downlights, available with matt black 
removable louver or with Holophane 
Controlens*. UL approved. 





DUO-FRAME UNITS—Recessing units 
with Holophane, Corning, and Phoenix 
glassware. Two-piece frame. Drop 
hinges. Vertical and horizontal lamp 
mounting units. UL approved. 





EXIT SIGNS—Surface, recessing, top 
and end mounting units. Metal sten- 
cil sign faces, backed by red glass. 
HOT-BONDED lustre aluminum finish. 
UL approved. 





NITE LITE—One-piece, die-drawn 
recessing box. Louvered face with 
concealed hinge for easy servicing. 
Stainless steel or baked lustre alumi- 
num finish. UL approved. 





BED LAMP—Direct-indirect hospital 
unit. For three 50/60 watt lamps. 
Stainless steel finish. Controlens* pan- 
el in bottom, diffusing glass in top. 
UL approved. 





PLEXOLINE® ACCENT UNITS— 
For use singly or with PLEXOLINE linear 
units. Adjustable and fixed units. 
Louvered body provides spill light on 
sides. UL approved. 








TROFFER ACCENT UNITS—Self- 
contained square recessing units, ad- 
justable or fixed, flange or snap-in 
type. May be used singly, within or at 
end of troffer runs. UL approved. 





SURFACE MOUNTED ACCENT 
UNITS—Adjustable units or fixed units 
with Holophane Controlens*. May be 
used singly or with VIZ-AID® or 
LENOX® fixtures. UL approved. 





RECESSING CORRIDOR UNITS— 
Available with two optical character- 
istics: asymmetric and symmetric. 
Flange or snap-in. Holophane® pris- 
matic glass globe. UL approved. 


* ® HOLOPHANE CO.. INC. 


A complete line 
of incandescent 


units by Day-Brite 


When the name “Day-Brite” is men- 
tioned, you think of the nation’s finest 
line of fluorescent fixtures. This is to 
remind you that there’s an equally fine 
line of Day-Brite incandescent units— 
giving you the advantages of Day- 
Brite quality and design for every 
piece of equipment called for in any 
type of lighting job. 


See your nearest 
Day-Brite representative 


ATLANTA 1, GEORGIA 
Cecil Cannon & Oren Ruff, Jr. 
P. O. Box 1304 
BALTIMORE 17, MARYLAND 
Sam Masland 
625 West North Avenue 
CHARLOTTE 2, N. CAROLINA 
Gordon Wells 
212 Builders Bldg. 
CORAL GABLES, FLORIDA 
James Foerster 
1533 Delgado Avenue 
DALLAS 2, TEXAS 
H. A. Auchter 
102 Thomas Bldg. 
HOUSTON 6, TEXAS 
N. O. Reed 
1602 West Main Street 
LUBBOCK, TEXAS 
Stewart Norris 
P. O. Box 446 
MANDARIN, FLORIDA 
Joseph N. Crevasse 
P. O. Drawer 7 
MEMPHIS 3, TENNESSEE 
Munding Elec. Sales Agency 
186 Monroe Ave. 
NEW ORLEANS 12, LA. 
Paul Hogan, Jr. 
342 International Trade Mart 
RICHMOND 24, VIRGINIA 
Earl Dagenhardt 
4000 Maury St. 


“DECIDEDLY BETTER 


.DAY-BRITE. 
- ighling Pitts 


Day-Brite Lighting, Inc., 5435 Bulwer 
Ave., St. Louis 7, Mo 


In Canada: Amalgamated Electric 
Corp., Ltd., Toronto 6, Ontario 
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ARE YOUR CONNECTIONS 


FROM OXIDATION AND 
CORROSION BY 


ABARNE f 


Ot a f 
Dor L? 


Today thousands of tight, 250°F. Yet it 
high-conductivity con- 
nections are proof of how 
KEARNEY Airseal has 
stood the test of time. ; ; 
[allie oecnrisiatnndiieen Se we Airseal s extremely high di- 
Aeeemeand that inexpen- phe electric strength 280 volts per 
sive pads of Airseal, oe mil.) makes it a dependable 
beciindl auar eammecheun }" insulator on terminals and 
and terminals. com- f other connections where 
pletely and permanently y / safety is a factor. 

seal out air and moisture. 


is easy to 
remove, when necessary, sim- 
ply by peeling off. Airseal nev- 
er sticks to hands or gloves. 


Field experience has 

shown that Airseal re- 

mains pliable and tight- For fast, easy and economical use on the JAMES R. KEARNEY CORPORATION 
sealing in every kind of job, KEARNEY Airseal is supplied in pads 4224-42 Clayton Avenue 
weather, in temperatures 2%" x 2", 4" x 2%" and 8” x 8"... alse St. Louis 10, Missouri 


ranging from —50°F. to in 10’ rolls 244" wide and 4” wide. Canadian Plant: Guelph, Ontario 


For Better Construction...For SQFER Maintenance! 
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GENERAL SALES AGENT — J. J. WALSH & COMPANY — GREENVILLE, R. I. 


Mr. Electrician! 
YOU LIKED OUR 


. STAPLES 


NOW! WE PROUDLY PRESENT 


THROUGH YOUR ELECTRICAL SUPPLIER 








EMT-CONDUIT & SERVICE STRAPS 
ATTRACTIVELY PACKAGED ECONOMICALLY PRICED 


1/4" E.M.T. 
OTHER SIZES AVAILABLE 
UNIFORM EACH SIZE — LIKE THE PROVERBIAL PEAS IN A POD... . NO VARIATION 


HEAVY DUTY MORE STRESS RESISTANCE . . . TO MEET ANY REQUIREMENT 


EASY TO WORK WITH YOU CAN RUN A LINE. .. DRILL YOUR HOLES . . . EACH STRAP 
WILL SEAT WHERE YOU WANT IT... WILL FIT NEATLY OVER THE CONDUIT OR CABLE... 
HEEL OF STRAP WILL NOT DIG INTO FASTENING SURFACE. 


GALVANIZED special HEAVY BRIGHT ZINC ELECTRO GALVANIZED .. . AFTER FORMING 


W.W. CROSS « CO., INC. 


JAFFREY, NEW HAMPSHIRE 
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Four Steps That Mean 
Easier, Quicker, Safer Installation of 


CRESCENT 


| ABC ARMORED CABLE 


=. 


FILEORSAW BREAK ARMOR “INSERT INSULATING 
GUIDED BY CUTMARK BUSHING 


% NOTE CUTMARK on the fourth turn from right on armor of cable above. This cutmark (at 142” 
intervals) shows the location of a prefabricated breaking line inside the armor. Only a few strokes of a 
file or saw guided by the cutmark are required to cut through one outer ridge, and a bend by hand severs 
the armor. This results in a clean separation with no sharp edge—a safer, easier and faster job. The 
prefabricated breaking lines are so designed that there is no reduction in tensile strength, bending 
quality, crushing resistance and electrical conductivity of armor. 


* NOTE BOND WIRE UNDER ARMOR which is in contact with the under side of each convolution. 
This provides permanently low armor resistance. It is furnished in sizes No. 14 and 12 AWG Cable. 


* GENUINE A B C CONSTRUCTION provides for easy insertion of the insulating bushing because 
the paper under the armor readily unwraps from under both ends provicing space to insert the bushing. 


* ALL GLASS BRAIDS protect the rubber insulated conductors, and are flame, moisture and rot 
proof. The use of ALL GLASS braid results in a cable with smaller diameter and lighter weight, being 
easier to handle and install. 


CRESCENT 
WIRE & CABLE or 


70 


CRESCENT INSULATED WIRE & CABLE CO. crimes 


TRENTON, N. J. 
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97 Width 43” — height 734” 
extension from wall 4”. 





1 
SEND FOR CATALOG No. 10 








Progress 
ting the complete S 
iWustra 


, largest 
h World $s U 
i —_— oducts of the 
Line pr 








: i ighting Fixtures. 
f Residential Lig 
manufacturers © 


P ROGRESS MANUFACTURING Co., INC, 
| ) es ~ Leaders in Lighting for Healfa-Century 
97 Width 4%" — height 734” Bh Cra ia x 


cAsToR AVE. & TULIP STREET * PHILADELPHIA 34, PA. 
extension from wall 434", ieee 





“I 
LN 


SPECIFY TW BUILDING WIRE 


(newest member of the Ettco family!) 





@ small diameter Thermoplastic Wire resists severe exposure! 


@ lubricated for easy pulling! OTHER PREMIUM 


quality electrical 
@ easiest, cleanest stripping ever! products by 


@ saves initial and maintenance costs... installation time! MEL. 
@ laboratory tested and inspected! 


@ packaged in handy cartons! 


@ Bushed Armored Cable 


Representatives and warehouses in the following principal cities: © Non-metallic Sheathed 
Atlonta, Ga. Denver, Col. Louisville, Ky. Portland, Ore. Cable 
at nat nen a © Flexible Steel Conduit 
i want ann Gant @ Service Entrance Cable 

Washington, D. C. 


SOLD THROUGH ELECTRICAL WHOLESALERS ONLY 








ETTCO Wire & Cable Corporation 


General Offices: 46-50 Metropolitan Avenue ° Brooklyn 37, New York 
Plant: 75 Onderdonk Avenue ® Brooklyn 37, New York 


' Meas 
< scathing 
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If we really want to fight for 
our American Way of Life— 


It's Not Too Late! 





By CAPTAIN EDDIE RICKENBACKER 


President and General Manager 


HERE is no need for me to underline the grimness 

ot the times, even in the face of our national 
prosperity, for we have been and we remain, specta- 
tors, observing some of the most disturbing chapters 
in global and domestic history in the making. 

In a global sense the divided world shows no signs 
‘of becoming less divided. And the “cold war’ with 
Communism has brought serious dislocations in the 
lives of nations of free men. 

From a domestic viewpoint, our enormous gains in 
science, in techniques and in productive experience, 
have resulted from more than a century and a half of 
American freedom for which we should be thankful to 
God. Science, machinery and laboratory skills are 
ready to go still farther, ready to exceed now even our 
fantastic modern dreams. 

But in this atmosphere of apparent prosperity I feel 
compelled to sound a note of concern about some other 
matters that are more important to us and our country 
than material gains. 


Are We Forgetting Spiritual Values? 

Something has been wrong—something is still 
wrong—with America! 

One thing that has been wrong with America was 
righted, at least for the time being, last November. 
Before that, for more than a decade, our priceless 
electoral prerogative had been shamefully neglected. 

In 1940, some 62 per cent of the eligibles voted for 
a president; in 1944 the percentage was 57 and in 
1948 it sank to 52. 


REPRINTS up to five will be furnished without charge. 
Larger quantities will be supplied at cost, 3¢ each. 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree St., N.E., Atlanta 5, Ga. 


Eastern Air Lines, Inc. 


What happened last November gave great satisfac- 
tion to those of us who had despaired of the average 
American’s concern with affairs of state. Electors by 
the unexpected millions burst from their often and 
loudly criticized complacency to demonstrate that their 
stupor was only a chronic condition—not so acute that 
it could not be cured by generation of some good, old- 
fashioned American indignation. 

Nevertheless, this great land of ours—this America 
that I love better than life itself—is traveling down 
the wrong highway. In the midst of prosperity we are 
forgetting the spiritual values, and the moral courage 
passed on to us by our forefathers who founded this 
nation. 

I think I can speak with some authority on the 
subject. 

For where is there another land in the world where 
a young man can come from the wrong side of the 
tracks, as I have, and graduate into a relative position 
of leadership and affluence because of the very free- 
doms, liberties, and opportunities this land offers? 
Where is there another land? There is none. 

I am a first generation American, whose parents 
75 years ago migrated from Switzerland. They came 
to America to take advantage of the opportunities that 
existed here—came here to enjoy the freedoms, liber- 
ties and laws of this- land. 

My immigrant parents taught me and six other 
members of our family to enjoy and appreciate the 
freedoms of this country. They taught us how to work. 
They taught us that we could never expect something 
for nothing, nor more for less. They taught us to be 
frugal. They taught us, above all, to love America! 

We are fortunate and grateful heirs of the Pilgrims, 
the Puritans and the Cavaliers, who came to America 
almost 300 years previously. Through indescribable 
hardships they carved out a new nation founded upon 


ELECTRICAL SOUTH for AUGUST, 1953 





Military strength, alone, will not 
save this nation from the perils 
which surround it, says Captain 
Rickenbacker. Dollars and bullets 
are not enough. We must return 
to the principles on which our na- 
tion was established. We must re- 
vive the Spirit of America if we 
are to retain our precious heri- 
tage for future generations. 


belief that all mankind is born to be free—physically, 
mentally and spiritually free, as a matter of right from 
the Creator and not as a mere privilege granted by the 
State. 

Further, it lies within the power of each human 
being in the system of free enterprise to succeed or 
fail according to his own character and efforts. I am 
the beneficiary of those who in the meantime have 
worked and fought to defend and develop this country 
and its institutions for future generations—and to all 
of them I make my grateful acknowledgments. 

Few men, if any, have cheated death as often as I 
have in the past forty-five years. And it wasn’t be- 
cause of any super-knowledge or super-ability on my 
part, but because of my great faith in the Power above, 
and the desire to contribute something to this land of 
mine and to its people for what our country and they 
have given me. 

But faith is not alone for the individual. If one man 
needs it, how much more does a nation need it? We 
are becoming weak today because, instead of following 
the enduring spiritual principles upon which our nation 
was founded, we have substituted material wealth as 
the yardstick with which to measure success. 

As individuals, we have been selfish and preoccupied 
with material ambitions. We have felt that we needed 
more and more of the material things of life, and have 
forgotten the need of more and more of the spiritual 
side of life—of simple Christianity 


Nothing Can Equal Christianity 


There is no greater weapon in the world than the 
moral force that goes with the strength and spirit of 
Christianity. I reiterate—there is nothing that can 
equal Christianity. And when I say Christianity, that 
includes the Jewish faith or any other faith—as I am 
talking about faith itself—faith in a Supreme Being. 
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CAPTAIN RICKENBACKER'S life has been filled 
with adventurous activities and great achieve- 
ments. In his early 20's he attained nation-wide 
fame in automobile racing. In World War | he 
was America’s Ace of Aces, winding up as Com- 
mander of the 94th Aero Squadron, being credited 
with 26 victories, and receiving the highest Ameri- 
can and French military awards. Following some 
years in high executive positions in the automo- 
bile industry, he entered the aviation field in 1929 
became general manager of Eastern Air Lines in 
1935 and president and general manager in 1938. 
During World War II his activities included several 
special missions for the Secretary of War to 
European and Asiatic countries, the South Pacific 
and the Aleutians. It was on a flight across the 
Pacific in 1942 that he was forced down at sea 
and finally was rescued after three weeks on a 
life raft. 


The most important thing that has happened since 
the birth of Christ is the birth of America. The second 
never could have happened without the first. The 
Colossus that we call America has been the product of 
the idea of the sovereignty of the individual that Christ 
brought to the world. 

Our Founding Fathers believed in the Ten Com- 
mandments and the Golden Rule. Within that moral 
code they had a complete way of life—in matters spir- 
itual, political, social and economic. 

It was obvious that to sabotage America’s faith in 
America it was necessary te transfer the people’s faith 
in God to Faith in the State. Morality in politics, busi- 
ness and private contracts had to be broken down. The 
strategy has been to undermine the foundations on 
which that morality rested and, in the chaos that fol- 
lowed, offer the Total State as the only alternative to 
continued chaos. 

Thanks to our science and industry, we are not short 
of weapons, but weapons are no substitute for the will 

(Please turn to page 44) 
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@ SOONER OR LATER and probably 
sooner, most electrical contractors 
will have an opportunity to wire a 
lift-slab building. This new type 
of construction which is less than 
four years old is becoming more 
popular every day because of the 
economy which ranges from eight 
to 35 per cent as compared with 
standard methods of building. 

Plumbing, heating and wiring is 
being installed profitably at up to 
a 20 per cent savings on labor and 
such jobs call for different pro- 
cedures in order to take advantage 
of the opportunity to save labor. 

The new type of building has 
other inherent advantages. Having 
no bearing walls, it offers resistance 
to atomic bombs, earthquakes and 
tornadoes, since the walls may be 
blown out and the building will re- 
main standing. 

Thousands of square feet of 
buildings of the new type have been 
censtructed in almost every state 
and in several foreign countries. In 
the southern territory, there are 
lift-slab buildings in Corpus Christi, 
San Antonio, Houston, Dallas, 
Kansas City and many are under 
construction in the other southern 
states. These structures range 
from private residences, service 
stations, warehouses, schools, dorm- 
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itories, hotels, manufacturing 
plants—in fact almost any type of 
building can be constructed by the 
lift-slab method. 

Possible savings to the electrical 
contractor, mostly in labor’ in 
roughing-in, have been computed on 
actual jobs at 12 to 15 per cent. 
This is possible because most of the 
work is done at ground level and 
efficient prefabrication is possible 
for horizontal and vertical runs. 
All main runs can be prefabbed, 
circuits and outlet locations can be 
laid out with chalk on the base 
slab and drops for switches and 
wall outlets can be accurately set 
in the same manner. Boxes are set 
from the top on the slab before 
bottom reinforcing steel is placed 
and are then tied to the top steel 
for firm support. 


What lift-slab is 

Many contractors are already 
familiar with the Youtz-Stick meth- 
od of construction. It was invented 
in 1948 by Philip Youtz, a New 
York architect, and Tom Slick, a 
San Antonio business man, work- 
ing independently. They combined 
forces and put the development into 
a non-profit organization, the In- 
stitute of Inventive Research, San 
Antonio. This organization owns 


Most of the electrical 
wiring work in the 
Youtz-Slick type of con- 
struction is done at 
ground level, and effi- 
cient prefabrication is 
possible for horizontal 
and vertical runs. Cans 
form openings for the 
wall outlet drops and 
switch loops in this 
photo of horizontal 
runs on a third-floor 
McPherson 
College. 


slab for 


all lifting equipment and leases it 
to licensees for lift-slab work. The 
lifting contractor is a sub for that 
brief phase of the operation only. 
“Lift-slab” has become the com- 
mon term for the Youtz-Slick 
method of single and multi-story 
construction, whereby floors and 
roof of a reinforced concrete struc- 
ture are cast at ground level and 
later raised to proper positions by 
these patented hydraulic jacks 
placed on top of permanent steel 
columns which have been previously 
set in the concrete footings, and 
foundation of the ground floor. 
One of the striking differences 
besides the lifting principle is that 
the weight of the building rests on 
these steel columns located in the 
rectangular grid to correspond to 
architecturally desirable floor plans. 
Neither outside nor inside walls are 
load bearing and for that reason 
may be made of anything from thin 
sheet metal to brick and stone. 
Foundations and footings, and 
consideration of the ground in 
which they are located in relation 
to loading, are conventional except 
that most lift-slab buildings are 
without basements, or have only 
partial basements. This does not 
have to be true, however, since the 
vertical columns may begin at the 
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slab construction— 


electrical wiring details 


basement floor, or a basement and 
first floor might be constructed con- 
ventionally by including the col- 
umns and it could be lift-slab from 
there on up. 

When the first floor concrete is 
completed, it becomes the bottom of 
the form for the next floor which is 
cast at ground level, and the sub- 
sequent floors and roof are cast one 
on top of the other. A wax is used 


to prevent slabs sticking together.’ 


When all forms have set the pre- 
scribed length of time, the special 
lifting contractor brings his equip- 
ment, and the roof slab is raised 
first and the collars around the 
columns which were cast with the 
form, are welded to the column at 
the proper level. Columns are made 
a few feet longer than necessary 
so the jacks will have a place to rest 
while drawing up the roof slab. 
After all slabs have been raised 
and welded to the columns, the 
jacks are removed and the excess 
lengths of the columns are burnt 
off and the slab covered with a 
built-up roof. 

Although the number of columns 
a lift-slab building may use is at 
present limited to 12, a building 
may use as many sets of 12 as 
needed as well as smaller comple- 
ments. Slabs can be square, rec- 
tangular, pie-shaped, or made to 
conform to any ideas the designer 
may have. Number of stories are 
theoretically unlimited, but so far 
only a few buildings higher than 
four stories have been constructed, 
and special procedure is being 
tested. The drawback is the flexi- 
bility of extra long columns and 
this has been solved by the simple 


Three steps in the lift-slab method 

of construction which is being used 

more and more in the Southern and 
Southwestern sections. 


three stories 
and then erecting another three- 
story unit on top. 

Tilt-slab is an entirely different 
thing from lift-slab and should not 
be confused with it. Lift-slab re- 
fers always to lifting horizontal 
slabs or floors into place, while tilt- 
slab usually refers to casting wall 


process of erecting 














tilting 
However, a lift- 
have tilt-slab 


the ground and 
them in position. 
slab building 


walls. 


slabs on 


can 


Figuring the job 
Some of the possible savings on 
lift-slab jobs generate from being 
able to work at ground level. No 




















STEP ONE 


hOOF 4ND SECOND FLOOM SLS4B6 
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STEP TWO 


BmOOF GLAS LIFTED 


INTO PLACE 



































STEP THEE 


SECOND FLOOG GLAB 
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stepladders, no climbing, no trans- 
porting material upstairs, no ceil- 
ing work are required. Jobs can be 
laid out on the floor slab with chalk 
before the reinforcing steel is 
placed, exactly “life-size.”” The wax 
now in use to prevent slabs from 
sticking together, plus a dusting of 
foundry powder, actually transfers 
the chalk layout to the ceiling so 
that the contractor can have a car- 
bon copy of his layout on the ceil- 


ing for hooking up his verticals. 

All horizontal runs are placed in 
the concrete slab. Boxes are tied 
into the top course of steel to sup- 
port alignment. 


There is one development to 
watch for and that is an integrally 
cast ceiling bonded to the concrete. 
So far, fiber glass has been used 
with success by placing it in the 
bottom of the form on top on non- 
stick compound. The electrical lay- 
out is then made with chalk on the 
fiber glass which must be cut out for 
the boxes or vertical connections. 
So far the cuts have all been made 
from the top but there is really no 
reason why the fiber glass could not 
be cut from the ceiling after the 
slab is in place except that the box 
would be recessed the thickness of 
the fiber glass. When the slab is 
raised, the fiber glass remains 
bonded to the concrete and becomes 
the pre-finished ceiling. 

When the estimator makes his 
takeoff from the plans for a Youtz- 
Slick building, labor and material 
should be separated. Mark up for 
labor and materials should be com- 
puted separately. There will be 
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Layout of columns for the girls’ dormi- 
tory at McPherson College (large photo) ° 
included 24 8-inch round pipe columns 
27 feet high, seven 12-inch columns 16 
feet high. Smaller photo shows a collar 
around one of the columns which is cast 
with the floor and used with jacks for 
lifting the slab. 


some savings in material as com- 
pared with a conventional building 
because runs can be made more di- 
rectly to boxes. There will be no 
need to follow beams or to avoid 
difficult crossings. Direct-line con- 
duit will save material and result 
in quicker placement. 

Vertical conductors may give 
some cause for concern. The con- 
tractor has always had walls at 
least semi-finished and positioned 
to guide him for vertical runs and 
wall outlets. In a lift-slab building, 
the electrical contractor may be re- 
sponsible for positioning his drops 
for walls, since no walls will be in 
place when this is done. Walls will 
almost always be built later, and so 
the utmost accuracy will be re- 
quired when laying out the life- 
size plans on the slab. 

Conduit that runs from the 
ground level through a floor or more 
without takeoff, may be handled by 
inserting pipe or a paper form in 


the slab before pouring, or even a 
can which will provide a knockout 
through which the conduit may be 
placed. This will be much cheaper 
than drilling. 
buildings, 


Of course on large 
there may be _ special 
provisions for large vertical feeders. 
Contractors may expect to re- 
ceive plans on lift-slab in various 
stages of completion and about the 
same as on conventional buildings. 
Some plans will indicate outlets and 
lighting only, leaving the layout 
and the engineering for conductor 
sizes and load to the contractor 
Other plans will be completely en- 
gineered, and in still others the 
contractor will be asked to do the 
engineering and the layout. 


Ground floors wiring 
Runs can be laid directly on the 
ground on most ground floors with 
proper consideration for cinder 
beds that might cause corrosion. 
Ditching will be mostly unneces- 
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sary and the contractor can usually 
place his conduit between the time 
the footings and foundations are 
poured and the steel is being set 
for the first floor siab, taking into 
consideration that a service en- 
trance may have to pass through a 
foundation pier and placing it there 
before the concrete is poured. 

Risers will have to be properly 
located. Service panels cannot be 
installed until the slabs are raised 
but the verticals can be prefabbed 
with panels completed. It is inter- 
esting to note that workmen have 
a roof over them as soon as the 
slabs are raised and almost un- 
limited working space since there 
are no walls yet in place. 


Materials involved 

Rigid metal conduit, permitted 
for unlimited voltages in all types 
ef construction by NEC, is by far 
the most approved method of plac- 
ing conductors in the slabs and con- 
tractors should resist any substitu- 
tion of lesser quality. 

One of the greatest possibilities 
is the opportunity for the contrac- 
tor to sell even more adequate wir- 
ing than may be included in the 


plans. The owner should be re- 
minded of the lasting permanance 
of the concrete slab and the dif- 
ficulty of expanding the wiring ca- 
pacity in the future with concealed 
conductors, and advised to run 
extra conduit for future expansion 
while it can be done at such little 
cost. 

Modern loads are growing so fast 
that even electrical] contractors and 
engineers hardly dare predict the 
load need of the future. Hotels, 
hospitals, offices, dormitories, ware- 
houses—all may require electrical 
appliances, television, room air con- 
ditioners, electric heaters, fans, 
movie projectors plus standard 
lighting and communication cir- 
cuits. 

If plans appear inadequate to 
meet future needs and the contrac- 
tor is asked to submit a bid on the 
plans, he can at the same time sub- 
mit an alternate bid te include the 
larger loads. He has an excellent 
selling point in the fact that the 
owner is saving up to 35 per cent 
on the building and up to 20 per 
cent on his wiring and plumbing 
and in this way can greatly in- 
crease his savings by getting a 


Slabs are cast one upon the other, and the crevices visible in the photgraph 

are caused by a concrete apron cast with the first floor outside the wall 

line. Subsequent slabs above had to be formed inside the apron. Projecting 
canopies can be included in lift-slabs. 
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whole lot more for his dollars 
While most lift-slabs will be at 
least 4 inches thick and many of 
them 8 and 10 inches, the contrac- 
tor is faced with thinner slabs and 
also the waffle slab. In all cases 
he will merely place his conduit and 
boxes in the correct places and the 
reinforcing steel will be 
around. Since the lift-slab is al- 


laced 


ways a structural member no chan- 
neling or weakening will be per- 
mitted. 


Underfloor raceways 

Underfloor raceways, either metal 
or fiber may be incorporated in the 
concrete slab and this complies with 
code requirements. Such raceways 
probably of the best 
methods of providing adequate ser- 
vice for electrically operated equip- 
ment, and signal and communication 
circuits. This system is particular- 
ly adaptable to a building featuring 
moveable partitions and certainly a 
lift-slab building without bearing 
walls would be ideal. 


offer one 


Raised outlets may be discon- 
tinued by merely unscrewing and 
replacing with a cap, and almost 
any number of change combinations 
can be worked out. 

As contractors know, the triple 
system provides conductor space for 
power and lighting, telephones, and 
other signalling equipment. Elec- 
tric conductors enter the boxes in 
rigid conduit and prelocated out- 
lets may be included by mounting 
them on the duct at proper inter- 
vals. These are covered over in 
construction but may be easily lo- 
cated with either a magnetic or a 
This 
the utmost in flexibility. 


meter-type finder. provides 

The possibility of enclosing a bus- 
way system in the lift-slab, a ques 
tion that has heretofore been 
raised, is out of the question, but 
heavy feeders can be run in con 
duit in the slab for busways o1 
trolley collectors which are sub 
sequently surface-mounted. 

All code requirements covering 
water-tight, explosion-proof, and 
vapor-proof wiring should be fol 
lowed if applicable 


Colamn details 
The contractor doesn’t live who 
has not at some time eyed a hol- 
low structural steel member wit! 
the idea of using it to conceal wir 


(Please turn to pace 74) 





Keeping plenty of fixtures in his 


stock rooms has proved profitable 
for this dealer who has found that 


Fixture 


eustomers 


like to see before they buy 


@ ATKISON ELECTRIC Fixture and 
Supply Co., of Austin, Texas, re- 
cently moved into a new location, 
and in less than 90 days, their sales 
volume had more than doubled it- 
self. 

Mr. Atkison -has already out- 
grown his original place of busi- 
ness within a very short time after 
its occupancy, but he had stayed 
there, using temporary and make- 
shift arrangements that go with 
cramped quarters, until he could 
build just the right building. 

The new building is well-located 
out of the high rent district, wita 
plenty of off-the-street parking fa- 
cilities in both the front and the 
rear. 

“Parking,” says Joe Atkison, Jr., 
owner of the company, “was only 
one of our former problems. Never- 
theless, it was a major one. Of 
course, we were, then, closer to our 
accounts. But that, seemingly, was 
no advantage. For our customers 
could not easily and quickly find a 
place to park, and about 99 per cent 
of our customers are on wheels.” 

Moving into a residential dis- 
trict, so Mr. Atkison thought, was 


24 


a big gamble. But in choosing a lo- 
cation one has to be willing to sac- 
rifice some advantages to gain 
others. 

The new building, modern in de- 
sign, with ledge rock trim, has 3,- 
000 square feet of display and office 
room. The owner is a man with a 
strong penchant for offices. In his 
new building, he has a private of- 
fice with the executive-type fur- 
nishings to match. One of the fea- 
tures of this room is the coffee bar 
to the rear which is also handy to 
the cashier’s office. 

Commenting on the coffee bar, 
Mr. Atkison said, “Most everyone, 
has time for a cup of coffee, and 
talking over a cup certainly relieves 
the tension of buying.” 

Coffee is served to the company’s 
customers wherever they happen to 
be in the store—in the owner’s pri- 
vate office, at the cashier’s counter, 
in the quotation office, or at the 
catalog desk in the display room. 
It is brewed, and subsequently, the 
cups and saucers are washed, in a 
small kitchenette. Incidentally, fix- 
tures in this kitchenette are quite 
often shown to customers inquiring 


about just the right thing for small 
kitchens in their homes. 

Every office in the building fea- 
tures the type of fixtures most ap- 
propriate with its decorations, and 
throughout the building there are 
various types of walls—asbestos 
siding in several colors, wall paper, 
stippled plywood, and painted — 
which customers may use to help 
them decide which fixtures best 
suit the type of walls they have at 
home. For example, the walls of 
Mr. Atkison’s office are of knotty 
pine. When a customer is in doubt 
about the type of fixture to use with 
knotty pine walls at home, he is 
often shown samples against the 
walls of this office, and can readily 
see how they will look on his own 
walls. 

Over 400 fixtures are kept hang- 
ing and hooked up for demonstra- 
tion in the new building. Mr. At- 
kison does not believe in selling 
from catalogs. Neither does he be- 
lieve in having only one of a kind 
in stock, and keeps a stock of every 
displayed fixture in the warehouse. 

Just recently, this policy paid off. 
One of the larger hotels was under- 
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by C. Thomas 


going remodeling, and the architect 
and hotel manager came out to look 
over fixtures. 

“Even the architect,” said Mr. 
Atkison, “would not buy from a 
catalog. He wanted to see and ex- 
amine the fixture. He and the hotei 
manager finally agreed on one we 
had in stock for a number of rooms. 
We had only a hundred of that num- 
ber in stock, but that was enough 
to deliver to keep the contractor 
busy until the others arrived. In the 
meantime, we ordered enough to 
finish the order and replace those 
we had delivered from stock.” 

It is not unusual for the customer 
to wait until the need for fixtures 
arises, and expect to go to the sup- 
ply house to pick up on the spot just 
what he needs and wants. Take the 
hotel job, for instance, Lighting of 

(Please turn to page 72) 


(Top, right) Rear view of the Atkison 
store, showing ready accessibility to 
the basement warehouse, is the en- 
trance used by contractor-customers 
for picking up stock. (Bottom photo) 
Mr. Atkison stands in front of his 
new building. His car is a “traveling 
billboard.” 
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Fixtures are installed on the ceiling of the hallway (photo on opposite 
page) which leads from the entrance into the display rooms, and in the 
large display room (left, above) where floor displays do not disturb the 
customer who is examining the lighting equipment on the ceiling. Here 
Mrs. Atkison talks over a lighting problem with a woman customer. (Right. 
above) The stockman frequently takes orders from contractors over the 
telephone. Catalogs are kept before him for ready reference. 
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Plans announced for TART Silver 


® MORE THAN 20 committees are 
completing arrangements for the 
Silver Jubilee meeting of the In- 
ternational Association of Electri- 
cal Inspectors to be held in Chicago 
at the Edgewater Beach Hotel 
September 21 through 26. 

A full program has been planned 
to include business sessions, panel 
discussions, exhibits, “educational” 


tours, and social activities for 


IAEI members and their wives. 
A feature of the program which 
has already aroused a great deal 
of interest will be the first national 
forum for the promotion of elec- 
trical safety. Manufacturers, dis- 
tributors, electric utilities, contrac- 
tors, plant engineers, architects, 
insurance underwriters, municipal 


Most of the IAEI members and other persons who will attend the Silver 
Jubilee will make their headquarters in the convention-headquarters hotel. 


Social highlight of the Jubilee will be the dinner dance of the dining room will be turned over to the Jubileers 
to be held in the Marine Dining Room of the Edgewater for the evening’s festivities. The room is equipped to 
Beach Hotel. Entire facilities, orchestra, and floor show take care of 1500 guests. 
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- Jubilee 


officials, and all others concerned 
with electrical safety and the Na- 
tional Electric Code have been in- 
vited to participate in this activity 

Members of the various code 
making panels, the men who actu- 
ally write the Code, will lead dis- 
cussions interpreting the 1953 
Code which contains many changes 
and additions. Copies of the new 
Code will be distributed to inspec- 
tors at the Jubilee meeting. This 
will be the first time that these 
code-making experts have been 
brought together for a national, all- 
industry forum. Speakers from all 
branches of the industry will dis- 
cuss how the various groups can 
best work together for their com- 
mon objective—electrical safety. 

An added feature of the safety 
discussions will be exhibits of ex- 
amples of bad wiring, especially 
those which have caused fires or 
accidents. These examples will be 
credited to the IAEI chapter which 
furnished them upon the request 
of the convention committes. 

One day of the convention time 
has been set aside as “Under- 
writers’ Laboratories Day,” when 
the entire group in attendance will 
be the guests of the officers and 
staff of the internationally fa- 
mous “Testing Lab.” During the 
day, visitors will see the various 
testing departments in actual oper- 
ation. 

Another feature will be an eve- 
ning demonstration of hazardous 
locations by C. M. Kintz of the 
U. S. Bureau of Mines. This is a 
most impressive demonstration and 
is seldom staged because of the 
elaborate equipment involved. 

Manufacturers’ exhibits will play 
a large part in the activity of the 
Jubilee, and will be set up and 
open throughout the convention. 
The Jubileers will be able to ex- 





Relation of the Edgewater Beach Hotel (foreground), headquarters for the 
Jubilee, to the Chicago Loop (background) makes its location good. 


amine and inspect latest develop- 
ments in boxes and fittings, con- 
duit, wires and cables, busducts, 
raceways, explosion-proof equip- 
ment, control devices, wiring de- 
vices, underfloor duct, lighting 
equipment, and many other prod- 
ucts. 

Among the exhibitors will be 
Frank B. Adams Electric Co., Ap- 
pleton Electric Co., Metals and 
Controls Corp., U. S. Rubber Co., 
Federal Electric Products’ Co., 
Union Insulating Co., Inc., Wads- 
worth Electric Co., Unistrut Prod- 
ucts Co., Benjamin Electric Mfg. 
Co., H. H. Robertson Co., Daybrite 
Lighting Inc., Minneapolis-Honey- 
well Regulator Co., Bussmann Mfg. 
Co., American Metal Moulding Co., 
Inc., Thomas and Betts Co., the 
National Electrical Manufacturing 
Association, Anaconda Wire and 
Cable Co., National Electrical Prod- 
Rome Cable 
Westinghouse Electric Corp., Jef- 
ferson Electric Co., Wiremold Co., 
Square D Co., Republic Steel Corp., 
General Electric, Crouse-Hinds Co., 
Pringle Electrical Mfg. Co., 
eral Cable Corp., BullDog Electric 


ucts Corp., Corp., 


Gen- 
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Products Co., Ideal Industries Inc., 
Breigel Method Tool Co., American 
Brass Co., General Switch Co., Van 
Cleef Brothers, Inc., Clyde W. Lint, 
P. M. Products Corp., Nutone, Inc., 
Slater Electric and Mfg. Co., Inc., 
Electrical Products 
Jenkins Brothers Rubber 
Allen-Bradley Co., Su- 
perior Electric Co., John Hewson 


Buchanan 
Corp,. 
Division, 


Co., Tomie Sales and Engineering 
Co., Mini Breaker, Trumbull Elec- 
tric Mfg. Co., and Triangle Con 
duit and Cable Co., Inc. 

There will also be educational 


exhibits by various sections of 
NEMA 


automatic 


overing armored cable, 


controls, fuses, wires 


and cables, including films show 
ing installation methods. 

At some time during the meet 
ing, a proposal will be made that 
the Electrical Week, which is held 
as an annual event in Washington 
and Michigan, be made a nation 
wide movement, and that a Na 
tional Electrical Week be 
lished by presidential proclamation 


estab 
A report will be given on the Wash- 
ington week, which features a well 


Please turn to page 72) 
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® THE FIRST ANNUAL convention of 
the Florida Electrical Contractors 
Association opened in Orlando with 
headquarters at the Orange Court 
Hotel on June 19, and remained in 
session until midday June 21, with 
exhibits, panel discussions, ad- 
dresses, and entertainment filling 
the agenda. Approximately 365 


L. L. Dick has been named state 


manager for the Florida association. 





Members of the panel on “Co-operation within the elec- 
trical industry,” a highlight of the organizational meeting 
of the Florida association, are left to right, Warren Jones, 
New Orleans, Rockbestos Co.; Edgar E. Dawes, manufac- 
Burkhardt, Arrow 


turers’ representative, Atlanta; V. 
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Florida contractors hold 


registered, and some unregistered 
contractors, distributors, manufac- 
turers, and their guests attended 
the convention. 

Exhibitors, who opened booths on 
the afternoon of the first day of 
the meeting, included about 25 
manufacturers of electrical sup- 
plies and accessory equipment. Ex- 
hibits were designed to show the 
contractor “how to be years ahead”’ 
through simple lighting transitions, 
installing new switches, utilizing 
new cable materials, and other 
changes. 

The exhibits were open the morn- 
ing of the second day of the meet- 
ing, and after lunch on that day, 
manufacturers held an_ electrical 
materials show. Main session of 
the afternoon consisted of an open 
discussion on “Co-operation within 
the electrical industry.” The panel 
which was one of the highlights of 
the convention, was moderated by 
J. A. Turner, of Tampa Armature 
Works, Tampa, and consisted of 
two members each representing the 
contractors, distributors, and man- 
ufacturers. 

To stimulate interest in the con- 
vention, the Arrangements Com- 


i 
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Meier, president, 


Electric Co., West 


mittee, of which Axel Ornberg, 
Orlando, was chairman, and H. B. 
Garvin, Orlando, vice-chairman, had 
selected previous to the meeting, 
“Miss High Voltage,” who was 
crowned during the evening’s en- 
tertainment of the second day. The 
candidate selected for this title was 
Miss Frances Moore, of Sanford, 
Fla., who wore a crown designed 
and made by Howard Palmer, Or- 
lando contractor. The crown was 
wired in such a manner that when 
it was placed on Miss High Volt- 
age’s head, the jewels lighted up to 
emphasize her title. Miss Moore 
was crowned and reigned at a ban- 
quet held on the hotel lawn. 

Those attending the Sunday 
morning meeting of the convention 
heard an address of welcome by 
Campbell Thorne, eity attorney 
of Orlando, which was followed 
by the association president’s ad- 
dress, made by V. L. Burkhardt, of 
Arrow Electric Co., Palm Beach. 
Mr. Burkhardt was elected to head 
the association last November when 
a group of contractors met in 
Tampa to make plans for incorpo- 
rating the group on a statewide 
basis. 
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Palm Beach, association president; 
Arthur Turner, Tampa Armature Works, Tampa, director; 
Alex Brinson, Brinson Electric Co., St. Petersburg; J. A. 
Florida Electric Supply, Tampa; and 
Duke Cutler, general manager, Hughes Supply Co., Orlando. 
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first annual 


Following the president’s mes- 
sage, Duke Cutler, of Hughes Sup- 
ply Co., spoke for the distributors, 
and D. H. Nickols, Square D Co., 
spoke for the manufacturers. 

Mr. Burkhardt introduced R. B. 
Roberts, vice-president of Florida 
Power and Light Co., who made the 
convention’s keynote address en- 
titled, “Confidence in the Future.” 
Mr. Roberts predicted continued 
progress in Florida. He quoted sta- 
tistics and showed charts to illus- 
trate the growth of Florida popu- 
lation for the last 100 years, and 
predicted that the population would 
double in the next 20 years as it 
has in the last five 20-year periods. 
His talk stimulated much confidence 
in the future of their industry 
within the group of electrical con- 
tractors who heard him. 

Last session of the convention 
was centered around a series of 


convention 


10-minute talks given by variou 
association members on the Aims 
and Objectives of the Florida As- 
sociation of Electrical Contractors 
Following these talks, L. L. Dick, 
new state manager of the associa- 
tion, was introduced to the group 

In a special business session, the 
elected H. A. Lilly, 
Tampa, to fill an unexpired term as 
added J. 
W. Hagan, Jacksonville, and Cliff 
Whitmore, Miami, to the board of 
directors. 

In addition to Mr. Burkhardt, 
other officers and directors of the 
association who will serve until 
November, are: A. R. Williers, 
Tampa, vice-president; H. B. Gar- 
vin, Orlando, vice-president; and 
Dick Ogden, Ft. Myers, W. S. 
Stewart, Bradenton, Alex. Brinson, 
St. Petersburg, Wallace Cruthers, 
Tampa, Axel Ornberg, Orlando, 


contractors 


secretary-treasurer, and 


\ 
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Miss Frances Moore was crowned 

“Miss High Voltage” during the 

three-day meeting of the Florida 
electrical contractors. 


Jim Baroco, Pensacola, J. C. Me- 
Mullen, West Palm Beach, and 
Gene Guffy, Ft. Lauderdale, direc- 
tors. 

The group adopted a set of tenets 
and policies as its governing rules. 
They are listed on the next page. 
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Some of the association officers and convention chairmen, 
standing, left to right are: Howard Palmer, Palmer Elec- 
tric Co., Orlando; Irene Harrison, Curry Electric Co., 
Orlando; John Oberst, Oberst Electric Co., Orlando; J. 
Arthur Turner, Tampa Armature Works, Tampa, associa- 
tion directors; Louis Christiansen, Johnson Electric Co.. 
Orlando; A. C. Lenhart, Lenhart-Payne Electric Co., Lees- 
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burg; G. J. Lantz, Volt Electric Co., Orlando; Axel Orn- 
berg, convention chairman, and local president, Orlando; 
R. C. Bigby, Bigby Electric, Tampa; Hilary Garvin, Garvin 
Electric, Orlando, vice-president of the association; Howard 
Lott, Electric Construction Co., Orlando; J. Harper, San- 
ford Electric Co., Sanford; and Chrystal Walston, secretary 
of the Central Florida Electrical Contractors Association. 
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Tenets and policies of the Florida 
Electrical Contractors Association 


@ WE LIVE in a mechanized and elec- 
trified age, upon which our world em- 
barked scarcely more than a _ half 
century ago. i{t is recognized that 
electrical devices and equipment have 
been adopted to such an extent that 
electricity is the very motivation of 
all our modern mechanics. 

It is increasingly recognized that 
the wiring systems are the arteries of 
our mechanics, even as the control 
and signal systems are the nerves. 

In this ever-growing, ever-chang- 
ing era of electrical power systems, 
we are even now embraked upon a 
greater age of electronic and atomic 
expansion. Who can predict what the 
last half of this Twentieth Century 
may bring forth? 

In this great field, the electrical 
contractor has the unique position of 
the one who takes<all new equipment, 
installs, wires for, connects, and main- 
tains such apparatus for an ever 
clamoring public. 

Electrical contractors have a great 
opportunity before them to render this 
important service for the public. It 
is an honorable and worthy service in 
which we might all feel a justifiable 
pride. 

In recognizing this opportunity, we, 
the Electrical Contractors’ Associa- 
tion, also take cognizance of the fact 
that there is a great responsibility 
involved. Therefore, we endeavor to 
set forth, herewith, some of those poli- 
cies, aims, and ethics, which will en- 
able us to render a greater and more 
competent service to the public and a 
more honorable and lasting contribu- 
tion to the electrical era upon which 
we are embarked. 

The electrical contractors and their 
associated groups are called upon to 
handle and service everything from 
transmission lines, power transform- 
ers, and synchronous motors; to dis- 


tribution systems, television stations, 
motors, and illuminating equipment. 

The maintenance of such a gigantic 
system is no small item in the welfare 
and progress of our great nation. 
Therefore, we deem it exceedingly 
appropriate that the electrical con- 
tractors should also reap a great 
financial reward, public approbation, 
and personal satisfaction, for assum- 
ing the responsibility of rendering 
these important technical services. 

We therefore agree to and pledge 
ourselves and our reputations, by 
banding together to achieve these 
aims and promote those policies which 
will inspire our members, customers, 
and the public with confidence in each 
of us, individually and collectively, 
as follows: 


Policy among members 


1. Treat every other member with 
the courtesy and respect we may right- 
fully expect as members of the Elec- 
trical Contractors’ Association. There 
must be a spirit of friendliness and 
harmony among the members of this 
organization. No member shall dis- 
credit any other member of this hon- 
orable Electrical Association. 

2. Speak well of members at all 
times and give them credit for noble 
intentions and technical knowledge, 


regardless of momentary appearances 
or rumors to the contrary. 

3. Each member shall seek to be 
of service, one to another. In case of 
a shortage of critical materials, where 
one member has a surplus, there 
should be a feeling among members 
that one could call upon the others 
for favors, without embarrassment. 
When unable to handle any job for a 
customer, always recommend other 
members. 

4. Help, aid, and 
member to secure any job, if in a 
slightly different classification from 
those we wish to handle. 

5. Furnish information to other 
members whenever possible to pro- 
mote the electrical industry, provided 
it will not be detrimental to one’s own 
business. Promote the technical ad- 
vancement of all members through the 
presentation of educational programs 
at regular meetings. 

6. Promote harmony among mem- 
bers, by reporting all poor credit risks 
who would defraud a fellow member. 

7. Notify other members of meet- 
ings and events of interest and urge 
their regular attendance. 

8. It shall be the policy of this Asso- 
ciation to publicize, periodically, the 
names of all members and in every 
other way possible try to promote 
good will and confidence from the 
public we serve. 

9. Be optimistic of the unlimited 
future of our part in this mechanized, 
electrically controlled world. 

10. Be a Booster for Adequate Wir- 
ing and Competent Service, as repre- 
sented by our membership. 


assist another 


Policy among members and the public 


A. Uphold the National Electrical 
Code and all local Utilities and Tele- 
phone Company rules. Each member 
shall live up to National Standards 
for materials and workmanship. 

He shall not allow his contractor’s 
license to be used to take out any 
permit for anyone not qualified in any 
municipality. He shall employ capable 
men or carefully supervise each job. 


All electrical installations shall be in- 
stalled so as not to reflect any dis- 
credit on the Electrical Contractors’ 
Association. 

B. Recommend and promote the de- 
mand for Adequate Wiring systems. 

C. Try, at all times, to provide 
spare capacity for future loads and 
expansion, by locating load centers in 

(Please turn to page 76) 
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the finest 
switches 
in their class 
... 4 new, competitively 
priced line, 
designed for 
durable, positive action 
and long, trouble-free 


davis performance. 
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showing new easy method of wiring 
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No. 1230 S. P. No. 1330 S. P. No. 1231 3-way No. 1331 3-way 
(with plaster ears) (with plaster ears) 


New features i 
housing with straps rivetted 
cup yrae. stoked | 
backed out for faster wiring, and st 
fast cting nechan 
wiping contacts 
Rated 5A.-250V., 10A.-125V 
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Toggles are av 


Built to meet Underwriter Loboratorie 


LEVITON MANU FACTURING COMPANY Brooklyn 22, New York « warehouses : Chicago and Los Angeles 
ELECTRICAL SOUTH for AUGUST, 1953 31 








EACH DAY UNTIL SOLD Lf) 
100) 3 


v5 





This window trick proved so successful that it has been in continuous 
operation for six months. It has proved its value in increased store traffic. 


Window gimmick builds 
home wiring business 


by S. W. Ellis 


® A SMALL TOWN electrical shop 
that wanted more home-wiring vol- 
ume tried a gimmick designed to 
stimulate store traffic, and found 
the stunt so successful that it is 
being used indefinitely. 

The shop is the Home Electric 
Co., Benton, Ark. The traffic- 
builder is an electrical item, such 
as an odor-out lamp or a ceiling 
fixture, placed in the window, with 
a sign stating that the price will 
be reduced each day until the item 
is sold. The first item was placed 
in the window six months ago. 
Since that time, the window de- 
voted to the promotion has never 
been without some popular item 
which appeals to the passerby’s 
love for a bargain. 

The interesting part of the stunt 
is the fact that owner Paul Alley 
is essentially an electrician, and 
does not stock or sell many mer- 
chandise items in his shop, the 
main operation being electrical 
wiring. 

“IT wanted to display something 


32 


in the window that would bring 
people in and help to create work 
for my electricians,” he said. “An 
electrical shop does not have much 
to display—maybe a few fixtures, 
a panel, and a good-looking truck. 
My window trick puts something 
before the public that they like 
to look at. The daily price cut is 
an interesting game that holds 
their attention from day to day. 

“Since initiating the window 
stunt six months ago, I’ve realized 
a decided increase in both home 
wiring and industrial jobs.” 

Mr. Alley said that the promo- 
tion gives him a friendly contact 
with his prospects, many of whom 
come by every day to see the win- 
dow and sometimes to come in and 
discuss the item dramatized with 
daily price reductions. 

He makes sure that someone is 
always on hand to talk to custom- 
ers who come in about the window 
item. His mother, Mrs. Gertrude 
Alley, often acts as store hostess. 

In the window devoted to the 


promotion, only the single item is 
shown. Each day the reduced 
price is tipped on the panel pro- 
vided. The daily price reduction 
usually is about 10 per cent. 
Few items sell the first day 
shown. After a few days, interest 
until real excitement is 
seen among those waiting for the 
lucky 
made. 


rows, 
moment when the sale is 


both 
homes and commercial buildings 


Improving wiring for 
is Alley’s specialty, which he finds 
responsive to active selling and 
promotion. When a fire that is 
caused by faulty wiring occurs in 
town, he always telephones or 
calls on the owner, urging safe, 
modernized wiring. He also con- 
tacts the fire victim’s neighbors. 
Often he is asked to inspect the 
wiring of several homes in the 
block where a fire occurs. Nearly 
always the inspection develops a 
wiring job. 

When a drive for cleaning and 
painting the town is in progress, 
he redoubles his efforts to induce 
property owners to modernize and 
improve their wiring. 

His efforts have shown fast and 
profitable results. Since taking 
over the business three years ago. 
he has increased volume 25 per 
cent. He now has three attractive 
trucks devoted to wiring service. 


Paul Alley, left, has increased elec- 
tric wiring volume 25 per cent with 
special promotion. 
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New explosion-proof 
lighting fixture 


@ EASIER INSTALLATION and re- 
lamping, as well as five to ten per 
cent greater lighting efficiency, are 
among the advantages offered in a 
new design of explosion-proof in- 
dustrial lighting fixture recently 
announced by the Crouse-Hinds 
Co., of Syracuse, N. Y. 

Prime reason for designing the 
new fixture (see cutaway drawing) 
was to improve its threaded con- 
nections in order to prevent liquids, 
vapors, or dirt from entering bulb 
and receptacle areas. 

This was accomplished by three 
male threadings located at each of 
three points: near the rim of the 
hood, where hood and globe-holder 
are joined together, and where 
globe retaining ring and cushion- 
ing gaskets are seated against the 
globe. Two of these threadings are 
inside the hood, the other, around 
the inside of the globe holder. Each 
male threading is seated securely 
against a corresponding female 
threading. 

A rubber O-ring gasket (see 1 of 
cutaway drawing) has been in- 
serted above the threaded fitting at 
the top of the hood to seal off the 
receptacle compartment. One-piece 
assembly of globe, holder, guard, 
and reflector is threaded high up 
inside of the hood (see 2 of cut- 


Relamping. (Left). By inserting screw driver in one of the 
hood notches, globe, holder and guard may be easily 
loosened, even after exposure to corrosion. (Center) Globe 
and holder complete with guard (and reflector if used) 
is removed as an assembly. Because globe is retained in 
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Cutaway drawing of the new explosion-proof lighting fixture. 


away drawing) to prevent leakage 
into the lower section of the fixture. 

These features were the result of 
two years’ study. Other improve- 
ments were perfected at the same 
time. For example, notches in the 
hood and globe holder (see 4 of 
cutaway drawing) enable the globe 
holder to be loosened easily with a 
screw driver, even after it has been 
exposed to dirt-laden air or corro- 
sive vapors for a prolonged period 


of time. Finally, a large knurled 
thumb screw (see 5 of cutaway 
drawing) sets between these 
notches to lock the holder into 
place. 

All types of reflectors are avail- 
able on 100, 150, 200, 300 or 560- 
watt fixtures. Also available for use 
with the new fixtures are the fol- 
lowing accessories: breather, three 
contact receptacle, frosted globe, or 
half-shade. 


holder with a flame-tight joint fully protected, assembly 
keeps its explosion proof qualities. (Right) In relamping, 
only a lamp is carried up and down ladder and only one 
piece, the globe and holder assembly, is handled. Reflector, 
if used,’ is also removed as part of assembly. 
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MIDNIGH 


\ 


EVER TAKE A METER READING 


ON YOUR 


COMMUNICATION SYSTEM? 


Bell System communication engineers will help you 
take a good, close look at your communication sys- 


tem ...atno cost to you. 


Your Bell Telephone Company will make a com- 
prehensive survey to help you get the best use of 
your facilities...local exchange, long distance, 
mobile, teletypewriter, metering and supervisory 
More 


than one hundred studies are now underway for 


control ...all the communications vou use. 


PRIVATE-LINE TELEPHONE TELETYPEWRITER MOBILE TELEPHONE 
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major pipe lines, power companies and railroads. 


These surveys include recommendations to give your 
operation the best communications at the lowest 
Many 


rearranged or added services on the basis of these 


possible costs. companies have changed. 


surveys. 


* If you are interested in a communication survey by 
Bell System experts without charge, call your local Beli 


Telephone representative now. 


BELL TELEPHONE 


SYSTEM 





For long life at 100°F. ambient — 
world’s largest weaving mill | 
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AMERICAN A STANDARD CABLE FOR 
ELECTRICAL WIRE 


AND CABLE | 
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Ww paper & varnished cambric cable 
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W aerial, underground & submarine cable 
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chooses U-§-§ American 
Varnished Cambric Cable 
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EVERY SPECIAL JOB 


VY mold cured portable cord 


VY machine tool & building wire 


VY special purpose wire & cable 


WIRE & CABLE © 
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@ At Lancaster, S. C., Springs Cotton Mills operates the 
largest weaving mill in the world under one roof. Some time 
ago, they completely revamped the electrical layout, and 
changed from a single bus bar source to a system of 11 sepa- 
rate sub-stations. Now, an electrical failure will affect only 
one part of the mill. 

lo further guard against failure, SOO MCM American 
Varnished Cambric Cable is used for feeders from the sub- 
stations to various parts of the mill. There’s no better cable 
for a job like this. 

American Varnished Cambric Cable is flexible and easy 
to handle. There are no difficult terminal problems because 
potheads are not required as with paper cable. Current 
rating is high, even under adverse ambient temperature and 
humidity conditions. Service life is great, because of the 
special American heat-resisting varnished cambric tapes 
Here is the perfect insulation for industrial plant use. 

Whenever you have a tough insulation problem, be sure 
to get in touch with the cable engineers at American Steel & 
Wire. They'll make sure that you get the most for your money 
—no matter what kind of a cable problem you have. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


SEND THE COUPON 


American Steel & Wire Division 
Room BE-83, Rockefeller Building 
Cleveland 13, Ohio 


[] Please give me more information about Americ 
Cambric Cable. 
] I'd like to talk to your represer 
Nome 
Firm 


Address 


City 





INDUSTRY NEWS 


Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers 


and their agents. 





Middle Eastern AIEE 
ecenvenes in September 


ELECTRICAL ENGINEERS from six 
states are scheduled to assemble in 
Charleston, W. Va., Sept. 29 through 
Oct. 1, at the Daniel Boone Hotel 
to discuss problems, new develop- 
ments and applications of thir pro- 
fession. The occasion will be the 
1953 Middle Eastern District Meet- 
ing of the American Institute of 
Electrical Engineers. 

The AIEE Middle Eastern Dis- 
trict comprises the states of West 
Virginia, Pennsylvania, Ohio, Mary- 
land, Delaware and part of New 
Jersey. 

In keeping with the dominance of 
the chemical and coal mining indus- 
tries in the Charleston area, con- 
siderable emphasis of the technical 
program will be placed on these in- 
dustries, it was announced. The 
program also will stress the electric 
power industry as the Charleston 
area is the home of the first 330 kv 
transmission line in the United 
States and the center of a large in- 
terconnected power system. 

All phases of coal mining and 
handling, including a-c to d-c con- 
version equipment, will be covered 
in five sessions with approximately 
twenty papers being presented. Two 
of these sessions will be sponsored 
by the Eastern Mining Sub-Com- 
mittee with R. B. Moore presiding. 

Tkere will be five sessions con- 
cerning applications and problems 
in the chemical industry covered by 
twenty papers. One session is being 
sponsored by the Electro-Thermal 
Sub-Committee, who also intends 
to hold a sub-committee meeting. 

Seventeen papers will be pre- 
sented in four sessions covering 
power generation, transmission and 
distribution. Additional subjects to 
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be covered will be rail transporta- 
tion and general industry applica- 
tions. 

As a result of the increased de- 
mand for responsible electrical en- 
gineers and the growing depen- 
dence of industry on the engineer 
for management functions, two ses- 
sions will be devoted to manage- 
ment problems. Papers have been 
obtained from a number of out- 
standing men in their respective 
fields. 


Change in policy 
reported by Briegel 

AFTER AUGUST 1, all sales will be 
direct to wholesalers through a 
newly-appointed group of manufac- 
turers’ agents, according to an an- 


W. W. Kingsbury 


nouncement made recently by T. W. 
Briegel, president of the Briegel 
Method Tool Co., Galva, Il. 

W. W. Kingsbury, formerly vice- 
president and treasurer of M. B. 
Austin Co., who has joined the 
Briegel organization as sales man- 
ager, will head this new pro- 


gram. Mr. Kingsbury will make 
his headquarters in the Briegel 
Chicago offices, 201 North Wells 


St., Chicago 6, Ill. 


Contractors fined on 
antitrust charges 

SEVEN electrical contractors of 
Chattanooga, together with the 
Chattanooga Chapter of the Na- 
tional Electrical Contractors Asso- 
ciation, and the secretary-manage: 
of the Chapter, W. Claude Harris, 
were fined a total of $16,500 on July 
15th for conspiring to violate the 
antitrust laws. 

The fines assessed included the 
following: Chattanooga Chapter, 
NECA, Inc., $5,000; W. Claude 
Harris, secretary-manager of the 
Chapter, $1,000; Terrell Electric 
Co., Inc., $1,500; John Terrell, pres- 
ident of Terrell Electric Co., Inc., 
$1,000; Herbert Haile, W. C. Teas 
Co., $2,000; Robert W. McKenzie, 
McKenzie Electric Co., $1,500; W. 
A. Cofer, Cofer Electric Co., $1,500; 
W.S. Lindsay, Lindsay and More- 
land Electric Co., $1,500; and R. G. 
Twomey, Service Electric Co. 
$1,500. 

Indicted along with the electrical 
contractors was Local No. 175, In- 
ternational Brotherhood of Elec- 
trical Workers, and Earl W. Bur- 
nette, business agent of the Union. 


Those who were fined pleaded 
“nolo contendere” to the charges, 
which in effect means “I make no 
” However, the union Lo- 
cal and business agent did not plead 
“nolo contendere” and _ therefore 
will stand trial for the charges. 

A federal grand jury in Chatta- 
nooga returned the _ indictment 
charging the trade association of 
electrical contractors, a labor un- 
ion, a corporation, and eight in- 
diduals with conspiring to unrea- 


defense. 


sonably restrain trade in the sale 
and installation of electrical equip- 
ment in violation of the Sherman 
Antitrust Act. 

The indicsment charged that the 
vaiue of electrical equipment sold 
in 1952 by electrical contractors in 
the Chattanooga area was over a 
million dollars and that more than 
75 per cent of such electrical equip- 
ment was sold and installed by 
members of the defendant Associ- 
ation. 

The defendants were accused of 
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Big G-E Light Conditioning promotion 
features portable lamps and lighted valances 


shows home-owners how to... 








change this 








...to this 











and this 


Se ¢ a 


G-E Fall advertising in leading magazines, on TV 
dnd radio offers tie-in opportunity for you! 
This Fall, full-color, full-page aas in Better Homes 
& Gardens, Saturday Evening Post, commercials on 
the Jane Froman TV show and spot radio will be 
working with you to improve the lighting in the homes 
in your community. General Electric’s advertising 


...to this 











spotlights the advantages in comfort and home beauty 
that an adequate number of well-designed portable 
lamps and lighted valances bring to a room. Why not 
plan to tie-in with a local promotion of your own? 
For more information, contact your local G-E Lamp 
district office or write General Electric, Dept. 166- 
ES-8, Nela Park, Cleveland, Ohio. 


GENERAL @@ ELECTRIC 
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having engaged in a conspiracy, 
under the terms of which such de- 
fendants agreed to determine 
which electrical contractor would 
submit tne tow bid to general con- 
tractors and that defendant con- 
tractors other than the one so se- 
lected wouid submit complementary 
bids at higher prices, or else would 
not submit any bid. 

The indictment also charged that 
any member of the Association who 
failed or refused to comply with 
the selected bidder system would 
be subjected to punishment by fine, 
and that defendant Union would 
not furnish Union labor or would 
supply inferior or incompetent 
labor to electrical contractors un- 
less they agreed not to compete 
with Association members on jobs 
which Association members wish 
to have. 

The indictment alleged that the 
cost of electrical equipment in- 
stalled in the Chattanooga area has 
been increased out of proportion to 
increases in material and labor 
costs, and to increases in other 
construction costs. 

Attorney General Herbert Brown- 
ell, Jr., in commenting on this in- 
dictment, said: “It is sincerely 
hoped that this indictment will 
prove effective in restoring to the 
citizens of the Chattanooga area 
their right to the fruits of free and 
competitive bidding in such an es- 
sential industry, and that it will 
serve as an effective deterrent to 
other bid-rigging and price fixing 
schemes which violate the antitrust 
laws.” 

Assistant Attorney General Stan- 
ley N. Barnes, head of the Anti- 
trust Division of the Department 
of Justice, said: “It is imperative 
that illegal road blocks be removed 
from the path of the building in- 
dustry. Conspiracies of the nature 
charged in this indictment, result- 
ing in destruction of competition 
with a consequent unreasonable in- 
crease in the cost of electrical 
supplies and installation, deserve 
vigorous action by the Depart- 
ment.” 


New representatives 
for Viking products 


JAMES J. WALSH of the J. J. 
Walsh and Co., general sales agents 
for Viking Cable and Conduit fast- 
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eners which are manufactured by 
W. W. Cross and Co., Inc., have re- 
cently announced several new rep- 
resentatives for these products in 
the Southeast. 

E. F. Lombardi, 914 East Fourth 
St., Charlotte, N. C.; Walter M. 
Hinson, 1160 Johnsons Ferrv Rd., 
N.E., Atlanta; and Ken H. Hill, 
P.O. Box 459, Mt. Dora, Fla., are 
the new appointees. 


Ward Leonard opens 
Pittsburgh office 

A NEW Pittsburgh District office 
has been established by Ward 
Leonard Electric Co., of Mount 
Vernon, N. Y., manufacturers of 
electric control devices and equip- 
ment. 

Leonard H. Worzel is in charge 
of the new office, located at 3045 
West Liberty Ave., Pittsburgh 16, 
Pa. The new branch will offer bet- 
ter service to the company’s cus- 
tomers in the Pittsburgh area. 


Cartis Lighting 
announees officers 


AT A SPECIAL meeting of the 
board of directors necessitated by 
the death of Melvin C. Wilt, Dar- 
win Curtis, formerly chairman of 
the board, was elected president and 
treasurer of Curtis Lighting, Inc. 
Ward Harrison, president of the 
International Commission on Illu- 
mination, former director of engi- 
neering for General Electric’s Lamp 
Division, and prominent consulting 


engineer, was elected chairman of 
the board. George Gilleard, assis- 
tant chief engineer, was named sec- 
retary. 

Other officers of the company 
are: G. T. Morrow, vice-president 
in charge of sales; W. V. C. Foulks, 
vice-president in charge of engi- 
neering; and A. W. Carlson, vice- 
president in charge of production. 


I.E.S. technical 
conference planned 


PAPERS covering a wide range of 
interests will be presented before 
the technical sessions of the I.E.S. 
Conference, September 14-17, at the 
Hotel Commodore, New York. 

Some 1000 members and guests 
are expected during the four days 
of sessions which will include over 
twenty-five technical papers, three 
general sessions and the report of 
the Lighting Progress Committee. 
A feature of the Conference is the 
paper “Brightness Concept and 
Visual Mechanism” given by the 
distinguished scientist from En- 
gland, Dr. W.S. Stiles, of the Dept. 
of Scientific and Industrial Re- 
search, National Physical Labora- 
tory. 

President E. M. Strong, Cornell 
University, completing his term of 
office in September, will present his 
report at the opening session, Mon- 
day morning. The president-elect, 
A. H. Manwaring, executive vice- 
president of the Philadelphia Elec- 
trical & Mfg. Company, will be pre- 
sented to the delegates on Thursday. 


Officers of Curtis Lighting, Inc., are (seated, left to right) Kenneth Curtis, 

director; Ward Harrison, chairman of the board; and Darwin Curtis, presi- 

dent and treasurer. (Standing, left to right) W. V. C. Foulks, vice-president 

in charge of engineering; George Gilleard, secretary; A. W. Carlson, vice- 

president in charge of production; D. P. Wells, director; and G. T. Morrow, 
vice-president in charge of sales. 
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In electrical 


use 


CONDULETS. 


Quality does count in practically every electrical conduit installation that you 
make. When you use CONDULETS you know that you are putting in electrical 
equipment of the highest quality, because CONDULETS have been doubly 
tested .. . in the factory and in the field 


Crouse-Hinds quality control assures a long-lasting product and field records 
prove it by the test that only time can give. Thousands of CONDULET instal 
lations are still in tip-top condition after twenty, thirty, or even more than forty 
years of dependable service 


The illustration at the right shows four of Crouse-Hinds’ basic quality features 
that are common to all CONDULETS. The fifth, Wedge Nut Fasteners, is an 
exclusive Crouse-Hinds feature that has made Obround CONDULETS preferred 
by electricians everywhere 


Taper tapping. Condulet threads are taper 
tapped to match tapered conduit threading. Makes 
a rigid joint that will not loosen. This assures perma- 
nent ground continuity . important for safety 


integral bushing. A smooth rounded surface 
protects wire insulation 


Us Material. Feraloy...aspecial alloy that is strong 
and tough, resists corrosion, and gives sharp, full 


Tyoe EVA Explosion-Proof threads 


Lighting Fixture 





Finish. A tnple treatment provides long-lasting 
protection ... exceeds Federal and U.L. specifications. 


Wedge Nut cover fastener. Clear cover 
opening ...noprojections. Noloose parts ... Wedge 
Nuts and screws self-retained. No screw holes to 
align 


More than 15000 items are listed in the Condulet 
Catalog including a complete explosion-proof and dust- 
Type ARE Arktite tight line for use in hazardous locations. 


Receptacle Equipment On your next job, use CONDULETS . .. they're made 
right to last longer. 


*CONDULET is a coined word registered in the 
U. S. Patent Office It designates a product 
made only by the Crouse-Hinds Company 
Type FS Condulet 6 
With Pilot Lamp Receptacle, 
Switch and Plug Receptacle 


Type VC Vaportight Ng 
Industria! Lighting Fixture iw 
Type GUAC Explosion-Proof 
Junction Condulet 


Type EPC Explosion-Proof 
Tyce FLB Explosion-Proof ; Motor Starter and 
Circuit Breaker Condulet Circuit Breaker Condulet 


Nationwide CROUSE-HINDS COMPANY 
Distribution Syracuse 1, N.Y. 

Through Electrical 7 - | 
Wholesalers eal 3 


ESENTATIVES Albany - Atlanta — Baltimore hazlotte 
mS -rouse Hinds Compony of Canada | 


CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 


New 
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A Report of Lighting Progress 
will be a principal event of the Con- 
ference, presented on Tuesday eve- 
ning by the chairman of the 
Society’s Progress Committee, T. C. 
Sargent, of Sylvania Electric Prod- 
ucts, Inc. This annual report re- 
views all of the advances during 
1952-53 in light sources and equip- 
ment and their applications. 

The Lighting Service Forum 
brings together the winners in the 
Society’s Regional Contests. They 
will present their “Most Interesting 
Lighting Jobs” and will compete 
for the national prizes on the basis 
of interest, application of engineer- 
ing principles, effectiveness of solu- 
tion, originality of technique, as 
well as presentation. 

Residence lighting will be feat- 
ured at Thursday morning’s session 
when Chairman Edith Buchholtz, 
of the Westinghouse Lamp Division, 
presides at the Residence Lighting 
Forum. Papers in this session will 
range through the: home consider- 
ing such lighting problems as elec- 
trical planning, garden lighting, 
lighting in L.I. homes, and in new 
installations in the Chicago area. 

In addition to Mr. Manwaring, 
other officers of the society an- 
nounced at the June Council meet- 
ing in New York include: R. F. 
Hartenstein, superintendent, elec- 
tric and team heating sales, Ohio 
Edison Co., Akron Division, vice- 
president; M. N. Waterman, as- 
sistant manager of commercial en- 
gineering, Westinghouse Lamp Di- 
vision, Bloomfield, N. J., general 
secretary; Kirk M. Reid, head of 
section, Engineering Division, Gen- 
eral Electric, Cleveland, Ohio, re- 
elected treasurer; and D. M. Jones, 
Eastern Canada representative for 
Curtis Lighting of Canada, Ltd., 
vice-president (second year of two- 
year term). 

Named regional vice-presidents 
were: M. J. Myers, Jr., lighting di- 
rector and industrial engineer, Pub- 
lic Service Co. of Oklahoma, Tulsa, 
Southwestern Region; and Glenn E. 
Park, district manager, Carolina 
Sales District, GE Lamp Division, 
Charlotte, N. C., Southern Region. 


Clark Centroller acquires 
manufacturing companies 

ACQUISITION by outright purchase 
of the Fuller-Johnson Corp., which 
in turn owns and operates Ameri- 
can Electric Switch Corp., and Good 
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Roads Machinery Corp., has been 
announced by Robert H. Hoge, 
president of the Clark Controller 
Company, Cleveland, Ohio, manu- 
facturers of electric and mechanical] 
apparatus. Both of the acquired 
firms are located in Minerva, Ohio, 
and their plants will continue op- 
erations in Minerva. 

The purchase has added safety 
switches and electric service en- 
trance equipment to the Clark line. 
and adds the road machinery line 
which includes large leaf collectors, 
which pulverize leaves for mulch 
purposes. 

Sales and distributor organiza- 
tion for the firms will remain static, 
and Mr. Hoge succeeds William F. 
Kuehneman as president of the 
Minerva firms. This is the only 
change in Minerva personnel. 


Knoxville firm 
named distributor 


B. H. McCoIn, Electrical Equip- 
ment, 1003 Scenic Drive, Knoxville, 
Tenn., has been named a distribu- 
tor for Allis-Chalmers transform- 
ers in portions of Alabama and 
Georgia. 

The firm was established in 1945, 
and is headed by B. H. McCoin. 


Utility men attend 
Georgia Tech course 


PERSONNEL representing public 
utility firms from all parts of the 
Southeast recently participated in 
a four-week public utility executive 
course at the Georgia School of 
Technology in Atlanta. The course 
was sponsored by the Southeastern 
Electric Exchange through the en- 
gineering extension division, and 
was held in the new Architecture 
Building. 

James M. Sweeney and Arthur J. 
Cooper directed the course which 
had as its objective expansion of 
knowledge and stimulation of in- 
terest in some of the important 
phases of public utility manage- 
ment. Both directors are members 
of the faculty of the Tech School of 
Industrial Management. 

Instruction covered fields of 
study pertinent to the development 
of public utility executives, and in- 
cluded general management, eco- 
nomics, public speaking, public util- 
ity regulations, corporation finance, 
public utility accounting, public re- 


lations, and personnel and indus- 
trial relations. The keynote address 
“Philosophy of Management,” was 
made by W. E. Wood, executive 
vice-president of the Virginia Elec- 
tric and Power Co. 

The course was set-up primarily 
for those executives in managerial 
positions dealing with company 
policy-making and _ organization- 
wide, long range planning. 


Columbia Cable 
makes appointments 


THE APPOINTMENT of the Charles 
K. Ramond Co., as sales represen- 
tatives for their New Orleans ter- 
ritory, has been announced by 
Columbia Cable and Electric Corp., 
Brooklyn, N. Y., manufacturers of 
insulated wire and conduit. 

The New Orleans territory ser- 
vices Louisiana, Mississippi, Mobile 
and Pensacola. The Ramond com- 


Charles K. Ramond 


pany maintains offices at 1021 Ca- 
rondelet Building, New Orleans, 
and is under the supervision of 
Charles K. Ramond. 

Other new appointments recent- 
ly made by Columbia are Tom 
Hodges and Co., with offices at 
Tulsa, Okla., and Kansas City, Mo., 
and Stout Electrical Sales Co., Cin- 
cinnati, Ohio. 


Alabama Electrie Co. 
named A-C distributor 
THE ALABAMA Electric Co., 215 
East Troy St., Dothan, has been 
named a distributor for Allis-Chal- 
mers motors, controls and TEX- 
ROPE drive equipment in Barbour, 
Henry, Dale, Coffee, Houston, Gen- 
(Continued on page 46) 
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“Cut costs with Buckeye Conduit-- 


it bends so uniformly!” 


MIDWEST CONTRACTOR TALKS ABOUT 
CONDUIT: “When I pay good money for 
workers, I want the utmost in production 
That’s why I use Youngstown “Buckeye” con 
duit. My men bend and install “Buckeye” in 
short order without wasting precious time.” 


ELECTRICAL WHOLESALER DESCRIBES 
BUCKEYE CONDUIT: ‘My customers tell me 
that bending “Buckeye” evenly takes a mini 
mum of time and effort. This enables them to 
cut down on overtime work. As far as I’m con 
cerned, I recommend “Buckeye” highly 


Youngstown makes rigid steel conduit from start to 
finish. This enables Youngstown to control the 
complete manufacturing process which insures 
that each length of “Buckeye’’ Conduit is made 
of topgrade steel. Since only high quality steel 
makes for easy bending, it’s no wonder 
Youngstown “Buckeye” conduit is favored by 
electrical men 


Shipments of “Buckeye” rigid steel con- 

duit are now being made from our con- 
duit mills at Indiana Harbor and Youngs- 
town. 











THE YOUNGSTOWN SHEET AND TUBE COMPANY —S*!Otsw — Yossotorn 2 on 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES 
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It's Not Too Late !—Rickenbacker 


(continued from preceding page) 


to fight and the courage to die should an emergency 
arise. Our military strength does not seem to frighten 
“our enemies, and the reason may be that there is so 
little moral strength—so little singleness of purpose— 
behind it. 

We must not make the mistake of thinking that the 
outcome of the struggle between Communism and free- 
dom will be determined by military and economic power 
alone. 

In this period of moral laxity, many people believe 
that the task of bringing America back to the Golden 
Rule and the Ten Commandments will be a most diffi- 
cult one. But the wages of economic sin can be mea- 
sured in dollars and cents, and I am convinced that 
business morality can be sold just as surely as soft 
drinks and radio sets can be. The connection between 
a nation’s morals and its material welfare is simple 
and certain. 


What Can We Do? 

We must revive and instill the spirit of America. 
America is the spirit of man, the spirit that is in your 
heart and mine, and that spirit must be expanded. It 
must be re-kindled, not only in ourselves of our gen- 
eration, but further, it must be implanted in the 
younger generation, or America must go the way other 
lands and other peoples have gone. 

Instead of our young people knowing and under- 
standing the homely virtues of industry, and loyalty 
and self-reliance, their chief concern now seems to be 
to complacently lean on government subsistence and let 
taxpayers foot the bill. The trend is to turn our very 
lives over to the Government which is to feed and con- 
trol us. 

The growth of the activities of the Federal Govern- 
ment is revealed by the increase in the federal budget 
from some 8 billion dollars in 1936 to over 71 billion 
dollars in 1951, and over 85 billion dollars demanded 
by the President for 1952-1953. 

The national debt has grown from one billion dollars 
at the start of World War I to $265,583,000,000 as an- 
nounced last spring by George M. Humphrey, secre- 
tary of the treasury. This means a debt of nearly 
$7,000 for every family in the United States. 

Our departures from the covenant of the Founding 
Fathers are startling. The most fearful event of these 
times is the colossal expansion of the national govern- 
ment and the constant increase of executive power 
within the government. The trek back to free enter- 
prise, and the American Way, will not be easy. 

For decades the income tax has furnished the gov- 
ernment with more and more “easy money,” which has 
led to the gradual growth at the national capital of 
functions that might better have been exercised by the 
states or even by local government. 

The same process of centralization, though in less 
degree, has taken place in several states which have 
taken over functions that might better have been 
executed by local government. Barring rare examples, 
local government is, or can be made, more honest, effi- 
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cient and responsive to public interest, than state or 
national government. 

By every step we take toward making the Govern- 
ment caretaker of our lives, we move toward making 
it our master. Paternalistic government can gradu- 
ally destroy, by the immediate advantages of subsidy, 
the will of the people to maintain a high degree of 
responsibility. This will cause the abdication of in- 
dividual responsibility, which is inevitably followed by 
further concentration of power in the government-— 
leading ultimately to absolute power over our lives 
and freedoms. 

We have demonstrated that our system of free enter- 
prise, run by free people, can out-produce by a wide 
margin any other economic system. The very core of 
what we mean by Americanism is individual liberty, 
founded on individual responsibility, equality before 
law, and a system of private enterprise that aims to 
reward according to merit. 

Strange as it may seem, there are some in ttis 
country of greatest freedom, greatest happiness and 
greatest prosperity, who lend willing ears to the alien 
propaganda which says that we, the best fed, best 
clothed and best educated people in the history of the 
world, should discard our social, economic and political 
systems—our way of life—and adopt the totalitarian 
pattern. 

I am not afraid that our people will directly and 
intentionally exchange our free, happy and prosperous 
society for the slavery of Russian totalitarianism, or 
repeal the Bill of Rights. But there is some danger 
that we may lose our freedom without knowing it— 
that totalitarianism may overtake us before we are 
aware of it. 

Freedom is more than the Bill of Rights. 

Freedom, if it is to have meaning, must continue to 
find expression in the everyday lives and affairs of the 
people. Freedom is more than a law, or an abstract 
idea—it is a living reality. 

How can we lose it unintentionally? 

Freedom begins to perish when it becomes incon- 
venient or difficult for one to exercise it. Freedom 
exists only in its being daily exercised and enjoyed. 

Recent trends have been toward community respon- 
sibility for the individual welfare at the local, state 
and national levels. Over 30 per cent of all income is 
taken by government through taxation—and govern- 
ment (local, state and federal) in turn disburse sub- 
sidies, bounties, benefits and permits to the individuals. 

More and more we are moving in the direction of 
production for a community storehouse upon which 
all of us are becoming dependent for our own suste- 
nance and for the operation of our various enterprises. 
The distribution of the variety of benefits from the 
common storehouse necessarily is in the hands of per- 
sons who are employed by local, state or national 
agencies. 

When Andrew Jackson became the champion of the 
rights of the masses 125 years ago, the “spoils” of 
office were negligible. Government, at all levels, was 
“little.” No one was beholden to government or afraid 
to speak out and take issue with a local, state or 
national official. 
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ou need it 
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oday! 


United States Rubber Company. the only - U.S. Royal Portable Cords and Cables 
electrical wire and cable producer to grow U.S. Railroad Wires and Cables 


its own natural rubber and to manufacture U.S. Power Cables “U.$.““ Research perfects Bees 


its own plastics and synthetic rubber, US. Control and Sienal Cab! 
ee ee ee “U. S$.’ Production builds it 


2 

3 
makes a complete line of electrical wires ie ; ‘ 
and cables for every industrial and domes- 5. U.S. Building Wires and Cables 
tic application. Just published is the 1953 6. U.S. Bare and Weatherproof Wires 
“U.S.” Catalog, essential for men who 7. U.S. Flexible Cords and Cord Sets 
specify, install or maintain electrical wire 8. U.S. Telephone Wires and Cables 


and cable. Send for your free copy to 
: 9. Miscellaneous U.S. Wires and Cables 
address below. Here are the catalog bs . : ” 


chapter headings: 10. Technical Data 


UNITED STATES RUBBER COMPANY 


ELECTRICAL WIRE AND CABLE DEPARTMENT - Rockefeller Center, New York 20, N. Y. 
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Now, when governments collect and disburse each 
year more than 30 per cent of the aggregate of all 
incomes, and when governments are our chief business 
organizations, and regulators of private business, ali 
citizens are substantially beholden to and dependent 
upon the favors of governments at one level or an- 
other, and must deal with the officials of governments 
in seeking to obtain their fair shares of benefits, sub- 
sidies and permits. 


The Trek Back is Not Easy 


As we have observed in the efforts of the new 
national administration, it is not easy to correct a 
trend in government that has gained such momentum, 
but it rests on men and women such as you readers, 
who have character and intelligence and qualities of 
leadership, to make your influence felt in the right 
direction. 

As I emphasized before, it is as easy for a nation— 


as for an individual—to surrender to the placid sweet- 
ness of death. 

We must fight for our American Way of Life. But 
dollars and bullets are not enough. If we pin our hopes 
on these alone, we are doomed to fail. We must have 
spiritual rearmament as well. On our people has fallen 
a responsibility, greater than that of any other people; 
you and I, loyal custodians of our precious heritage, 
have our part to perform. 

Let us acknowledge and be grateful for the bless- 
ings of freedom which God has given us. 

Let us, therefore, pray every night for the strength 
and guidance to inspire in others the gratitude, the 
obligations and the responsibilities that we owe to this 
great land of ours for the sake of future generations 
—our boys and girls—our Leaders of Tomorrow. Then, 
and then only, can we say when the candle of life burns 
low, “Thank God I have contributed my best to the 
land that contributed so much to me.” 





Industry news— 
New A-C distributor 


(Continued from page 42) 


eva, Covington, and Escambia 
counties in Alabama. 

Partners in the concern, which 
was established in May, 1953, are 
C..E. Sloop, Jr., president; B. H. 
Daniel, financial officer, and J. E. 
Whitehurst, sales manager. 


Cede interpretations 
reeently issued 


® THE ELECTRICAL Section of the 
National Fire Protection Associa- 
tion through its secretary, Charles 
L. Smith, has issued the following 
interpretation of a section of the 
National Electrical Code. 


Interpretation No. 392 
(Issued June 11, 1953) 


Article 250, Isolated systems (un- 
grounded). 


STATEMENT: In a hazardous loca- 
tion it is proposed that a 120 volt, 
alternating current system be iso- 
lated instead of grounded. The iso- 
lation will be achieved by the use 
of two transformers and an inter- 
mediate circuit. The first trans- 
former steps the voltage down from 
2400 volts to 120 volts. It is pole 
mounted. The second transformer 
is an isolating transformer in the 
premises. It is proposed that the 
intermediate circuit be grounded, 
the interior circuit be insulated 
from ground, and that both trans- 
formers be provided with lightning 
arresters. The intermediate circuit 


46 


is wired with cable having a 
grounded sheath. The interior cir- 
cuit is in conduit and all equipment 
in the building is suitably enclosed 
for the class of hazard involved. 
The interior circuit has a ground 
indicator and there is competent 
supervision over it at all times. 

QUESTION: This system does not 
comply with Section 2514 in that 
the interior circuit is not grounded, 
but is it judged to provide a suit- 
able alternative to grounding as 
given in Section 2501? 


ANSWER: Yes, provided the de- 
gree of the supervision of the 
installation by the user is judged 
satisfactory by the authorities hav- 
ing jurisdiction. 


Interpretation No. 393 
(Issued June 11, 1953) 


Section 2351. Service disconnect 
means. 


QUESTION: Do two fused pull-out 
switches, connected in multiple, 
mounted in a single cabinet, com- 
plying with the constructional re- 
quirements for service equipment, 
and providing two disconnecting 
means for the service, meet the pro- 
visions for Section 2351 and 2371 
of the 1951 Code without an addi- 
tional single main disconnecting 
means? 


ANSWER: Yes. 


Electrical leagues 
meet in California 


THE FAIRMONT HOTEL in San 
Francisco from August 5 through 


August 8, was headquarters for the 
18th Annual Conference of the In- 
ternational Association of Electrical 
Leagues which assembled members 
of the electrical industry from all 
parts of the country. 

Addresses by several outstanding 
members of the industry and panel 
discussions highlighted the three- 
day session. “The Outlook—Power, 
Appliances, Sales Potentials,” was 
the subject of the speech given be- 
fore the first general session of the 
group by G. C. Tenney, president, 
McGraw-Hill Co., of California, San 
Francisco. Mr. Tenney was fol- 
lowed on the program by Kenneth L. 
Hampton, manager, Valley Elec- 
trical Supply Co., of Fresno, Calif., 
who addressed the assembly on “‘Re- 
tailing—Channels, Trends.” 

In the second general session the 
group heard talks by Richard M. 
Oddie, director, Small Business 
Supervisory Service, Bank of Amer- 
ica, San Francisco; W. H. Robinson, 
Jr., advertising and promotion man- 
ager, GE Lamp Division; Robert S. 
Bell, executive vice-president, Pack- 
ard-Bell Co., Los Angeles; and Kent 
P. Stiner, engineering coordinator, 
BullDog Electric Products Co., 
Detroit. 

Programs for the last two days 
centered around a panel discussion 
on league activities, and a general 
one called “What I Want to Know.” 
The panels were composed of league 
members and officers from all over 
the country. 

Several guest speakers from out- 
side the industry spoke before the 
group on related subjects through- 
out the meeting. 
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A Complete Line of 
Fluorescent Fixtures 
and Wiring Products 


New idea in switch 
boxes —reduces 
roughing-in time by 
more than 53%. 


*(Patent Pending 


Always ask for Williams Fluores- 
cent Fixtures and Wiring 
Products for easy installation, 
dependability. Manufactured 
for commerical, industrial and 
residential installation. 


H. E. WILLIAMS PRODUCTS CO. 


112 South Main St., Carthage, Missouri 
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Tracer lamps taped to wrists record how at least 53% less move- 


WARY SWITCH BOX @ 
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Sa eee | NAIL FAST"* SWITCH BOX | 
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ment is required to mount Williams “Nail Fast” switch box com- 


pared with ordinary box. 


NEW BOX SLASHES ROUGH-IN TIME 


“Nail Fast’* Switch Box Proves 
Time Reduced By More than 53% 


The first major improvement in 
switch boxes, since the nail hole idea, 
was announced by the H. E. Williams 
Products Company. The new design, 
called “Nail Fast,” eliminates costly 
on-the-job waste motion. Time stud- 
ies prove “Nail Fast” reduces rough- 
ing-in time by more than 53%. 


“Nail Fast” is an appropriate name 
because 16d nails are pre-assembled 
and locked-in for fast, trouble-free 
mounting. Crimped nail points pre- 
vent nails from falling out, slipping 
or jumping out of place. 


With “Nail Fast” electricians need 
not carry nails or spend costly time 
searching, reaching or fumbling for 
them. Aligning box with stud and 
starting nails becomes a simple, one 
hand operation—without danger of 
smashing fingers. Gloves can be worn 
on cold days to do the roughing-in. 


The H. E. Williams Company has in- 
corporated another major improve- 
ment in “Nail Fast.” Clamp screws 
are locked-in and backed out into 
position. These clamp screws are 
staked—cannot lose out, providing 
another time-saving feature. 


* (Patent Pending) 








AN INVITATION: So you can 
prove to yourself that “Nail Fast”* 
reduces roughing-in time by more 
than 53%, we will send one for 
you to personally inspect and mount. 
No cost, no obligation! Just mail 
your name on your letterhead, today. 
H. E. Williams Products Co. 
112 South Main St., Carthage, Mo. 








Her full 119 pounds suspended 
from “Nail Fast’s” crimped nails, 
Jacqueline Doty proves nails can’t 
fall out. 


Swift, sure mounting without danger 
of smashing fingers. Nails are locked- 
in, cannot slip or jump out. 
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“XDUCT JR.” ELECTRICAL METALLIC TUBING 


FISHING IS EASY WITH 
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They te new on the invide...new on the outcidef 


"XDUCT” RIGID STEEL THREADED CONDUIT 
Here’s what these new conduits mean to you! 


l.casy FISHING — ““\Duet’s”> new aluminum protective coating that adheres positively to the basic 
enamel inside coating (patent applied for) was devel- steel... possesses superior corrosion resisting qualities. 
oped through intensive research in connection with 

important government projects. It provides lubrication | PROTECTION. Sharp, clean threads of 
as friction builds up between conduit wall and wires. “XDuct™ 
The result: Actual fishing tests conducted with five 
other leading brands of conduit prove “XDuct™ is 
66°¢ easier to fish on constant pull —more than twice 
as easy to start as the second best conduit. 


rigid steel conduit are machined hefore 
galvanizing to assure complete protection trom end to 
end. The result: every hill and valley of threads are 
complete ly galy anized, 


y een CORROSION RESISTANCE 4. superior BENDING —High-ductile steel is used 
National Electric's revolutionary new patented elec- to assure easy bending. 

trogalvanizing process electrolytically deposits pure 5 

zinc uniformly over the entire outside surface of e DESIRABLE COLOR XDuet’s” silvery color is 


*X Duct” conduit. including the threads. The result: a highly acceptable for installation in exposed locations. 


EVERYTHING IN WIRING POINTS TO 


National Electric Products 


PITTSBURGH, PA. 














3 Plants * 7 Warehouses + 34 Sales Offices 


LISTED BY UNDERWRITERS’ LABORATORIES, INC. * STOCKED BY LEADING ELECTRICAL WHOLESALERS EVERYWHERE 
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A REAL SALES OPPORTUNITY 
FOR ELECTRICAL JOBBERS IN THE SOUTH 


@ Now you can offer your dealers outstanding prod- 
ucts . . . consumer acceptance has been rapid —sales 
have jumped by leaps-and-bounds. Meier Nu-Air Wall 
and Portable automatic furnaces are beautifully de- 
signed and have the highest quality construction for 


“tops in sales appeal” 


PORTABLE FURNACES FOR 
DIRECTED HEAT 


Fully Adjustable 
Adjustable over wide 
radius so that heat 
may be directed up 
or down at will. 


THERMOSTATIC CONTROLLED 
AUTOMATIC HEAT 


Radiates and 
Circulates 


In addition to the 
radiant heat from 
the bright copper- 
clad reflector the 
Meier Nu-Air unit 
gives even, warm air 
circulation at the 
ideal velocity for 
™“™ = quiet comfort. 

















SPECIAL FEATURES OF MEIER 
AUTOMATIC WALL FURNACES 


Thermostatic Control 
Built-in, sensitive ther- 
mostat automatically 
maintains the desired 
temperature in any 
room. Just set and 
forget it. 

Radiates and 
Circulates 


Even, warm air circu- 


Manufactured by 
MEIER ELECTRIC & MACHINE CO., INC. 
7, INDIANA 


Fomed for Dependability ‘a. 5 eS Throughout the World 


INDIANAPOLIS 


7°: Meier Electric & Machine Co., Inc. 


3527 EAST WASHINGTON STREET 
INDIANAPOLIS 7, INDIANA 


Please send me additional information 
on the Meier Nu-Air portable and wall- 

automatic furnaces, and the avail- 
ability of franchises in my trading area. 


MY NAME: 


lation, at the ideal 
velocity of about 200 
feet per minute, plus 
radiant heating, gives 
gentile, quiet comfort 
without cold drafts. 
Maximum Safety 

An added safety fea- 
ture prevents removal 
of the grille unless the 
switch is in the ‘off’ 
Position. 

Easy to Clean 

The grille is easy to 
remove for complete 
cleaning. Smartly styled 
to eliminate all “dust 
traps”. 


MY COMPANY: 


MY ADDRESS: 





Texas LAEI secretary 
announces retirement 


WITH A 21-year service record as 
secretary of the Texas Chapter of 
the International Association of 
Electrical Inspectors, A. E. Han- 
cock announced his resignation at 
a recent meeting of the George 
Welman, North Louisiana - East 
Texas, Texas, and Texas-Gulf Coast 
chapters in Dallas, Tex. 

Mr. Hancock was elected the first 
secretary of the Texas Chapter, 
and has held office ever since. He 
is also a charter member of the 
Southern Section, IAEI. 


KAEI chapter honors 
secretary for service 


A CHARTER MEMBER of both the 
George Welman Chapter and the 
Southern Section of the IAEI, 
Conrad Forbes, inspector for Un- 
derwriters’ Inc., in 
the New Orleans area, was honored 
recently for his many years of ser- 
vice as secretary-treasurer of the 
chapter. He was presented with an 
inscribed scroll and a fishing 
tackle-box by members of the chap- 
ter. 

The scroll and a 
attached to the box Inter- 
national Electrical 
Inspectors. This certificate is hon- 
orably presented to Conrad Forbes 
in sincere appreciation for the many 
years of service as Secretary of the 
George Welman Chapter, New Or- 
leans, Louisiana, November 25, 
1952.” 

Before joining Underwriters’ 
staff as an inspector, Mr. Forbes 
worked for more than a score of 
years as an electrical inspector un- 
der the late George Welman, who 
was chief electrical engineer for 
the Louisiana Rating and Fire Pre- 
vention Bureau, New Orleans, La. 


Laboratories, 


metal 
read: 
Association of 


plate 


Southern appointments 
made by Federal Products 


ACCORDING to a recent announce- 
ment made by R. M. Fiandt, sales 
manager, the Federal Products Di- 
vision of Federal Malleable Co., has 
appointed five sales representatives 
for their southern territory. The 
new representatives will handle the 
company’s line of portable and wall- 
type jet-convection electric heaters, 
designed for both supplementary 
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U.S.Rubber’s WSSIKQON ceiling panels 
put you in the heating 


What does USKON mean 
to the Electrical Contractor? 


FIRST, it can be quickly and easily 
installed —the panels now can be 
applied in sheet form to existing 
ceilings. No extensive wiring or 
alterations needed. A minimum of 
trouble and time for you. It keeps 
your costs down. 


SECOND, Uskon is a proven seller. 
With Uskon the homeowner knows 
he can heat his house as it grows; 
when he wants to finish expansion 
attic, he merely orders some more 
Uskon panels from you. This is 
truly the heating system that fits 
everybody’s needs and offers you 
repeat business. 


THIRD, Uskon is a product of United 
States Rubber |, eae It has 
been tried and proved for several 
years with complete success in 
homes, apartments, offices, expan- 
sion attics, commercial and indus- 


trial buildings, bathrooms, sun 
porches, game rooms, garages, base- 
ments, motels, summer cottages. 
Uskon has revolutionized electrical 
radiant heating! 
Everybody wants USKON elec- 
trical radiant heating! Architects 
like the freedom of design it 
gives them—no radiators, fur- 
naces, pipes, ducts, and so on. 
Decorators like Uskon for the 
same reason, plus the fact that 
it can be painted over with any 
ordinary flat paint. 


Home Owners prefer Uskon because 
it costs less to install than almost any 
other kind of heating—and because it 
gives quick heat with a switch or 
thermostat. Uskon can be installed in 


usiness 


one room or in all rooms; completely 
eliminates every kind of nuisance found 
in ordinary heating systems. Approved 
by Underwriters’ Laboratories, Inc. 


As an electrical contractor, 
you will find Uskon electrical 
radiant heating to be one of your 
most profitable items. It is made 
by United States Rubber Com- 
pany, a great name known for 
quality products everywhere—a 
name that helps you sell. For 
complete technical data and cost 
information write for Catalog 
M3177, Mechanical Goods Divi- 
sion, United States Rubber 
Company, Rockefeller Center, 
New York 20, N. Y. 


PRODUCT OF UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION— ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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‘that Red Hot 1949 Briegel Combination Indenter and Fitting Deal? It broke all 

en so here we go again! 

‘months only, Au September and October, a Special Package Offer of 200-14” 
s and eh M i 


PLT . 400- 
: 6 Briegel 13” Indenter! 
Stock up today with this Deal that sold out the last time it was offered. 


METHOD 
2) ®e HAIthtl ® 
a scum C0. 


GALVA, *® ILLINOIS 


. Connectors. Free of extra cost in this package will be 
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BULLDOG BUStribution DUCT 


10 feet-or 10,000 


You can use a single standard 10-foot section of 
BullDog Plug-in BUStribution DUCT to do the 
work of a switchboard, or purchase any desired 
length to provide flexible, plug-in power for light- 
ing and other circuits. 








You can add sections without limit. For this duct’s 
absolute flexibility and = salvability enables the 
BullDog Plug-in BUStribution DUCT System to 
grow or change as conditions require. 


With BullDog Plug-in Duct, too, you are assured 
of maximum installation speed and economy, made 
possible by the exclusive BullDog scarf-lap joint. 
Sections clamp together smoothly, quickly, rigidly. 
Bulky, complicated, time-consuming joint fittings 
are eliminated. 


For complete details, write Bul!Dog Electric 
Products Company, Dept. ES83, Detroit 32, 
Michigan; or contact your BullDog Field Engi- 
neer—located in all principal cities, 

C) BEPCO 


BULLDOG 


THOROUGHBRED IN ELECTRICAL EQUIPMENT E L & S T R { Cc Fr Re oO D U C T Ss Cc  @) M - A N y 





CONSULT THE FOLLOWING SOUTHERN REPRESENTATIVES - 


Walker Electrical Company, Inc. Wilson Electrical Equipment & Company Standard Electric Mfg. Co. 
70 Bennett St., N.W., P.O. Box 8, Section D 2930 Commerce Street 101 E. Maple Street 


" 2401 Federal Street 
Atlanta, Georgia Houston, Texas San Antonio, Texas 


Dallas 1, Texas 
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Here's news that will put dol- 
lars in your pocket! A recent 
survey shows-that 20% of 
present homeowners plan to 
eetaalele(-1MelaleMolatale Mol hisalele (1° 
heating systems up to date. 


ya CLEAN, MODERN 


Gavalier® 


= ) AUTOMATIC ELECTRIC 


alslohiciawmelacMle(:te] Miclailaltieliler 
tion in existing construction: 


e Easy and quick to install 
e Require no ducts or vents 


e All wire connections readily 
accessible 


e Deliver 30% more heated air 
through tapered cone 


e Complete line—a style and 
size for every need 


Don't miss out on this big, 
aakedal=h eatalel alate Male] a 4-t20mm Aol) 
can add plenty of EXTRA. . 

PROFITABLE business by selling 


fofalemlaktieliiiate 


CAVALIER AUTOMATIC 
ELECTRIC HEATERS 


YUA TY PROC SINCE 1865 
CAVALIER CORPORATION 
Electric Heater Division 


Chattanooga 2, Tennessee 


WALL INSERT 
2 inches lower for easy 
installation under windows 


SURFACE MOUNTED 
easiest to install — no carpentering 
necessary. 2 inches lower 


PORTABLE ! 
fast, clean heat wherever you need it 


FLOOR FURNACE 
only 13'/,” deep, easier installation 
in houses with low foundations 


ALSO AVAILABLE: 
Non-automatic Bathroom Heater 


EASIEST TO CLEAN! 
WRITE FOR CATALOG 





and primary house heating applica- 
tion. 

Among other eastern 
states, Maryland, Delaware, and 
Washington, D. C., will be covered 
for Federal by James Bond, 560 
Warwick Road, Haddonfield, N. J. 
New representative for Virginia, 
East Tennessee, North Carolina, 
Georgia, Alabama, and Florida is 
H. K. Dewees Co., 654 Hemphili 
Ave., N.W., Atlanta, Ga., and for 
Texas and Oklahoma is The Estes 
Co., 320 Merchandise Mart, Dallas, 
Tex. 

J. J. Fitzpatrick Co., 3047 Alpin 
Terrace, Cincinnati, will handle the 
Federal line in West Virginia and 
Kentucky, and Joseph T. Heyer is 
the new representative in West 
Tennessee, Arkansas, Missouri, and 
Louisiana. His address is 3452 
Northwood Drive, Memphis 11, 
Tenn. 


several 


NAMES IN THE NEWS 


The board of directors of the Vir- 
ginia Electric Power Co., at a recent 
meeting in Richmond, elected two new 
vice-presidents. Tom D. Fulford and 
Walter I. Dolbeare. 

Mr. Fulford, formerly general sales 
manager, was elected as vice-president 
in charge of sales. Mr. Dolbeare, who 
has headed up industrial development 
for the company since the department 
was formed in 1946, was elected as 
vice-president in charge of area de- 
velopment. 

Mr. Fulford joined the VEPCO or- 
ganization in 1926, and Mr. Dolbeare 
has been associated with the organiza- 
tion since 1927. Each of the new vice- 
presidents has held a variety of posi- 
tions in the departments and terri- 
tories of the company. 

e 

Arthur McKinley has been ap- 
pointed general sales manager of 
Keystone Manufacturing Co., accord- 


Arthur McKinley 
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Whiter your Lin lttig Kequirements. 


THERE’S A (hicclcy FIXTURE THAT'S 


RIGHT FOR YOU aid w% JOB! 
On 





























Name your installation — there’s a Wheeler 
Fluorescent Fixture to give you maximum lighting 
efficiency! For 72 years, Wheeler has adhered 
to the standard of manufacturing only quality REFLECTOR COMPANY 
lighting fixtures — engineered for ease of instal- 275 Congress St., Boston 10, Mass. 
lation and proven maintenance savings. | 

Aas) 


For full information on the above units and the Distributed A's 
complete Wheeler line of fixtures, write Wheeler Exclusively 
Reflector Co., 275 Congress St., Boston 10, Mass. 


through 
Electrical 
Wholesalers 


REPRESENTATIVES IN PRINCIPAL CITIES 
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SAVES BOTH CIRCUIT AND CUSTOMER 
(FOR 120/208 VOLT AC OR 125/250 VOLT DC NETWORKS) 


POSITIVE PROTECTION AGAINST SUPERCURRENTS 


Low voltage AC and DC networks give large utilities and their customers greater 
continuity of service and easy expansion of their systems. The only drawback to 
this type of network is the constant threat of danger from heavy short-circuit or 
fault currents. Shawmut’s new FORM 208 Amp-trap eliminates this danger from 
these circuits. On actual test, its amazingly fast ‘‘chop-off” stops a short-circuit 
even before it reaches the peak of its first 4 cycle — even if the available peak current 
could reach 560,000 Amps! It anticipates and prevents the destructive build-up 
of heavy fault currents so dangerous to office buildings, stores, hospitals, theatres, 
schools, etc. FORM 208 saves both circuit and customers. 


USES & SPECIFICATIONS 
Amp-trap FORM 208 is made for Entrance Switch Service, Underground Nei- 
work Conductors, Distribution & Panelboards and other applications. It is built 
in Ampere ratings of 1000, 1200, 1600, 2000, 2500, 3000, 4000 and 5000 for En- 
trance Switch Service and for cable sizes from 4/0 to 1000 MCM. It runs “‘cool’”’ 
and carries 100% of its rating with temperature rises less than those reeommended 
in the Underwriters’ Laboratories Standards for Fuses. The watt (power) loss is 
eapoven lower than for any other over-current protective device. Hence it may safely 
installed in vaults and steel enclosures and subjected to long continued loads. 


LOW IN COST — EASY TO INSTALL 
FORM 208 yy ste 5 clear fault currents long before 
they can burn or wreck bus bars and switch gear. Yet they | 


| 

} 208 
are small in size, low in cost and easy to apply. They have WITH 

| 


TUBULAR TERMINALS 
a variety of mountings for flat, bus or tubular connectors. 
Adapters can be supplied for switch cubicles now equipped 
with copper or aluminum alloy links. FORM 208 is the 
“little brother” of the famous FORM 600 Amp-trap which 
has long been used so successfully on 600 volt circuits. | 
Write today and find out about FORM 208 at once. l 


Copyright 1953 The Chase-Shawmut Co. 
eh ais. 208 AMP-TRAP — “Sunde ~# Jhe Srl 

on THE CHASE-SHAWMUT co. 
Ppa 382 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 
- —_— eee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 


Aepirsp Tronic) ~88~ c.qer 


Bcc 6@ 


= 
Trionet ove @-T rn FUSE WIRE 





ing to an announcement by Herman 
Brodsky, president of the Center Line, 
Michigan manufacturer of electrical 
installation equipment. 

Mr. McKinley’s appointment was 
dictated by expanding company facil- 
ities and continual growth of sales 
volume necessitating home-office su- 
pervision of Keystone’s more than 
twenty national sales territories cov 
ered by representatives who service 
electrical wholesale houses across the 
nation, Mr. Brodsky added. Mr. Mc 
Kinley was formerly associated with 
McKinley-Mockenhaupt, Chicago man 
ufacturer of electrical construction 
equipment and manufacturer's repre 
sentative for allied products. He will 
maintain headquarters at the com 
pany’s general offices, located at 23328 
Sherwood Avenue, Centerline, Mich. 

& 

Edward A. Campbell of New York 
City, has been appointed manager of 
the Better Light Better Sight Bureau 
succeeding John H. Ronayne, it was 
announced by S. L. Drumm. Bureau 
chairman. 

Before joining the Bureau, Mr. 
Campbell was associated with Cald 
well-Clements, as managing editor of 
Television Retailing magazine. 


Herbert N. Eaton, recently retired 
as chief of the Hydraulics Section of 
the National Bureau of Standards, 
Washington, D. C., has been retained 
as a technical consultant to the Re 
search Committee for the Bitumin 
ized-Fibre Pipe Industry, representing 
Orangeburg Manufacturing Co., Inc., 
Orangeburg, N. Y.; Brown Co., Berlin, 
N. H.; and Line Material Co., Milwau- 
kee, Wis. 

Mr. Eaton’s headquarters will be in 
Chevy Chase, Md. 

* 

Moloney Electrie Co., has anounced 
the promotion of James A. Johnson 
from the advertising staff to feld rep 
resentative with headquarters in Dal 
las, Tex. 

Mr. Johnson has been in the com 
pany’s advertising department for the 
past four years. He worked for the 
Navy during World War II as an elec 
trical engineer designing and testing 


/ 


L/ 


James A. Johnson 
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Victor No. 9 Pintypes under- 
ing routine electrical flash- 
ver, visual inspection, and 
nal check for pinhole thread 





PINTYPE INSULATORS 


* 1. ROUTINE ELECTRICAL FLASHOVER 


Every Victor pintype undergoes a routine electrical flash- 
over test before shipment to insure trouble-free service. 


2. ACCURATE PINHOLE ley Mean, fe] 


Every lot of Victor Pintypes must be able“ to pass the 
standard NEMA test for pinhole thread accuracy. 


3. CAREFUL VISUAL INSPECTION 
The finished insulator is thoroughly inspected for general 
appearance with special attention to smoothness of con- 
ductor and tie-wire grooves. 


These tests assure almost unheard-of uniformity of service . 
a NO. 9 unequalled ease of installation of pintypes. These features; 
LOW VOLTAGE te 
PINTYPE “coupled with the greater Hardness, strength and resistance to | 
e _ impact of Victor Purified Porcelain, make Wietor Pintypes the 
‘power man’s best buy. 









FREE BOOKLET 
gives you the full 
story on how Vic- 
tor Insulators are 
made— how and 
why Purified 
Porcelain was de- 
veloped. Write 
us for your copy. 


é 





VICTOR INSULATORS, INC., VICTOR, N. Y. 





Low and High Voltage Pintypes + Suspensions * Guy Strains + Spools » Switch and Bus Insulators + Custom Designed Porcelain 














MASONRY ANCHORING DEVICES 
for maximum 


holding p power 


Arro anchoring devices are designed to give you 
MAXIMUM HOLDING POWER... year in and year 
out. When you think of anchors, think of Arro! 


ARROFIUTE CARBIDE MASONRY DRILL 
Ups insn iain a 
a — MASAEPOIS}e12) aye yerys | 
LAG SCREW EXPANSION SHIELD TWO WING 
SPRING-TYPE 


— tT TOGGLE BOLT 
a ! rif 


A-C-E EXPANSION SHIELD d » 

os SPRING HEAD 
ae) STEEL TOGGLE BOLT 
DOUBLE EXPANSION SHIELD fo 
- - 


mg RIVETED HEAD 
Sat ' " — TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 
MACHINE SCREW ANCHOR FOUR-POINT HAND STAR DRILL 


, THREE-POINT DRILL POINT 


STUD BOLT ANCHOR > 


FOUR-POINT DRILL POINT 


Se > 


LEAD SCREW ANCHOR TWIST DRILL POINT 


RUBBERGRIP 


MAL-LEAD BOLT ANCHOR a eee Pee 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 
1520 Boone Ave., MARION, OHIO 
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electrical installations for ship pro- 
tection against magnetic mines and 
subsequently headed the electrical de- 
partment of the Norfolk Shipbuilding 
and Dry Dock Co.’s Berkley, Va. 


a 

Several announcements concerning 
personnel have recently been made by 
S and C Electric Co., Chicago, manu- 
facturers of high voltage circuit in- 
terruption equipment and devices. 

John S. Ferguson, formerly in 
charge of switchgear design and de- 
velopment, has been promoted to the 
position of administrative engineer. 
He joined the company in 1951. Mr. 
Ferguson will supervise the engineer- 
ing of metalclad and open type switch- 
gear and have responsibility for in- 
spection and modifications. 

Two new members have been added 
to the company’s sales staff. They 
are Jack B. Castle, who has been 
named an application engineer, and 
Donald R. Franzmann. 

Mr. Franzmann, who will also serve 
as an application engineer, was for- 
merly a district engineer with North- 
ern States Power Co. Mr. Castle was 
a sales development engineer in the 
electrical section of ALCOA. 

John J. Mikos has been appointed 
to the newly-created post of chief de- 
sign engineer and will be in charge of 
design and final engineering of all new 
products. Mr. Mikos was formerly 
with Westinghouse. 

New chief development engineer for 
the company is Charles H. Baker. 
For the past 17 years he has been in 
the S and C engineering section. 


James H. Patton has been elected 
vice-president and sales manager of 
Sangamo Electric Co., of Springfield, 
Ill. 

Mr. Patton has served as sales man- 
ager for the firm’s Utilities and In- 


J. H. Patton 


dustrial Division since 1945. He joined 
the firm on a part time basis as a 
student in 1918, and three years later 
became a full time employee. 

* 

T. C. Wescott, president of Ebasco 
Services, Inc., has announced the ap- 
pointment of E. K. Wilkins as general 
construction manager of the engineer- 
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THE MAKERS OF THE WORLD-FAMOUS AMPROBE NOW BRING YOU THE 


NEW 
AMPROBE 
JUNIOR 


VOLT-AMP TESTER 


85 


INCLUDING 
TEST LEADS ACTUAL 
SIZE 


IF YOUR JOB CALLS FOR 
A MULTI-RANGE AMPROBE: 


One pocket tester does the complete job 
=" a | 


AMPROBE ‘'300" 
0-6/15/30/60/150/300 
AMPS AC. 
0-150/300/600 VOLTS AC. 
5 ‘ : $49.50 COMPLETE WITH 
IT’S A VOLTAGE METER LEATHER CASE AND 
Measures current instantly with- Measures voltage quickly, accu- — VOLTAGE TEST LEADS. 
out shutdowns or breaking of in- rately on a full-sized calibrated 
sulation forammeter connections. scale; eliminates guesswork. 
Gives you tester ruggedness with instrument accuracy (within + 3% of full scale) 


PICK THE RANGE THAT FITS THE JOB: AMPROBE “600” 


MODEL “10”: 0- 10 AMPS A-C 0-125/250 VOLTS A-C “ 0-15/30/60/150/300/600 
MODEL "25": O- 25 AMPS A-C 0-125/250 VOLTS A-C , AMPS AC 

MODEL "50": 0- 50 AMPS A-C 0-125/250 VOLTS A-C ; 0-150/300/600 VOLTS AC. 
MODEL '100": 0-100 AMPS A-C 0-125/250 VOLTS A-C $59.50 COMPLETE 


is “ 


Now every service man can be equipped with this time-saving pocket tool. <> | AMPROBE “1200” 

The Amprobe Junior pays for itself the first month alone by taking the guess- 0-15/60/150/300/600/ 

work out of installation and servicing jobs. When you ‘‘Amprobe”’ it, you get 1200 AMPS AC 

it right the first time and eliminate costly call-backs. Write today for Catalog 0-150/ 300/600 VOLTS AC. 
. : $67.50 COMPLETE 

No. 132. Pyramid Instrument Corporation, Lynbrook, New York (Export 

Division: 458 Broadway, New York 13. Cable: Morhanex). ES 83 
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YOU SEE 
THE CANVAS 


when you buy - 
INSULATED BUSHINGS 
SIZES 1'/,"- 6" 


UNION INSULATED 
CONDUIT END BUSHINGS 


Wade “Jough to stand 

hand seruice 
Experience proves that conduit wiring jobs 
using conductors of No. 4 or 


larger require insulated bushings 
of maximum strength. 


Union's Canvas Impregnated 
Insulated Bushings are molded 
in generous proportions of the 
highest strength Bakelite. 


The canvas cloth evident on the 

surface is your guarantee of 

moximum strength. Insist on bush- 

ings with the “canvas” in full view 
and insure the most 
trouble-free, safe 
wiring jobs. 


ite Bibi a val, ice eed 
PARKERSBURG, W. VA. 





ing, construction and business consult- 
ing firm. In his new capacity, Mr. 
Wilkins will supervise all Ebasco con- 
struction activities. He joined the 
company in 1922 

me 

Eight men have been named to key 
industry sales posts in the General 
Electric Company’s Apparatus Sales 
Division, according to a recent an- 
nouncement by K. H. Runkle, manager 
of industry sales. 

They are: O. B. Falls, Jr., manager 
of electric utility sales; T. F. Mackey, 
manager of heavy industries sales; 
K. R. Ross, manager of medium in- 
dustries sales; W. V. Gough, manager 
of light industries sales; H. R. Wall- 
rath, manager of contractor and con- 
struction industries sales; A. H. Hem- 
ker, manager of farm, trade, and 
services industries sales; H. D. Beale, 
manager of industry products main- 
tenance; and F. W. McChesney, man- 
ager of industry sales procedures. 

All will be located at division head- 
quarters in Schenectady, N. Y. 

* 

Directors of the Rome Cable Corpo- 
ration have created the new position 
of executive vice-president of he com- 
pany, and have appointed John H. 
Dyett to that position. 

At the same time the directors 
named Gerard A. Weiss to the posi- 
tion of secretary, succeeding Mr. 
Dyett in that office. 

Mr. Dyett has been a director of 
the Rome Cable Corporation since 
1936, and has served as vice-president, 
secretary, and assistant treasurer. 

Mr. Weiss joined the Rome Cable 
Corporation in 1950, and headed the 
firm’s legal department. He also 
served as assistant secretary of the 
corporation. He formerly was an at- 
torney in Tarrytown, N. Y. 

& 

Hamilton Corey has been appointed 
district sales manager at Atlanta for 
the Graybar Electric Co., W. E. Hen- 
ges, president, has announced. 

G. Fields, Southeastern District 
manager, has announced the appoint- 
ment of A. A. Wilson as manager at 
Charlotte, replacing Mr. Corey, and 
H. S. Corey, Jr., as manager at Ashe- 
ville to succeed Mr Wilson. 

Hamilton Corey joined 
ployee-owned company in 1922, and 
held several positions before being 
named manager of the Charlotte office. 
Mr. Wilson joined the company in 
1929, and became Asheville manager 
in 1951. Since 1951. H. S. Corey, Jr., 
brother of Hamilton Corey, has been 
manager of Outside Construction 
Sales, Richmond. 


@ 

H. E. Reeder, president of the Lima 
Electric Motor Co., Lima, Ohio, has 
announced the appointment of Thomas 
F. Sears, of Bellaire, Tex., as factory 
motor distributor servicing manufac- 
turers in Texas and Louisiana for the 
line of 1/3 to 150 hp industrial motors, 


the em- 
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Thomas F. Sears 


% to 15 hp gearshift drives for both 
the original equipment and replace- 
ment markets. 

7 

The appointment of Arnold Jensen 
as manager of General Electric’s con- 
duit standard lines sales, has been 
announced by R. B. Elmendorf, mar- 
keting manager of the company’s 
Construction Materials Conduit De- 
partment. 

Mr. Jensen joined the General Elec- 
tric Company in 1935. Since that 
time, with the exception of three 
years in the Navy during World Wai 
II and a second tour of duty from 
1950 to 1952, he has been with the 
Construction Materials Division. 

Previous to his present appoint 
ment, Mr. Jensen was district repre- 
sentative in the Philadelphia area. His 
new office will be at division head- 
quarters in Bridgeport. 

os 


Elmer W. Rasmussen has been ap- 
pointed representative for the State 
of Florida, east of and including the 
counties of Leon and Wakulla for the 
Federal Corp., New York, manufac- 
turers of industrial trolley busway 
electrification systems. He succeeds 
F. C. Picker, who has retired because 
of ill health. 

New offices are located in the 
Court Square Building, 605 Court 
Street, Clearwater, Florida. 

* 


R. L. Dunten has been appointed 
commercial manager of Central Power 
and Light Co., of Corpus Christi, 
Texas. 

Mr. Dunten, an industrial engineer, 
has been a member of the C!'l. Com- 
mercial Department since 1949, and 
has a service record of 20 years in 
the electric industry. His last pre- 
vious assignment with CPL was as 
assistant director of industrial de- 
velopment. 

A. R. Kennedy, 
cial manager, 


formerly commer- 
has transferred to Cen- 
tral Power and Light Company’s En- 
gineering Department as superinten- 
dent of the Land and Right-of-Way 
Division. This is a new post, and Mr. 
Kennedy will have charge of securing 
rights-of-way, and pur- 
chases of 27-year 


easements 


sites. He has a 


1953 









Unscheduled but dramatic proof of Killark’s rugged durability 
and safety-plus design came out of the ruins pictured above. 

Both explosive gases and fire joined forces to produce this plant- 
wide destruction—bricks were literally evaporated under the heat, 
beams were twisted into grotesque shapes, large tanks were hurled 
to distant points. 


In the very center of this broad devastation was the Killark fixture 
shown here in the unretouched photo! Excluding the sheet metal 
reflector, of course, the body of the fixture itself came through 
undamaged—in still-usable condition. The gaskets and the seal-of 


ELECTRIC MANUFACTURING COMPANY 
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section were still intact, the globe was in pertect condition—there 
was no invasion of fire into the conduit 

A more severe test for any fixture would be hard to imagine—yet 
this is the kind of day-in-day-out protection built into every Killark 
Explosion-Proof Fixture. 

Less spectacular perhaps, but just as important to long-life in- 
stallations, are these other Killark advantages: rust and corrosion 
proof Alumalloy construction; smooth attractive finish; light in weight 
but strong in service; always safe and non-sparking, yet cost no 
more than ordinary iron fittings 


“KILLARK—a Fitting Name to Remember” 





service record with the company. 

O. W. Jones, director of industrial 
development in Central Power and 
Light Company’s Commercial Depart- 
ment, was given a dinner to commem- 
orate his 27 years of service with the 
company prior to his resignation on 
June 30. Mr. Jones was a power sales 
engineer and commercial manager be- 
fore becoming director of industrial 
development in 1949. He is a past 
president of the Petroleum Electric 
Power Association. 


D. E. Inman, veteran executive of 
the Westinghouse Electric Corp., has 
been appointed engineering manager 
of general industrial products. 

Mr. Inman comes to his new as- 
signment from the Westinghouse Chi- 
cago office where he had been district 
engineering and service manager for 
the company’s Northwestern District 
since July, 1949. In his new position, 
he will exercise staff supervision and 
coordinate the engineering activities 
of the general industrial products di- 

- visions. 
2 


The Sunbeam Lighting Co., Los An- 
geles, manufacturers of fluorescent 
and incandescent lighting equipment 
for commercial and industrial installa- 
tions, announces the appointment of 


Joseph L. Noveski 


Joseph L. Noveski as national sales 
manager. 

Mr. Noveski has a_ broad _ back- 
ground in the electrical supply and 
lighting equipment field. He was last 
associated with General Electric Sup- 
ply Co. 


Appointment of Frank X. Chas- 
saing, 3401 LaBranch, Houston, Texas, 
as sales representative for the Solar 
Light Manufacturing Co., in the state 
of Texas, was announced today by 
Herman M. Lazerson, vice-president 
of the Chicago manufacturer of fluor- 

escent and incandescent fixtures. 


Mr. Chassaing has been active in 
the lighting industry since 1903. He 
has« worked for the Woods Electric 
Company of Houston for 10 years 
and also for the Southern Electric 
Supply Company of Houston for the 
past 17 years. He was vice-president 
in charge of the lighting division for 
Southern Electric. 

& 

Donald Reiman has been appointed 
Southern District manager of the 
Rhode Island Insulated Wire Co., with 
offices at 1000 Peachtree St., Atlanta, 
it has been announced by Alan B. 
Anixter, vice-president in charge of 
sales. 


Donald Reiman 





WAYS ; 
BETTER! 


PLYMOUTH 


Manutacturers of SLIPKNOT — The World's Largest Selling Friction Tape 
CANTON, MASSACHUSETTS 


Tougher ! 


Faster! 


Sold only 
Through Recognized 
Wholesalers 


Neater! 


3 aw 


RUBBER COMPANY, INC. A 
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fluorescent luminaires 


with upward component and low ¢oSf efficiency 


MITCHELL engineering achieves remarkable standards of abundant, glare-free 
illumination in these new Commercial Luminaires. Important lighting 
advantages are achieved by the substantial upward component which provides 
a ‘‘general diffuse” lighting effect. The superior louver design delivers properly 
shielded illumination to the working area. Smooth styling, unusually low 
maintenance factor and surprisingly low cost make these new MITCHELL 
Luminaires outstanding values in commercial fluorescent lighting. 


the “LODESTAR” luminaires 


with translucent plastic sides 
4-FOOT MODELS: Avcilcbie in 2 of 4 


jfemp luminaires, choice of 49-watt medium 
| bi-pin, 40-watt Instant-Start, 40-watt Rapid 
Start, 38-watt Slimline 


8-FOOT MODELS: Avcilable in 2 lamp 
75-watt Slimline; 4 lamp or 8 lamp 75-watt 
Slimline, 40-watt medium bi-pin, 40-watt 
Instant-Start, 40-wott Rapid-Start or 38-waott 
Slimline. 





the “ECONOMY” luminaires 


with metal sides 
4-FOOT MODELS: Available in 2 or 4 


lamp luminaires, choice of 40-watt medium 
bi-pin, 40-watt Instant-Start, 40-watt Rapid- 
Start, 38-watt Slimline. 

8-FOOT MODELS: Available in 2 lamp 
75-watt Slimline; 4 lamp or 8 lamp 75-watt 
Slimline, 40-watt medium bi-pin, 40-watt 
Instant-Start, 40-watt Rapid-Start or 38-watt 
Slimline. 


and maintenance advantages 
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These luminaires are of the 
“General Diffuse" type; approxi’ 
mately haif the light goes up to be 
reflected from ceiling and upper 
walls to provide comfortable, 
glare-free, uniform lighting. 


New Rapid-Start units offer an 
unusuol advantage: “No starters 
to replace.” Installation of Rapid- 
Start luminaires slashes mainte- 
nance cost by eliminating starter 
replacement expense. 


Two jack chains suspend entire 
louver and V-spine assembly fron: 
fixture body, making relamping 
easy and substantially reducing 
maintenance costs. Thisconvenience 
feature saves time and money. 


Sturdy, concealed spring-loaded 
louver latch instantly releases or 
engages all-steel louver by snap- 
in action. Releases with slight pres- 
sure of fingers. Simplifies relamp- 
ing and maintenance. 


where quality counts— 
SPECIFY MITCHELL 


The superbly engineered MITCHELL “‘Lodestar’’ and 
‘‘Economy”’ luminaires are built to the most exact- 
ing standards for easy time-saving installation, for 
low-cost maintenance, for dependable long-life per- 
formance. Where quality with sensible initial cost 
are important considerations—be sure—specify 
MITCHELL. For complete specifications covering 
these new luminaires, ask for Bulletins 707 and 708. 


Mitchell Manufacturing Company, Dept. 8-H 
2525 N. Clybourn Ave., Chicago 14, Illinois 


Send full data on MITCHELL 
“Lodestar” and “Economy” Luminaires. 


MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave., Chicago 14, Illinois 
in Canada: Mitchell Mfg. Co., Ltd.,19 Waterman Ave., Toronto 
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ALL IN THE 


culsdccee FAMILY 





OF QUALITY PRODUCTS 


for the electrical south 








HOME OF THE SOUTH’S 
FIRST INSULATING MACHINE 


We are proud that the South’s 
first and only continuous vulcaniz- 
ing insulating machine is in our 
modern plant. 


Southwire compounding is an- 
other exclusive. To assure top qual- 
ity and complete process control, 
we produce our own Southwire 
Neoprene compound from raw 
Neoprene supplied by DuPont. 


A complete, modern testing 
laboratory assures the finest quality 
always in Southwire products. 





Look to SOUTHWIRE for a// your needs in meeting the 
wire requirements for the Electrical South. 

in our modern, centrally located plant, we are now 
producing a complete variety and range of products. 
Only at SOUTHWIRE can you get them all. 


QUALITY FIRST 
SOUTHWIRE is building its reputation by furnishing 
the finest quality products possible — made by skilled, 


experienced craftsmen on the latest-type equipment. 
Naturally they meet ASTM specifications. 


We'll be most happy to tell you about the complete 
SOUTEWIRE line at your conven.ence. 


Write, wire or telephone 


Mpany 


CARROLLTON, GEORGIA 
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Dates Ahead 


International Association of 
Electrical Leagues, 18th An- 
nual Conference, Fairmont Ho- 
tel, San Francisco, Calif., Aug. 
5-8, 1953. 

International Association of 
Electrical Inspectors, [AEI Sil- 
ver Jubilee Meeting, joint meet- 
ing of Eastern, Southern, West- 
ern, Northwestern, and South- 
western Sections, Edgewater 
Beach Hotel, Chicago, IIl., Sept. 
21-26, 1953. 

American Institute of 
trical Engineers, Middle East- 
ern District Meeting, Daniel 
Boone Hotel, Charleston, W. 
Va., Sept. 29-Oct. 1, 1953. 


Second National Electrical In- 
dustries Show, 69th Regiment 
Armory, New York City, Sept. 
29-Oct. 2, 1953. 

Southeastern Electric Ex- 
change, Engineering and Oper- 
ation Section, Fall Conference, 
Carolina Inn, Pinehurst, N. C., 
Oct. 1-2, 1953. 

American Institute of Electri- 
cal Engineers, Conference on 
the Application of Motors to 
Air Moving Equipment and 
Symposium on Induction Motors, 
Hotel Van Orman, Ft. Wayne, 
Ind., Oct. 6-8, 1953. 

National Association of Cor- 
rosion Engineers, South Central 
Region Annual Meeting, Mayo 
Hotel, Tulsa, Okla., 
dates) October 7-! 


ine’, 


Elec- 


(tentative 
1953. 





Southeastern Electric Ex- 
change, Accounting Conference, 
Battery Park Hotel, Asheville, 
N. C., Oct. 15-16, 1953. 

American Institute of 
trical Engineers, Fall 
Meeting Muehlebach 
Kansas City, Mo., 
1953. 

Southeastern Electric 
change, Public and Employee 
Information, Fall Conference, 
Atlanta Biltmore Hotel, Atlanta. 
Ga., Nov. 19, 1953. 


Elec- 
General 

Hotel, 
Nov. 2-6, 


Ex- 


Southeastern’ Electric Ex- 
change, General Sales Confer- 
ence, Atlanta Biltmore Hotel, 
Atlanta, Ga., Nov. 19, 20, and 
21, 1953. 

Southeastern Electrical Whole- 
salers Association ‘Industry 
Day” Meeting, Atlanta Biltmore 
Hotel, Atlanta, Ga., Jan. 14-15, 
1954. M. L. Tice, Managing Di- 
rector, 421 Rhodes Bldg., Atlan- 
ta 3, Ga. 


Two 


of the MOST 


PRACTICAL FANS 








BELTED 
VENT SEI 








Here's a 


Vent 


you 


Belted 


efhcient 


Bufttalo Set is 


quiet 


This 


just the need 


fan 


for those theatre, restaurant and 


garage 
Fasy to 


store, 


jobs. It's light and compact 


mount on any solid frame 


work. indoors or out. Those sheaves 


can be changed in a few minutes, 


anv time you want more or less ca 


pacity. See the adjusting motor 


shelf for belt takeup 


casy 
Same dynamic 


balance in its rotor that makes the 


biggest Buffalo 
Better 


Fans so vibration 
Bulletin 3720 


" ' 
this customer pleaser 


less write for 


for details on 


The New “Diamond Jubilee” NV-BREEZO 


fan you can install easily and 


get high-capacity, high-efhiciency perform- 
ance either on free air delivery or against 


74 
shaped 4-bladed wheel is 


"to 2” system pressure! Its specially 


the result of 


matiy years of developments by “Buffalo” 


engineers 
propeller 
blades 


in 


flow and 
sturdy, its 
steel 
in the 


axial 
Extremely 
die-formed of #16 ga 


working on 
fans. 
are 
the smallest sizes and #12 ga 


The die-stamped panels are 
The 
port, of strong, welded wire, is 
Note the 


appearance 8 © 


largest 


also heavy-gauge motor sup 
also 
neat, 
24° 
air, 


PODAY 


4865. Here's 


a motor side guard 
attractive 
for continuous removal of 
steam, heat, fumes. WRIT} 
FOR NEW BULLETIN 


a “natural” profit item! 


SIL eS, 


First For 
Fons 


BUFFALO FORGE COMPANY 


210 MORTIMER ST. 


BUFFALO, NEW YORK 


Southern Safety Conference 
and Exposition, Kentucky Hotel, 
Louisville, Ky., March 7, 8, and 
9, 1954. 


PUBLISHERS OF “FAN ENGINEERING’ HANDBOOK 
Canadian Blower & Forge Co., Ltd, Kitchener, Ont 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “L’ BREEZO FANS he 352 4e ee 
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atrobhe provpucts 
FLOOR BOXES « WIRING SPECIALTIES 


Py’ Latrobe” Floor Boxes and Wiring Specialties are 
designed for quick, easy installation and superior 

Biperformance. Stripped of frills and complex as- 
sembly, "Latrobe" Products do their job smoothly 
and economically. 


Pipe or Conduit 
Hanger 
The most economical and 


best pipe hanger sold 
today—rust-proof. 
Adjustable Watertight For hanging pipe '/,"' to 
Floor Boxes 1/2" thick to steel beams 
. . ¥,"' thick 
All adjustable boxes are now equip- ” ‘hi 
ped with a positive bond which 
make them completely fire-proof. 


Represented in the South by 
FULWILER & CHAPMAN, INC. LEIGH A. DOXSEE CO. 
102 Whitehall! St., S.W. Atlanta } 4030 Chouteau Av rt. | 
213 S. Front § ew Orleans 12 FRED H. SIMMER CO. 
445 Englist oreenst nN. & 1406 S. Akard St., Dalla 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 





t the best there is—from a 
tton to a complex 

For more than 77 
lied home and 


You wan 
simple push bu 
signal system. 
years Faraday has supp 
industry with the finest electrical 
equipment. Consult your electrica 
wholesaler for details on the 


complete Faraday line. 
UNI-PACT BELL 
#2000 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI] FARADAY ING. aveian, micu. 


BELLS - BUZZERS - HORNS - CHIMES - VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 





NEW PRODUCT NEWS 


Fluorescent fixture 


A NEW FLUORESCENT fixture design 
has been placed on the market by 
Gibson Manufacturing Co., Atlanta, 
Ga., called Holo-77. It is designed to 


be a completely integrated unit incor- 
porating five basic design features, 
each a new concept of fixture engi- 
neering. 

The channel which is used to carry 
the fixtures is known as the Uni- 
Race and is designed to permanently 
align the fixtures. Mounting opera- 
tion consists of handling only the 
light-weight Uni-Race. 

The Holo-77 lighting unit is pre- 
wired to a terminal block connector. 
Positive, solderless connection can be 


-— = 


- @ 
ee * 


. 
Wy 


made from fixture to Uni-Race and 
from fixture to fixture in as little as 
32 seconds. 

Multiple knockouts inv the | ni-Race 
will receive practically all commercial 
dual stem sets. 

Heart of the fixture is a rugged “V” 
type girder capable of supporting more 
than 40 pounds at center without per- 
ceptible deflection in eight feet. Each 
part of the unit is securely !ocked to 
its adjoining unit. 


+ 
Clamp-type Utilite 


A NEW clamp type Utilite is now 
being produced by the Steber Manu- 
facturing Co., Broadview, Illinois. 

This handy fixture accommodates 
PAR-38 and R-40 spot and flood 
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lamps, sun, heat and photoflood lamps 
and is identified as Catalog Number 
13. A sturdy plated spring clamp 

ikes it possible to attach the unit 

chair, desk, pipe or any convenient 
spot. Jaws of clamp are rubbeo 
covered to prevent marring fine sur- 
faces. Porcelain lamp socket is 
securely mounted in a drawn steel 
housing and is completely wired with 
six-foot attachment cord. 

The lampholder is adjustable to any 
position. Descriptive bulletin is avail- 
able upon request. 


* 
Deodorizing lamp 


A NEW HIGH ozone producing De- 
odorizing lamp that consumes only 4 
watts yet emits considerable ultra 
violet radiation is now available from 
the Lighting Division, of Sylvania 
Electric Products Inc. 

The greater efficiency of this lamp 
is due to the use for the first time 
of a Sylvania designed bimetal switch. 
This new switch, by automatically 
opening once the lamp has started, 
makes it possible to send more energy 
through the are thus producing 
greater ultra violet radiation. 

These lamps require no starters but 
operate off small choke ballasts. Sev- 
eral manufacturers supply ballasts 
for single lamp or for 2, 3, or 4 
lamps in series on a 110-125 volt a-c 
line. Another method of ballasting 
this new lamp is by using it in series 
with a 40-watt incandescent lamp. 
Fixtures in which these lamps must 
be used are made by a large number 
of manufacturers. 


& 
Meter. socket 


INCREASED Wiring space is featured 
in a new design in Die Cast Watthou 
Meter Socket, announced by the 
Square D Co., 6060 Rivard St., De- 
troit 11. This die cast socket, result 
of field surveys directed at a large 
number of utilities and contractors, 
conforms with EEI and NEMA 
standards as well as Government 
Standards QQA 591. 

External hubs for the weatherproof, 
watertight die cast socket allow in- 
creased working area for wiring. No 


special tools are vequired to reverse 
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Distinguished 


Service 


That's what we are striving to accomplish 
for our distributors. 


That's what our manufacturers have accomplished 
in the quality production of their materials. 





These are our distinguished manufacturers: 


Trade-Mark 
AMPLEX CORPORATION, Brooklyn, N. Y AMPLEX 
COMMERCIAL ENCL. FUSE CO., Guttenberg, N. J. CEFCO 
CONDUIT PIPE PROD. CO., Columbus, O CPP 
DURA FLUORESCENT STARTERS, Newark, N. J. DURA 
ELLIOTT ELEC. PROD. CO., New York, N. Y EE 
MERIT ELECTRIC MFG. CO., Provicence, R. | MERIT 
NEWART MFG. CO.., Cleveland, O NEWART 
RAYLITE ELEC. CORP., Bronx, N. Y PARAMOUNT 
STAR “A” ELEC. MFG. CO., Brooklyn, N. Y STAR “A 


TEAL CORPORATION, Irvington, N. | TEAL-LITE 


ALL LINES ARE SOLD THRU WHOLESALERS ONLY 


it’s good business to do business with wholesalers 


JULES J. DREYFUSS’ SONS 


MEMBER 


ELECTRICAL FACTORY AGENTS wean 


~~ 
1361 N. W. 23rd STREET J 
PLEASE ADDRESS MAIL TO: | <} 
P.O. BOX 187, ALLAP. STA. 
MIAMI, 42, FLORIDA 
PHONE 2-6736 \ 


WE MAINTAIN STOCKS OF ELECTRICAL DEVICES IN OUR WAREHOUSES 


324 PETERS ST., S. W. 
ATLANTA 3, GEORGIA 
MAIN 6886 


MEMBER: Southeastern Elec. Mfr. Rep. Club, Atlanta 
Electrical Associates Club of New York 
Manufacturers Agents National Association 








nian 











90% EFFICIENCY 
ONE MAN LOUVER INSTALLATION 
EXCLUSIVE “VIBRA-LOCK" END SECTION 
CONFORMS WITH A.S.A. REQUIREMENTS 
SIMPLE LOW COST MAINTENANCE 
AVAILABLE IN 3 CUTOFFS 
35° - 25°, 35° - 45°, 45° - 45 
@ FLUORESCENT OR SLIMLINE, 4, 6, 8 FOOT UNITS 


a célorful NEW CATALOG SHEET with complete 
information about the ‘'N'' Series. Write for yours today. 


EASTERN FIXTURE COMPANY 
170 VERNON STREET - BOSTON 20, MASS. 
S. L. BAGBY CO. FRANK E. KEENER 

822 West Morehead St. 169 Feld Ave. 
Charlotte, N.C. Decatur, Ga. 














DONGAN 
"PM" TYPE 
CONTROL 
TRANSFORMERS 


ges on magnetic starters, breakers, cabinets, 
etc., for outside mounting where lower than line 
voltage is desired. Equipped with nipple and lock- 
nut for knockout mounting. Made in 50-60 cy.— 
460 /230 volts primary, 115 volts secondary. Capac- 
ities up to 250 V. A. inclusive. 


Send for NEW CATALOG 
e 


DOCNGAN ELECTRIC MFG. COMPANY 
2998 Franklin Detroit 7, Mich. 


Southern Representative: 


George R. Koeln 
144 Waiker St., S.W. 
Atlanta 3, Ca. 


on Dongan Line © 
Since Nineteen-Nine . 














the jaws in the field. A fifth or sixth 
jaw can be added conveniently where 
required, thus minimizing stocking 
problems. Plated pressure connectors 
for both line and load terminals will 
accommodate up to number one wire. 
Ground neutral terminals will accom- 
modate two number one wires. A wide 
variety of hub arrangements and au- 
tomatic circuit closures are available 
to meet a wide range of applications. 


Deluxe fan line 


MURRAY COMPANY of Texas’ new 
Deluxe line of home ventilation has 
equipped both fan and motor with 
sealed, lifetime lubricated ball bear- 
ings, to provide a maintenance-free 
model which should never require 
lubrication. 

The Deluxe line is available in both 
vertical discharge and horizontal dis- 
charge models and is an addition, 
rather than a substitution, in the Mur- 
ray line. Each Deluxe model has a 
corresponding Standard line model in 
both vertical and horizontal types in 





all eight models from 24 to 48 inches. 
The sizes and specifications of the De- 
luxe and Standard lines are identical 
with the exception of the sealed-ball- 
bearing motors which are not used in 
the Standard line. 

Deluxe models are also available in 
the Murray industrial fan line. 

: * 
Lighting unit 

RECENTLY placed on the market by 
Spero Electric Corp., Cleveland 17, 
Ohio, is the Spero PL-6 cast alumi- 
num lighting unit specifically designed 
for walks, steps, garden, patio, and 
floor lighting. Suggested industrial 
applications include marker lights, 
and protective lighting. 

The unit is completely shielded top 
and sides to eliminate glare «nd an 
noying brightness contrast, and is 
made suitable for outdoor use with 
sturdy non-musting cast aluminum 
weatherproof construction. 

Without the top shield, the unit 
may be used to furnish a full 180 
degree beam. When used in this man- 
ner, it is adaptable as a marker light, 
and remains weatherproof. The unit 
employs a six-watt lamp and fresnel 
lens. It can be installed on a utility 
box for flush mounting in cencrete, 
stone or plaster walls. Exposed wir- 
ing requires an LB condulet. 
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Dual-rated transiormer 
1 ei World’s Newest and 
PRODUCTION OF a new dual-rated 
dry-type heat proof insulated trans- Largest Helicopter 
former that takes overloads for fat 
longer periods is announced by Mar- Plant Selects eee 
cus Transformer Co., Hillside, N. J. 
The transformer earns the double 
rating as a result of blowers mounted 
in the housing, and a thermostat lo- 
cated in the coils. One rating cov- 
ers its operation without the blowers 
functioning, at which time the trans- 
former is naturally cooled. When heat 
reaches a certain level the thermostat ——— 


activates the blowers, and this pro- Ls : FE ccerin CORPORATION 
vides scientific forced-air cooling that ' ; 
automatically increases the trans- 
former’s rating by 3313 per cent 
Baffles in the housing direct the mov 
ing air over and through the coiis 
Air vents are located front and rear, 
top and bottom. The transformer is 
available in ratings of 100 kva to 
3000 kva in voltages to 15,000 volts 
s 

Versatile wall clock 

A NEW BUILT-IN wall clock, the 
latest innovation of the Telechron 
Department of General Electric, 252 
Main St., Ashland, Mass., serves three 
distinct purposes. Besides being a 


Bank of 12 Transformers 
Total Capacity 4000 KVA 
Electrical Contractor 
RIGGS DISTLER & CO., INC 
Philadelphia, Pa 


Piasecki Helicopter Corporation, makers of 
two of Uncle Sam’s most important heli- 
copters—the 14-passenger Air Force Work 
Horse, and the 6-seat Navy HUP— has in- 
stalled Marcus dry type Transformers to do 
the vital power job in their big new plant 


Capacities from at Morton, Pa. 
1to 3000 KVA 


© DISTRIBUTION 


They were selected because every detail of 
+ GENERAL PURPOSE the Marcus dry type transformer is engi- 


dependable timepiece, it provides two © UNIT SUBSTATION . . 
outlets where other electric appliances ¢ PHASE CHANGING neered for long life...and continuous, 


can be plugged in and it also has a o ELECTRIC FURNACE trouble-free performance. Latest contribu- 
night light. o RECTIFIER tion pioneered by Marcus for greater trans- 
The clock is easily installed over a i — former durability is Hi-Heat, Hi-Dielectric 
standard four-inch wall box and shows ° SPECIAL Magnet Wire, insulated with DuPont's 
no cord of its own. When installed, it newest miracle polyester film “Mylar " 
is semi-flush with the wall, projecting . . 00. @sa..s : 
only three-eighths of an inch at the combined with Johns-Manville “Quinterra” 
top and an inch and three-eighths at to reach insulation levels at least 10 times 
the bottom. It is operated by a self- -_ present industry standards. 
starting synchronous Telechron motor. : > 


Control-vented cutout < OS) me _—_ 
SOUTHERN STATES Equipment Corp., MA R CUS 
“Mark of Quality” 


Hampton, Ga., recently announced 


addition of the Type CV-33-D, con- TRANSFORMER CO 
trol-vented cutout, to its line of open Representatives "eo INC. 


type, dropout cutouts. in HILLSIDE 5. NEW JERSEY 


The CV-33-D features the prin- Principal Cities 
ciple of controlled venting which al 
lows gases generated on heavy faults ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 
to escape at both ends of the fuse 
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YOU GET 


ry « CAST ALUHINUN ta 
peave POT r.oODUCHTS FLOODLIGHTS 


WEATHER-PROOF 
DUST-TIGHT A 
STRONG Y 


750-1000-1500 
e WATT ENCLOSED 
FLOOD 


A New Series 
WIDE BEAM 
NARROW BEAM tube resulting in higher interrupting 

14"-16"-20" 7 capacities. On moderate faults the 


° 350 to 1500 WATT expulsion gases vent at the lower end 
Lens Sizes ELIPTOR FLOOD of the tube only. 


« This cutout employs a_ universal 
300 to 1500 Wat# . button head fuse link. 

For PS-40, 48, 52 Lamps The CV-33-D is available in 5, 7.5, 
For jobs requiring the ut- -— 15, and 17 kv, in continuous current 
most in long range il- 18 and 20 in. REAR ratings of 100 and 200 amperes and 
lumination — plus ability SERVICE FLOOD in interrupting ratings of 2,500 and 
to “stand the gaff” in 1,000 RMS amperes. 
good weather or bad — ‘ 
these new REVERE . 4 @ 

Get acquainted with the FLOODLIGHTS are it! U Protective relay book 

ene tine  ofers — Niey embody every | Fo Seen war ‘ Ne es 

3s wanted feature including to A A NEW and expanded edition ol 
ogame oe means for accurate fo- ENCLOSED FLOOD “The Art Of Protective Relaying,” 
ding dé cusing and degree mark- which explains the broad principles 


vantages, ings for accurate setting. ; of modern practice in protective re- 


bei laying of power apparatus, has been 

REVERE ELECTRIC MFG. CO. me announced as available from the Gen- 

(005 Broadway Chicago 40, III AREA LIGHTER eral Electric Company, Schenectady 
INDOOR AND OUTDOOR LIGHTING FOR EVERY NEED WITH TOP FLOODS 5, New York. 


vo - 

















The 72-page, illustrated booklet 
(GET-1768A) contains information 
on types of relays used for protecting 
such apparatus as generators, trans- 
formers, transmission lines, etc. It 
outlines procedures used in evaluating 
power apparatus and system charac- 
teristics to determine proper applica- 
tion and settings of relays, and also 
gives a complete listing of available 
relays with references to detailed de- 
Ne. 10 Romex Connector scriptive literature. 

ore 
fer 2" K. O. e 


Martindale Wire Creeper 








THE WIRE CREEPER now being manu- 
factured by the Martindale Electric 
Co., 1361 Hird Ave., Cleveland 7, 
Ohio, is designed to enable linemen 
to string additional wire through 
trees, over buildings, across ravines 
and other troublesome areas quickly 
and easily, wherever one wire is al- 
ready in place. 

The Creeper is placed on the wire 
and by means of pulling and releasing 
the plastic cord attached to it, the 


Ne. 200 Service Entrance 
and Range Connector for 
Ye" K. 0.' 


PATENT NOS. SIMPLE — slips in from outside. 
Sstanes QUICK — installed in 10 seconds. v RI '¢ i 0) 
CONVENIENT — for securing contacts. 
UNDERWRITERS’ DEPENDABLE — can not shake loose. 7 ais 
APPROVED A) H T 











On Sale at Your Wholesaler Y r¢ 
» Manufacturer of Famous Tomic Thinwall Connectors and Couplings ou an 


Tomic Sales & Engineering Co. 7 Vd: 


4864 Woodward Ave . Detroit 1, Michigan 
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operator moves the Creeper away Floor furnaces 

from him and along the ae in . FLOOR FURNACES in t\ 
» d 7 - {> > 2 » , 

to 20 foot leaps from one pole to the latest addition to the 


next in less than a minute. Trees slow automatic electric heavy duty roo el<te) le 
down the operation slightly. When the rp.. . 


All over the country 


heaters of the Cavalli 
Creeper reaches the next pole, the new tanooga 2, Tenn. 


wire is pulled across by means of the Like other Cavalier heaters, the two wan 
plastic cord. 


The new device is engineered to 
travel up steep inclines and through e . 
twigs and foliage despite line splices Sts Yo aale) ac. 
and frayed insulation. During night c 
installation, a luminous bottom per- S Ne 
mits the operator to follow its prog- \ YS fe oleh ets 
ress, and the Creeper is designed for x i oe ° 
speed of operation at times of storms 5, F = 
and other emergencies. 

The manufacturer will supply fur- 
ther information. 


Non-metallic cable ae 7 Plugmold 2000 


COLUMBIA CABLE & Electric Corp., 
255 Ches Stree ‘ookly le : sya e. : 
Lal hestnut treet, Brooklyn, New ing without the removal of a singie 


4 } : eS he *t) _ 1 " 1] } 
York, announces the production of a screw or bolt. The grille and element 


new, improved non-metallic sheathed guard are lifted off, and the hinged best answer to 


cable. elements are swung out of the way. 


Columbia-F lex, as the new cable is The interior is then fully accessible this tremendous 


called, features a_ slick, tack-free, for cleaning with duster or vacuum 
battle-ship grey coating which is cleaner. 

cleaner and easier to handle. The tough Cavalier furnaces are practical fon 
sheath will withstand much handling installation in houses with low founda- 
and abuse. For simplicity of installa- tions because of their shallow depth 
tion, Columbia-Flex is easy to pull. Each furnace is fully self-contained 

Columbia-Flex is approved by Un with two thermostats built in. 

derwriters Laboratories. The Cavalier line now includes auto 


new models feature quick, easy 


multi-outlet system is the 


demand! 


t+ 


| 


= ves Ho Kn j] 


~ 7S meee coe come are am a —- 





WA hi Be Home-buyers — and present 
owners — are insisting on more 


outlets! Factories everywhere 


Offers Special Deal . . mrfecsng yn 











schools need more outlets. 





>> FREE: 


' 

This No. 606—! > WAGNER 
B-M INDENTER in_ every 
carton containing 200 — 1/)" 
WAGNER B-M Couplings and 
400 1/, WAGNER B-M Con- 


nectors. 


This nationwide demand is a 
multi-billion dollar market—even 
when cut down to size in your 
own town, it is tremendous! And 
it’s there . . . right now. 


Plugmold 2000 is the fastest, 
easiest, cheapest way you can 
provide multiple convenience out- 
lets. If you aren’t working with 
Plugmold now, write today for 
full information. Better yet—order 
the 20-foot Introductory Package 
from your distributor. 





B-M 


Connector 


PLUGMOLD is qguoranteed, like all Wiremold 
products. You'll find this firm guarantee 
on page 7 of Wiremold’s Catalog No. 19 


NAY i lt AN te ae _ 

v /\ (fr)! y 7 9) iD) 
WiReEMoOLD 
This special package offer will be effective through the eo 


; : . P M _ - 
months of August, September, and October. It’s a profit- SSD =-eait-eutiet oyetoms 


WIREMOLD— electrical raceways 
able deal for both contractors and wholesalers. PANCAKE—overfloor raceways 


WAGNER MALLEABLE PRODUCTS CO. THE WIREMOLD COMPANY 


Gen. Sales Office: 222 W. Adams St., Chicago 6, Illinois HARTFORD 10, CONN. 
\ Foundry and Plant: Decatur 60, Illinois YF 


aeeace S22 @ eB ee eB eB ee ee ew ee ew ee ee eee 


B-M 


oupling ke eee 


4 




















ELECTRICAL SOUTH for AUCUST, 1953 








MILLER LEXINGTON provides 
lighting of high efficiency with ex- 
tremely low brightness for true 
VISUAL COMFORT. T'ime saved on 
installation and matntenance— 
long dependable life—give you 
most value for your lighting dol- 
lars. Write for LEXINGTON catalog. 
. DESIGN: Functional— 
atti clean, simple lines. 


EASY 2-way lamping= 
1 ladder position. 


STRENGTH: Rigid 1- 
piece steel louver. 


: 
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THE miller company 
Meriden, Connecticut 
LEADERS IN LIGHTING SINCE 1844 


Field Sales Engineers: 
H. Connell, 132 Heatherdown Rd., Decatur, Ga. 
C. Maddox, 2700 Connecticut Ave., N.W., Washington, D. C. 
1. W. Fowler, 2709 Live Ook Drive, Noshville, Tennessee 


matic electric wall insert heaters in 
five sizes, surface mounted heaters in 
five sizes, portable heaters in three 
sizes, floor furnaces in two sizes. All 
of these have fully automatic tempera- 
ture controls and feature easy clean- 


ing. 
e 
Network planning guide 
A CHECK-LIST of the data required 
in making a system study prelimi- 
nary to planning a light-duty overhead 
secondary network system is available 
from the Westinghouse Electric Corp. 
Such a study can be facilitated by 
putting much of the information on 
a map of the area, and the guide lists 
those items that should be included. 
Also listed is other important in- 
formation that can best be assembled 
as a list in making the system study. 
For a copy of SA-7303, write West- 
inghouse Electric Corp., P. O. Box 
2099, Pittsburgh 30, Pa. 


IAEI Jubilee 
(Continued from page 27) 


organized program to promote elec- 
trical safety in the press, the 
schools, and before civic and ser- 
vice groups. 

In order that convention-atten- 
dants who are being housed at 
hotels other than the Edgewater 
Beach may have easy access to the 
sessions, a shuttle bus transporta- 
tion system will operate each day 
of the Jubilee. Reservations at 
these hotels, which are taking care 
of those who could not be accom- 
modated at the Edgewater Beach, 
are being handled by Edward J. 
Ahern, reservation manager of the 
Edgewater Beach. 

Social highlight of the Jubilee 
will be the dinner dance in the Ma- 
rine dining room of the Edgewater 
Beach. The orchestra and floor 
show of the Marine Room have 
been taken over for the evening, 
and 1500 people will attend the 
party. Another highlight will be 
the welcoming luncheon on the first 
day of the meeting. 

A special committee has ar- 
ranged daily entertainment for the 
women who will attend the meet- 
ing with their husbands. 

Full facilities of the Edgewater 
Beach, including the new swim- 
ming pool, which has recently been 
completed at an estimated cost of 
a quarter of a million dollars, will 
be made available to Jubileers. 

The General Arrangements Com- 
mittee for the Silver Jubilee is 





Ben Biarkson, 6147 Prestonshire Lone, Dallas, Texes 


72 


headed by Col. S. R. Todd of the 


Electrical Bu- 
reau. Among the 
chairmen are: Hoyt P. Steele, Ben- 
jamin Manufacturing Co., Finance 
Committee; Charles L. Smith, 
[AEI, Program; W. J. Alcock, 
Underwriters’ Laboratories, Inc., 
Transportation; H. C. Moses, Jr., 
Thomas and Betts Co., and James 
J. Smith, Wadsworth Electric Man- 
ufacturing Co., Exhibits; E. M. 
Nelson, National Electric Prod- 
ucts Corp., and V. G. Mulligan, 
Ideal Industries, Inc., Attendance; 
George W. Reinke, electrical con- 
Entertainment; A. A. 
Bussmann Manufactur- 
Ladies’ Entertainment; 
Talbot, Chicago’s chief 
Hospitality. 


Inspection 
subcommittee 


Chicago 


tractor, 
Sommer, 
ing Co., 
and D. J. 
electrical inspector, 
Fixture customers 
(Continued from page 25) 


the lobby called for a large chande- 
lier. The Atkison firm had only 
small ones. Did Mr. Atkison want 
to get a few on consignment? He 
didn’t. The architect and _ hotel 
manager went to New Orleans, 








SPERO ‘Guaranteed 


PORCELAIN ENAMEL 
REFLECTORS 


*Guaranteed equal to any 
standard specification 


apa, 


200 LINE OB LINE 
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~ YARD LITES 





SPERO also makes: 
@ FLOODLIGHTS © VAPOR TIGHT UNITS 
@ INSULATORS © SWITCH PLATES 


tHE SPERO 


ELECTRIC CORPORATION 


CLEVELAND , OHIO 
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bought what they wanted from 
stock, sent a truck over to pick it 
up and bring it back to Austin. 

Bearing out the thesis that peo- 
ple like to see what they are buy- 
ing, one home builder remarked on 
a visit to the Atkison store, “i 
started trading here because I could 
see what I was buying. The place 
where I used to buy my fixtures 
had a large selection, but they 
didn’t know themselves what they 
had. Consequently, we had to go 
through cartons, opening them up 
and piling fixtures out until | 
looked at so many, one at a time, 
I got completely confused. When | 
did decide on what I wanted, we 
had to go back over the routine to 
find the carton with the fixtures in 
it. This took much of my time. 
Here I can pick out a particular 
fixture, and have it ready to take 
home in less than five minutes.” 

The company’s warehouse runs 
the full length of the building, and 
is so arranged that the steckman 
can get a particular fixture in a 
matter of minutes. He keeps a per- 
petual inventory record to make re- 
ordering very simple. 

Mr. Atkison has found that veo- 
ple buying a new home in the eight 
to ten thousand dollar bracket have 
a fixture allowance cf about $75. 
Only about ten per cent of these 
builders will go over their allow- 
ance. But people buying a twenty- 
five thousand dollar home where 
there is roughly a two hundred dol- 
lar allowance for fixtures will in- 
variably spend about twice that 
amount. And they also buy acces- 
sories, fans, exhaust fans, and door 
chimes.” 

In buying fixtures to put into his 
stock, Mr. Atkison uses the same 
guide that his customers use: the 
consumer magazines that have ser- 
vice departments devoted to beauti- 
fying the home. Mr. Atkison makes 
a careful study of these publica- 
tions. 

“You’d be surprised,” he said. 
“at the number of people who will, 
when selecting fixtures, ask about 
their harmonizing with different 
styles of furniture, certain mate- 
rials used for drapes, and various 
types of wall coverings.” 

When his opinion is challenged, 
Mr. Atkison can refer them to a 
certain magazine illustration. He 
doesn’t do this just to make his 
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KUHLMAN’S SOUTHERN DIVISION 


— always ready to serve your transformer needs 


Rapidly growing industry throughout the South can depend on the new modern plant 
of Kuhlman Electric Company at Crystal Springs, Mississippi, to supply them with the 
sturdy, dependable transformers they need to keep production humming. Nearly 60 
years of experience in building safe, efficient transformers, and a consistent record of 
leadership in the improvement of modern transformer design is Southern industry's 
assurance that Kuhlman will serve them well. Specify Kuhiman transformers for your 
next installation. Write us today for complete details and the name of your nearest 
KuhIiman representative. 











*® Denotes Sales Offices. 


hullman ELECTRIC Oo 


BAY CITY, MICHIGAN @ CRYSTAL SPRINGS, MISSISSIPPI 











A NAME 
GROWING BIG 
—ELECTRICALLY 


NEW ADDRESS—590 MEANS STREET N. W.—ATLANTA, GA. 














WER Series Safety 
Switch Pylets 


Try 
Switch, 


Circuit Breaker 


PYLETS 


aIKy 


CKJ Series Cireui? 
Breaker Pylets 


For Reliable Service Under 
Most Severe Industrial Plant 
Operating Conditions 


Heavy duty safety switches, fuse 
boxes with or without plug recep- 
tacles, and circuit breaker Pylets 
provide for reliable service under 
the severest of industrial plant op- 
erating conditions. WFR series 
safety switch Pylets have heavy 
cust metal case and cover, quick 
make and break mechanism inter. 
locked with cover and with plug 
receptacle, and weathertight gas- 
kets on both cover and hub plate. 
Safety switches without interlock. 
ing plug receptacles are also avail. 
able, Circuit breaker Pylets, CKJ 
Series, are but one of the complete 
line of fuse and circuit breaker 
fittings, which offer features of 
sound design and substantial con. 
struction to assure reliable service. 
Consult your Pylet catalog 1100, 
Bul. 1150 for complete listings. 


CONDUIT FITTINGS * FLOODLIGHTS 





THE 
PYLE-NATIONAL 
COM PANY 
1354 N. Kostner Ave., Chicago 51, Ill. 
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point, but to instill confidence in 
the customer. 

“T can’t sell fixtures,” he con- 
cluded ‘‘as they are sold to me by 
factory salesmen. I’m not only sell- 
ing fixtures, I’m selling accessories 
for the home that the buyer intends 
to live with for a number of years. 
Were I selling functional use, I’d 
only be selling drop cord and brass 
sockets.” 

Mrs. Atkison usually “handles” 
the women. Most women prefer to 
buy from another woman. Many 
women still feel that all a man 
knows about fixtures is their qual- 
ity and practically nothing about 
their aesthetic value. 


” 


Lift-slab building 
(Continued from page 23) 


ing. But you won’t get far with 
the columns on a Youtz-Slick job 
unless there are some changes made. 

Engineers are expected to take 
a dim view of using the interiors 
for conduit or plumbing. However, 
there is also a tendency to fill the 
round columns with cement and this 
feature might in the future permit 
installation of wiring. 

Not all columns are round al- 
though it seems to be the most 
popular at the moment. Almost any 
shape of steel can be used for a 
column provided it is not used be- 
yond its capacity in loading and 
flexibility. There has been some 
use of the H beam. Where H 
beams are used, the channels are 
later plastered out square and these 
channels can be used for wiring 
and plumbing. Another type of 
column that is coming into wide use 
is the square column made with 
two angles welded together to form 
a closed box. Some have been made 
of 8 x 8 x \% inch steel angles and 
the interiors have been filled with 
concrete. 


Circuit grounding 

Columns should not be considered 
as adequate grounds just because 
they are part of the steel framing 
although they may be grounded. 
Since they are usually based in the 
first floor and have no natural con- 
nection with the ground, it will be 
found that the old reliable system 
of using the cold water system for 
the ground will be best. Ground 
connections should be established 
at several different places and 





CLAMP... LOCK) ears 
\FouR CONNECTIONS 4 &H 


WAY 





This 
SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily ond Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 


Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


Solderiess Terminal Lugs and Connectors 


} 
ma) KRUEGER & HUDEPOHL 
| 


=) VINE AT THIRD-ES * CINCINNATI 2, OHIO 


FOR LOW 
TTA 


ABotite 
OUTLET BOX 
REFLECTORS 


Fits any standard 4” junctign 
box. Built-in porcelain recep- 
tacle makes wiring, simple. 
Reflector top doubles as cover. 
Screw driver is the only tool 
needed to install. See the 
ABOLITE outlet box reflector at 
your wholesaler. Two shapes— 
RLM type and shallow dome. 


ABOLITE 


eg hlirg DIVISION 


THE JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 
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HOT-DIP GALVANIZED 
GROUND RODS 





5” , a 

4 . . 

6 The finishing touch 
to a first-class job 

THE MARK of a good electrical job well 

done is a Dinisreen Galvanized Ground Rod. 


. . hot- 
protection 


Sharp-pointed for easy driving . 
dip galvanized for 
against rust. °%” x 8’ and other popular 
sizes carried in stock. 


positive 


Write or telephone for prices. 





FABRICATING DIVISION 





Atlantic Steel Company 
vecees on QRGMALLE sss 


ATLANTA, GEORGIA *« EMERSON 3441 











ER EAS 


ee TU 


\. “Only Y-ER EAS has all these features 


@ Creamy, non-corrosive lubricant. Never greasy or 


messy 
Write for 

descriptive 
booklet 


Prevents sticking or setting. Specially helpful on 
saddles and turns 


Does not run back on cables 
Never harmful to hands or clothing 


Permanently non-harmful to cables or conduit 


Improved Y-ER EAS tested and approved by the 
Underwriters’ Laboratories, Inc 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 


ELECTRO COMPOUND CO. 


3820 W. 150th Street & Cleveland 11, Ohio 
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RIGHT 


CONTACT 
FOR ELECTRICAL SUPPLIES 


with a tradition of 
DEPENDABILITY 


HEAVY DUTY EXTENSIONS 
with molded-on 
attachments 


.. in 17 sizes and lengths 
from 10 to 100 feet of Type $ 
or SJ rubber jacketed service 
cord. Every component part is 
UL listed. For POWER TOOLS, 
FLOOR POLISHERS, PROJEC- 
TORS, OUTDOOR LIGHTING 
LAWN EQUIPMENT, etc. 


NEW ROYAL NO. 2 
WIRE DEAL 


1500 feet of 5 
every - day 
wire types in 
© new assort- 
ment, plus all- 
steel display 
with built-in 
wire cutter. 





ROYAL 
>> CORD SETS 
Attractively 
Packaged 


EASY TO SELL! 


° * 
, 4 
* Guoronteed by ~\ 
Good Housekeeping 
a a” 
~~ tt sovrenete 
a 


THRU YOUR WHOLESALER 


Jef WIRE + FUSES 
CORD SETS + WIRING DEVICES 
DECORATIVE CHRISTMAS LIGHTING 


ROYAL ELECTRIC COMPANY, Inc. 
Pawtucket - Rhode Island 


Yepresented by Fulwiler & Chapman, Atlanta-Greensboro-New Orleans 
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tested several times before comple- 
tion of the building to be sure the 
resistance has not changed. A 
meter connection with fiber wash- 
ers may kill out your ground, un- 
less you’re clamped to the main line. 


Corrosion and electrolysis 

Some customers may worry about 
steel conduit rusting inside con- 
crete. The facts are well known, 
of course, that the conduit does not 
rust any more than the reinforcing 














There’s Money To be Made 
By Selling 
ATLANTIC to the Trade 


ei 
of 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


¢901 
Non Metallic 
Connector 


#523 
Entrance Cap 











steel. The concrete 
oxygen which 
rusting process. 
concrete for 


shuts off the 
is essential to the 
Steel embedded in 
many years has been 
removed bright as new. The main 
possibility of deterioration of con- 
duit in concrete must come from 
vapors that penetrate the inside of 
the tube which is negligible in 
ordinary atmospheres. 

Electrolysis is an entirely differ- 
ent story and care should be exer- 
cised to avoid bonding dissimilar 
metals to the electrical system. The 
contractor is not likely to fall into 
this error but other crafts such as 
plumbers or sheet metal workers 
may introduce dissimilar metals 
that would set up this destructive 
action. The contractor can at least 
see that his own network is discon- 
nected and that the engineer is 
aware of the possibilities. 

The contractor should welcome 
the opportunity to work on a lift- 
slab building because it may not 
only lift his profits but also can pro- 
vide the great satisfaction of giv- 
ing the customer more for his 
dollar. 


Florida association policy 
(Continued from page 30) 


such manner that would allow changes 
and additions with a minimum ex- 
pense. 

D. Follow the 
best job and service 
strive to prevent 
nance. 

E. Guarantee ‘each new job for one 
year, so that if trouble should occur, 
the customer will have confidence that 
the contractor did not 
tentional mistake. 

F. Correct all mistakes and trouble 
promptly, as a trouble neglected grows 
double every day. Each member shall 


Policy of giving the 
possible, and 
expensive mainte- 


make an in- 


seek to fulfill everything that his con- 
tract calls for, in dealing with the 
public. He shall not defraud the public 
with poor workmanship and installa- 
tions, nor use the name of the Asso- 
ciation in securing business and then 
not live up to our standards. 

G. Explain to customers why ade- 
quate wiring pays in trouble-free ser- 
vice and saving in line and: 
serious breakdowns, as well as allow- 
ing for future expansion. 

H. Speak with authority as repre- 
sentatives of a great, forward-looking 
group of electrical experts. 

I. It shall be the policy of this 
Electrical Contractors’ Association to 
have one of our committees keep in 
close contact with all agencies author- 
ized to enforce the National Electrical 
Code and local rules, in order to help 
promote better enforcement. 

J. Depend upon adequate wiring 
and good service, rather than friend- 
ship, to satisfy our wonderful cus- 
tomers. 


losses 








STA-BRITE SETS THE PACE 
* IN THE SOUTH 


If it’s fluorescent 
MAKE IT SLIMLINE 


STA-BRITE FLUORESCENT MFG. CO 
325 NW 22nd Lane, Miami, Fla. 














IMMEDIATE DELIVERY FROM LARGE 
STOCKS OF ELECTRIC WIRE & CABLE 
* All Sizes * Any Quantity 
* Every Construction 


UNIVERSAL WIRE & CABLE CO. 


2678 Clybourn Ave. 1406 Jefferson Ave. 
Chicago 14, tl. Houston 3, Texas 
Ph.: cee Lip 4777 Ph.: FAirfax 9468 


le Address: Uniwire 











Quality Residential 
Lighting Fixtures 
The Packaged Line 
Ace Lighting Products Co. 


LIGHTING PROWIS 914 Piedmont Ave., N.E. 











Atlanta, Georgia 














NATURLITE 


Reg. U. S. Pat. Off. 


Fluorescent Fixtures 


For every commercial and industrial use 
Quality High—Cost Low 
New 1954—48 page Catalog 
is now ready—write for your copy. 


LIGHT & POWER UTILITIES CORPORATION 


1035 Firestone Bivd., Memphis, Tenn., Dept. E 


Sold Thru Wholesalers Only 
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2536 N. 30th St 
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“Orders for 1954 Are Already Coming In” Reports O. N. “Cotton” Fussell, 
well-known Viking Rep. of Memphis, Tenn. 


“It's easy to sec why net ‘ve gotten behind than any other fan I’ve ever stocked. It’s the only 22” 
this Viking O44 We — easily sell all >it ‘ fan which fills the needs of most of miy customers keep 
we can get. Window Fan sales, in gen- 4 % ing mv fan inventory at a minimum. And their Optional 
ee 
- 


“Sales for our Dealers Means Sales for Us s i eT ee eee eee ee 


eral, have been good but the Viking leads Automatic Timer is an easy in-the-store installation so 

that I actually have two models. My turnover has been 
ly-styled blue cabinet and safety grill, easy installation, the terrific this year. I'm ordering Viking Fans now so 
many sound features and, of course, the price prompt the first I won't get caught short for 1954.” Seys t. 4. Peppen- 
sale. The second order results from fast sales of the first ‘944’ heimer of Poppenheimer Plumbing and Heating, Mem- 
order.” That story from Jack Kinard of American Standard Co., phis, Tennessee 


both with dealers and consumers. Smart- 


Memphis, Tennessee. 


HERE’ 

hin o S WHAT VIKING OFFERS You 
AT LOS size 
Gemaa _ Practical foy Windows 
“I’ve used Viking’s generous Co-op Advertising plan Optional Ai t vate =. Eat 
clear through the summer. Because the “944” has the a Installed ~ atte Times Fash 
features my customers want, this advertising pays off : =e = | 


for Viking and for my store. The Viking ad material has j Features 


Practiy al Cons mer-Demande | 

been terrific, too. It means a lot when sales are depend- ts pinnae : 

ent upon weather conditions to have a complete ready- } tonto 

to-go kit of sales he Ips. That and the Viking ‘944’ sales (Ten Vad ; th 83 

in 1953 made me decide to hop on the 54 bandwagon, , Fo he Ip vou ey up to 30 of the ee ' 

early.” That’s from Roy Good of Roy Good Hardware, anv Viking °F tg a E 
Gg Vertis; 


Memphis, Tennessee. 


: rtising Plans 


of the cost of 


ng vou do 


= . 2 "AIR CONDITIONING CORP. 
~W 5601 Walworth, Cleveland 2, 0. 
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STEAM and DRYIRON = #@Comatie chrome 
USES TAP WATER ee ~ COFFEE MAKER 


peutomatic 


THERMOSTATICALLY CONTROLLED FLAT IRON WITH HEAT INDICATOR 


HEATER DOMINION ELECTRIC CORP. © MANSFIELD, OHIO 
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Easy to Look at— 
Easy to Live with— 
Easy to SELL! 


AUTOMATIC 
ELECTRIC 
STORAGE 
WATER HEATER . 


Style, size and finish make the Rex electric line 
easy to look at. Safety, economy and efficiency 
make Rex Automatic Electric Water Heaters 
easy to live with. Dependability, durability and 
nigh quality make the Rex automatic electric 
line easy to sell, easy to maintain. 

Four models in a range of eight sizes, from 10 
to 120 gallons in capacity, each backed by more 
than 45 years of continuous experience—in- 
corporate these specifications: 





1. SAFETY RELIEF VALVE: Correctly located 
“Patrol” bas ma pani and Pressure Relief 
Valve as standard equipment. 

2. ELNO ANODIC ROD: Magic anti-rust rod 
checks tank corrosion and lengthens tank 
life. Standard on Rex Heaters. 

3. AUTOMATIC THERMOSTATS: Rugged snap 
action type provides sensitive automatic 
water temperature control. 

4. HEATING ELEMENTS: Quick acting, low 
wattage, immersion type. transmitting heat 
directly to the water. 

5. INSULATION: 3 to 4 inch thickness of 
Fiberglas surrounds tank. 

6. STORAGE TANK: Extra heavy copper- 
bearing steel galvanized inside and out 

7. HEATER DRUM: Made of heavy sheet metal, 
finished in gleaming, easy-to-clean baked 
white enamel. 

8. COLD WATER BAFFLE: Minimizes the 
mixing of incoming cold water with heated 
water already in the tank. 

9. HEAT TRAP: Built-in trap prevents re- 
circulation in hot water line. 

10. Made to NEMA standards and approv- 
ed by Underwriters’ Laboratories 











Send For Your Complete Catalog Today! 


THE CLEVELAND HEATER CO. 
ELECTRIC DIVISION 
2310 Superior Ave. +» Cleveland 14, Ohio 
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(Additional items will be found on pages 7, 82) 


2012—Electric Heating File offered by Electromode Cor- 
poration, Rochester 3, N. Y., is made up to suit individual 
requests for information on Electromode Heaters for do- 
mestic, industrial or farm use; or to contain material on 
the complete Electromode line if desired. Included are 
specification sheets, illustrations, installations, how to 
select the right capacity heater, how to figure heat loss, 
wiring diagrams, and price sheets. 


- 2014—Hot Water Heaters. Informative and well-illus- 
trated data are available from M. M. Hedges Manufac- 
turing Co., Inc., Chattanooga, Tenn., on their line of Auto- 
matic electric and gas water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated 
booklet describes in complete detail, this company’s line 
of fans. Booklet available from Emerson Electric Manu- 
facturing Co., 81st and Florissant Ave., St. Louis 21, Mo. 


2022—Night-Air Cooling Window Fan. A two-page cat- 
alog sheet, completely illustrated and containing descrip- 
tive information on the 1953 Viking Window Fan is now 
available from the Viking Air Conditioning Corporation, 
6601 Walworth Avenue, Cleveland 2, Ohio. Illustrations, 
installation sketches, prices, specifications, and cooling 
diagrams are included. 


2024—Electric Water Heaters. New specification sheets 
are now available for a full line of cylinder and table 
top models, featuring the Water Hotter, from the White 
Products Corp., Middleville, Mich. 


2030—Electric Fans & Drills. Signal’s complete line is 
shown in a new catalog just off the press, featuring a 
wide variety of desk, pedestal, exhaust, and vent fans. 
Literature on drills. telegraphic equipment, and motors 
is also available from the Signal Electric Mfg. Co., 
Menominee, Mich. 


2034—Electric Flat Irons. Full information on Amer- 
ican Beauty Electric Flat Irons in a weight, a shape, a 
size for household, as well as every industrial and manu- 
facturing use, is available in literature from the American 
ei cal Heater Company, 6110 Case Ave., Detroit 2, 
ch. 





2038—Murray Ventilating Fans. A set of specification 
sheets is available describing the Murray line of fans, 
including 20 and 24 inch window fans and vertical and 
horizontal ventilating fans. H. C. Biglin Co., Inc., 177 Har- 
ris St., NW, Atlanta 3, Ga., is exclusive sales agent for the 
line which is manufactured by Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters, Bulletin 3014-D 
describes Types “E” and “RE” Buffalo blowers and ex- 
hausters manufactured by Buffalo Forge Co., P. O. Box 
985, Buffalo 5, N. Y. Characteristics of the Blowers, 
graphs, charts including capacities and static pressure, 
rer exact dimensions are all contained in the 8-page 
older. 


2056—Electric Heaters and Heating Units sold through 
electrical dealers for home or farm are described in a new 
folder available from E. L. Wiegand Co., 7600 Thomas 
Bivd., Pittsburgh 8, Pa. The folio contains data ana price 
sheets covering the profitable Chromalox line of table 
stoves, air heaters, range and water heater units and the 
new flexible Thermwire heating cable. 


2058—Exhaust Fans. A new Emerson-Electric Exhaust 
Fan catalog, illustrating and describing in detail this line 
of fans for all types of buildings, is offered by the Emer- 
I — Mfg. Co., 81st and Florissant Ave., St. Louis 
» Mo. 


2064—Electric Fans. An attractive 12-page Catalog 
of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products 
is given, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 
46) is available from the Elgo Shutter Mfg. Co., 2738 W. 
Warren Ave., Detroit 8, Mich., describing the 17 different 
types of shutter and dampers manufactured by them, and 
as used in connection with ventilating and air-condition- 
ing installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., 
Inc., 400 So. Front St., Memphis, Tenn., offers a new 8- 
page catalog containing detailed information on the Hunter 
Zephair Fans, for home and industry. 
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Gentlemen: 
Please send me the bulletins and catalogs indicated. 
(Print Plainly) 





August, 1953 


Circle numbers below. Bulletins and 
catalogs will be mailed promptly. 
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Make “Better Living” easier to sell Profitably! 


Features that freezer buyers want most — up to 18" cu. ft. in 
only 21% x 3 ft. of floor area . .. Cold-Hold inner doors for more 
convenient storage .. . full width door to eliminate hidden shelf 
corners . . . kitchen keyed styling. 


Design qualities that make profits for you — compact design cuts 
installation time and casts — lets you sell homes with limited 
floor space. Thousands in use have earned an unsurpassed ser 
vice record — you keep the profits you make. Manitowoc qual- 
ity has built consistent referral business everywhere at low 
sales cost. 


Now is the time to begin building a secure future in the 
freezer business — now is the time to contact your Manitowoc 
Distributor, or write to Manitowoc Equipment Works, Manito- 
woc, Wisconsin. 

See Manitowoc Advertising in Saturday Evening Post ®@ 


c 
| 
I 
| 
| 
| 
| 
l 
| 
| 
| 
| 
l 
| 
| 
| 
| 





Manitowoc Equipment Works, Manitowoc, Wis. 


Please rush me all the details on the Manitowoc 
freezer line 


Name 

Title 

Company 
Address 


City State 


—_— 


[_] DEALER (|_] DISTRIBUTOR 


Better Homes and Gardens © Good Housekeeping ® Outdoor Life 


Successful Farming © Progressive Farmer @ Copper's Farmer @ Farm Journal ® Country Gentleman ® Sunset 
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2072—Window and Attic Fans. Two new bulletins on 
window and attic fans have been published by Reed 
Unit-Fans Inc., 1001 St. Charles Ave., New Orleans, La. 
A new line of 20”, 24” and 30” 2-speed window fans 
along with the established line of reversible window and 
attic fans are described in these bulletins. 


2078—Sales Helps. A variety of sales helps, including 
How to Sell Booklets, Consumer folders, Specification 
Sheets, Free Mats, Cuts and Glossy Photographs, Displays 
and Promotion Kits for selling and demonstrating Gen- 
eral Mills Home Appliances—the Automatic Toaster, Tru- 
Heat Iron and Steam Ironing Attachment sponsored by 
Betty Crocker. Available to dealers from General Mills, 
Inc., Home Appliance Dept., 1620 Central Ave., Minne- 
apolis 13, Minn. 

2092—<Air Circulators and Window Fans. The Complete 
Line of Kisco Floor Model Air Circulators and Portable 
Window Fans is illustrated and described in a series of 
two-color catalog sheets and envelope stuffers available 
to the trade. A Special Sales Manual containing product 
and sales information is available for use by dealers han- 
dling Kisco Products. Kisco Company, Inc., 2400 Dekalb 
St., St. Louis, Mo. 


2108—Household Refrigerators, Farm and Home 
Freezers, Electric Ranges. Complete information regard- 
ing Coolerator space-saver refrigerators, a completely 
new line of farm and home freezers and automatic seven 
heat Push-A-Button electric ranges. Write Coolerator, 
Duluth 1, Minnesota. 


2114—Electric Heetaires. A new, colorful, twelve-page 
booklet from Markel Electric Products, Inc., 145 Seneca 
St., Buffalo, N. Y., unveils a complete line of wall-attach- 
able, well-recessed, and portable heaters. Heetaire models 
for every room in the house and other applications are 
described. 


2116 — Replacement Heating Units. Information and 
specifications on how to sell, order, and install the line of 
electric range and water heater replacement units, are 
contained in the new Replacement Unit Manual No. 6, 
which has just been released by Tuttle and Kift, Inc., 1823 
N. Monitor Ave., Chicago 39, Ill. 


2118—Fans. The 1953 Robbins and Myers Fan Catalog 
contains 16 pages featuring fans for every purpose. Illus- 


trations, eo and text furnish information on uses, ca- 


pacities, installation, and features of the window, floor, 

ceiling, oscillating, and ventilating fans, the circulators 
and automatic shutters of the 1953 Robbins and Myers line. 

— & Myers, Inc., 387 So. Front St., Memphis 2, 
enn. 


2140—Ventilating Equipment. Catalog illustrating com- 
plete line of ventilating equipment including Pedestal, 
Wall and Ceiling fans, Exhaust Fans, new reversible win- 
dow fans, blowers, shutters, etc. Write to Frigid, Inc., 
98-168-32nd Street, Dept. E. S., Brooklyn 32, New York, 
for your free copy. 


_ 2142—Gas and Electric Water Heaters. Two bulletins, 
in color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 
heaters in the other. Warranties on both gas and elec- 
tric models are explained. 


2144—Ventilating Products. The complete line of 
Schwitzer-Cummins Ventilating Products are described 
and illustrated in a new condensed catalog. Included are 
attic, reversible window, cabinet, portable and exhaust 
fans and single and double inlet blowers. Copies are 
available from Schwitzer Cummins Co., 1125 Massachu- 
setts Ave., Indianapolis 7, Ind. 


_2150—Apartment-Size Electric Range. Complete spe- 
cifications on the State Pride apartment-size electric 
range, manufactured by State Stove & Mfg. Co., 509— 
25th Ave., No., Nashville, Tenn., are contained in a new 
two-color catalog sheet. The stove is illustrated, and 
many consumer advantages are listed. 


2154—-Rancher Fan. The “Niteair” Rancher, a com- 
plete package unit designed for ranch-type homes with 
lew-pitched roofs, is described in Form No. 630 catalog 
page from The Lau Blower Co., Dayton 7, Ohio. The 
eight-step installation procedure is shown, as well as di- 
mensional drawings and specifications. 
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2156—Combination Portable Window Fans. Three sizes 
of Lau combination portable window fans that harmonize 
in color and design are included in catalog folder Form 
No. 615 available from The Lau Blower Co., Dayton 7, 
Ohio. Model 1252 is designed for casement windows, as 
is Model 1652, which is 2 inches larger. Model 2052 is 
a new window fan with side expanders. Variety of uses 
for all three fans is included in the folder. 

2162—Fans and Blowers. Fans and blowers for every 
requirement are described in Catalog No. 400 of Chelsea 
Fan & Blower Co., Inc., Plainfield, N. J. Illustrations of 
each unit are accompanied by a listing of features, 
specifications, and dimensions, as well as cross-sectional 
drawings on many models. 

21644—-TOWERS & MASTS FOR TELEVISION & 
RADIO. By writing to the Jontz Mfg. Co., 1101 FE. Mc- 
Kinley, Mishawaka, Indiana interested persons may procure 
information on a full line of Towers & Masts for TV and 
Radio installation. The Jontz Mfg. Co. also produces Guy 
Rings, Roof Mounts, and steel tubing. All materials are 
heavily zinc-plated & chromate dipped for great rust-re- 
sistance. 

2168—Television Antennas. Literature is now available 
from Kay-Townes Antenna Co., of Rome, Ga., describing 
the eight models in their line of television antennas which 
includes conicals, broad band, broad band fan, twin driven 
V’s, twin driven conicals, a broad band for metropolitan 
use, and a new high gain model, called the “Big Jack.” The 
company also carries a line of mounting accessories. 

2170—Manitowoc Upright Freezers. New features of 
Manitowoc Freezer Models 18.5 and 14 include Watching- 
Eye warning light which burns continuously unless power 
fails or freezer temperature rises 15° above thermostatic 
setting, floating type inner door to eliminate warping, and 
other improvements in construction and styling. Further 
information available from Manitowoc Equipment Works, 
Manitowoc, Wis. 

2174—Evaporative Air Coolers. A four page catalog 
sheet, completely illustrating a complete line of evapora- 
tive coolers from 1400 CFM fan units to 15,000 CFM 
blower units. Featuring a 2000 CFM self-contained blower 
window unit, no water or drain connections necessary. 
Now available from National Engineering & Manufactur- 
ing Company, 519 Wyandotte Street, Kansas City, Mis- 
souri. 

2176—Ventilating Equipment. Acme Equipment Co., of 
Muskogee, Okla., is currently offering a loose leaf catalog 
giving information on its line of attic fans, ceiling and 
wall shutters, industrial fans, and air conditioning units. 
The information includes photographs and diagrams, 
specifications, descriptions, and dimensions. 

2180—Roof Exhausters. A catalog page has been issued 
by the Acme Equipment Co., of Muskogee, Okla., which 
describes the company’s “Skymaster” Roof Exhausters. Of 
the belt drive, propeller type, the exhausters are designed 
to feature certified performance, non-overloading blades, 
galvanized steel housing, corrosion resistant finish, quiet 
operation, ball bearing fan and motor. Each of these is dis- 
cussed in information in the catalog page, which also gives 
specifications. 

2182—Decorative home lighting. The Glatthar Lighting 
Co., 949 East 72nd St., Cleveland 3, Ohio, has recently 
issued its new fully illustrated catalog of home lighting 
fixtures. Colors and sizes of the fixtures are given along 
with illustrations of their possible applications. The book 
also contains information on specialty items, replacement 
glassware, and sales helps available to Glatthar dealers. 

2184—Electric Fans. A well illustrated, 12-page catalog 
of Meier fans showing the complete line which includes 
window, portable, man-coolers, direct-driven exhaust, and 
attic fans. Specifications and dimensions are included. 
Meier Electric and Machine Co., Inc., 3525 East Washing- 
ton Street, Indianapolis, Indiana. 

2186—Christmas Decorative Lighting. Full color cata- 
log of unique Miller Originals for inside and outside light- 
ing for homes, businesses, schools, public buildings. New 
1953 issue just off press. Available now by writing to 
‘. ES, Miller Electric Co., 120 Main St., Pawtucket, 


2188—Electrical Specialties. Latest catalog of all types 
of wires, fuses, cord sets for every appliance and various 
industrial uses. Custom-made, color-harmonizing cord sets 
for all appliance needs. Special items engineered to blue- 
prints. Write Dept. ES, Miller Electric Co., 120 Main St., 
Pawtucket, R. I. 
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BIG NEW MARKET 


New fabrics pose new ironing problems; new trend is to home steam 
pressing and finishing; millions of irons now hopelessly out-of-date! 


Switch down, . 
it's a DRY irony 





. the all-new, all-purpose iron 
made to meet this creat new 
dee nape 


The new Hoe your distribute your local Hoover ofh 
the famous Ho ‘leaners, is no ume production or write... 

It’s going great guns in market < fee ma ees ti ie THE HOOVER COMPANY 

It’s yong it a n ally and Jos sis y—at a Special Products Division + No , Ohio 


stepped-up pace. You'll be happier with o Ho ”g 95 
It’s being sold only through distributors. Get full details thing your customers want 
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Visual selling and seli-service 
highlight modern appliance department 


® AFTER REMODELING four times in 
six years, Southern Sash Co., of 
Sheffield, Ala., decided it would be 
much more profitable to have its 
appliance department well ahead in 
ideas and space rather than con- 
stantly behind. The fifth remodel- 
ing job, completed in March of this 
year, resulted in 70 by 150 addi- 
tional feet of space for the appli- 
ance department. This supermar- 
ket of appliances is located along- 


(Above) Everything on the main floor 
of the appliance department can be 
moved to permit flexibility of arrange- 
ment, plenty of visibility, and pro- 
vision for large gatherings such as 
cooking schools or other demonstra- 
tions using appliances. Even the vinyl 
tile floor can be rearranged for new 
designs. (Right) Kitchens with every- 
thing hooked up make for more prac- 
tical demonstrations whether to one 
customer or to large groups. They are 
available for use as cooking schools 
or manufacturers’ demonstrations of 
related products. Even use of the 
kitchens as coffee bars helps bring 
more prospects into them. Kitchen 
supplies are displayed with a “home- 
like” flavor just as they should be 
used in the home. 
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side the building supply division of 
about the same space and the two 
departments make up one big open 
store featuring one-stop. service, 
visibility from one department to 
another, related merchandise ar- 
rangements, self-service and visual 
selling, air conditioning and un- 
limited free parking space. 

To begin the remodeling pro- 
cedure, J. C. Darby, vice-president 
and general manager of the firm, 


reports that “We studied every- 
thing in the trade journals for 
ideas, and then added some origi- 
nal ones of our own that are mer- 
chandise innovations in this part 
of the country.’ 

Some of the plans that the firm 
carried out to get ahead of the re- 
modeling ‘‘yame” and to get into 
latest merchandising methods are 
discussed in the following para- 
graphs, 

The completed appliance divi- 
sion features two model kitchens. 
Both are hooked up for demonstrat- 
ing stoves, hot water heaters, wash- 
ers, and dryers, and refrigerators. 
Having all the appliances available 
in the two rooms permits use of the 
kitchens as cooking schools either 
by the store or manufacturers’ rep- 
resentatives. Store space immedi- 
ately in front of the kitchen areas 
has no permanent fixtures and can 
easily be cleared so that audiences 
can be seated by means of folding 
chairs from the back. Even use of 
a kitchen as a coffee bar helps at- 
tract store visitors’ attention. 

Another remodeling feature was 
to do away with all wall shelves 

(Please turn to page 105) 
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(Above) Since this kitchen is located near a large show (Below) From this department with the home planning 

window, demonstrations taking place in it attract atten- service in the background, there is visibility into the build- 

tion from the street. When not in use, the kitchen forms ing materials section of the store. Lighting fixtures are 
a background for the all-glass wall in front of it. arranged on panels to protect the ceiling. 


™. - 
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Consumer information 


on room air conditioners 


@ Room air conditioners are the 
country’s fastest growing major ap- 
pliance. Industry estimates are 
that sales will rise from 400,000 
units in 1952 to close to 650,000 in 
19538. 

‘Yet there is much the consumer 
does not know, but needs to know, 
about this new contribution to our 
way of living. 

The most generally accepted im- 
pression about air conditioning is 
that it offers relief from excessive 
heat in the summertime. While air 
cooling is certainly an outstanding 
benefit, it is only one of seven ways 
in which air conditioning contrib- 
utes to our health and comfort. 


Air conditioning benefits 

True air conditioning not only 
cools, but dehumidifies. It removes 
enormous quantities of water from 
too damp air, especially in summer 
when humidity is often more op- 
pressive than the temperature. 

Even when cooling is not re- 
quired, a room air conditioner may 
be used for purposes of ventilation. 
It will draw fresh outside air in 
controlled quantities into the room, 
and thus drive stale air and odors 
from the room. 

Air inside the room is circulated 
evenly and quietly. There is no 
danger of the chilling drafts that 
open windows may cause—no musty 
effect often experienced from stag- 
nant air when windows are closed. 

Dirt, dust and pollens are filtered 
from outside air as it passes 
through the room air conditioner. 
Inside air is recirculated, and fil- 
tered clean. The room is made 
more healthful for the whole 
family, and especially for anyone 
who suffers from asthma, hay fever 
or other allergies. This removal of 
dirt and dust also means that 
drapes, rugs, upholstery and the 
like stay clean longer, with result- 
ant savings on cleaning and deco- 
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This story will help your 
room cooler prospect un- 
derstand the factors in- 


volved. 


rating bills for the homeowner. 

Since no windows need be opened, 
the use of a room air conditioner 
excludes outside noises, that are 
annoying during the day, and in- 
terfere with sleep at night. 

With some air conditioners, you 
can warm the room as well as cool 
it. Optional heating facilities are 
available on some units to supply 
all the heat required in the south- 
ern part of the country and for be- 
tween-season use in more severe 
climates. Such units can also be 
used to give control to a steam 
heated room in the coldest winter 
weather since, once the radiator is 
used to warm up the room the first 
thing in the morning, the unit will 
automatically maintain the desired 
temperature the rest of the day. 


Types of units available 

Room air conditioners come in 
two types: Console or floor units 
and window sill units. Window 
units, which normally serve just 
one room, are the most familiar. 
They are the box-like structure fre- 
quently seen extending 15 to 20 
inches outside the windows of 
houses or apartments. They are 
easily installed in double hung 
windows, and adjustments can be 
made for casement sashes and wall 
openings. 

Console models are built in larger 
capacities than window units and 
will air condition a large room or 
even several rooms. They are avail- 
able in either air-cooled or water- 
cooled types, with wood cabinets de- 
signed to harmonize with room 
decor. Air-cooled consoles must be 


located near a window or wall open- 
ing, but block little actual window 
space and require no parts protrud- 
ing outside the building. 
Water-eooled models may be 
placed anywhere in the room with 
the use of plumbing connections. 
Console models are also made with 
less expensive metal cabinets for 
locations where appearance is of 
secondary importance and for in- 
stallation in so-called remote loca- 
tions, i.e., in the basement to con- 
dition the living room, in the attic 
to serve one or more bedrooms, or 
in a closet to serve nearby spaces. 
Both window and console units 
have an advantage over centralized 
air conditioning systems in that 
they can be installed in existing as 
well as new buildings, and can be 
taken along when the occupants 
move. They are also lower priced. 
Window units range from $230 to 
about $500. Consoles begin at 
about $600. Electricity costs are 
figured at from $2 to $7 a month, 
depending upon unit capacity. 


Choosing the proper unit 

Air conditioning equipment is 
usually rated in terms of cooling 
capacity. For example, a “1 ton” 
air conditioner will deliver daily 
cooling capacity equivalent to the 
melting of one ton of ice in a 
twenty-four hour period. Window 
units are usually manufactured in 
four sizes, with nominal capacities 
from 1/3 to 1 ton. Consoles are 
made in capacities of 1, 1% and 2 
tons. The word “ton” has no con- 
nection with the weight of the unit. 

Choosing the proper room air 
conditioner to serve a particular 
room calls for more care than the 
selection of say, a radio, or even a 
TV set. While most people assume 
that a unit of a given capacity will 
air condition any room of a given 
floor space, the room’s size is only 
one of eight general factors which 
must be considered. 

The room area which a particu- 
lar unit can serve adequately may 
vary from 200 to as much as 600 
per cent, according to Herbert L. 
Laube, president of Remington 
Corporation and past chairman of 
the room air conditioning section 

(Please turn to page 105) 


Information in this article furnish- 
ed by the Remington Corp., Auburn, 


N. 
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Remote- 
Control 


for TV 


@ THE ELECTRONIC remote-con- 
trolled 27-inch television-radio- 
phonograph combination recently 
introduced to the trade by Crosley, 
embodies the Crosley “Picture Sen- 
try” circuit designed to eliminate 
interference and reduce manual 
control. 

Formerly the remote control of 
television sets was accomplished by 
push-button activation of small elec- 
tric motors, which operated the 
various controls on the receiver. In 
the new Crosley set, all the tuning 
components have been placed in a 

(Please turn to page 106) 


The remote-control unit for television provides a handsome end table match- 

ing the record storage unit at the other end of the sofa. The Crosley units 

will be available for fall delivery and make possible across-the-room control 

of a 27-inch television set, an AM-FM radio and three-speed record player 

The Crosley combination is the feature model of the 1954 line which the 
company has recently introduced to the trade. 
























































V.4.F. CHANNEL TUNING 
3-POSITION LOCAL DISTANCE SWITCH ——H—= 
U.KF. CHANNEL TUNING —— 
TONE CONTROL —— 
ON-OFF, VOLUME ——j 
CONTRAST 





CROSLEY ALL- ELECTRONIC 
REMOTE CONTROLLED 
TELEVISION - RADIO- PHONOGRAPH 

MODEL F 27-PDMUR 


TV, RADIO ( AM or Fm) 
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NARDA members discuss problems 
Of sales, credit and trade-ins 


@ TO WHAT ENDS will the leaders 
and members of the National Ap- 
pliance and Radio-TV Dealers As- 
sociation work in the period just 
ahead? This was the primary sub- 
jet,of discussion at the association’s 
mid-year meeting held in Chicago, 
June 28-30. 

Conclusions were made to work 
toward: (1) speeding the day when 
appliance and television franchises 
have meanings approximating those 
of the auto industry by dealers de- 
fining their loyalties and concen- 
trating their individual salespower 
behind one or a very few brands, 
' choosing them by the dealer-mind- 
edness of manufacturers and dis- 
tributor; (2) building the largest 
possible sales volume for that 


merchandise with harder-hitting, 
more creative sales effort; (3) en- 
couraging distributors to leave ser- 
vice to self-servicing retailers and 
independent service dealers; (4) 
favoring those manufacturers and 
distributors who channel all sales 
through the dealer; (5) urging 
manufacturers to set television 
profits on a par with those of ma- 
jor appliances, and (6) putting 
strong efforts behind the termina- 
tion of trans-shipping practices. 

In addition the dealers expressed 
intentions of continuing their ef- 
forts to persuade manufacturers 
to produce only one basic line of 
models a year, to support Fair 
Trade, and to have a_ universal 
parts warranty tag. 


‘Let's define our loyalties, 
—President Wallace Johnston 


by Wallace Johnston 


President, National Appliance Radio-TV Dealers Ass’n 
‘ Memphis, Tenn. 


@ THE YEAR is only half gone. We 
can still review our ‘accomplish- 
ments and our mistakes knowing 
it’s not too late to correct and re- 
direct our efforts as individuals, 
as an association and as an indus- 
try. 

The recession some predicted has 
not come, nor does it look like it’s 
coming much before the end of the 
second half of 1953. But one of 
its symptoms has reached our in- 
dustry prematurely and out of all 
proportion to its economic justifi- 


That is, save for a few 
north central areas, the combined 
tightening of credits and increas- 
ing of interest rates. The retreat 
of available capital from our field 
shows a marked lack of confidence 
on the part of many of our finan- 
cial leaders. Their retrenchment is 
far sharper than any 
risk. 

It is important to the sound 
firm’s survival right now that we 
merchandise ourselves to our fi- 
nance sources. We must sell the 


cation. 


increased 


Wallace Johnston 


between ourselves and 
those who sell without our type of 
facilities and integrity. 

We must give applicants for 
credit preliminary screenings on 
our own as evidence of our inter- 
est in sound finance and, further, 
we should join the bank in collect- 
ing from our delinquent accounts 
early in their delinquency. More- 
over, we should urge our distribu- 
tors and, in some instances, our 
manufacturers to assist us in ar- 
ranging a truer appreciation of the 
soundness of appliance and televi- 
sion financing by our 


difference 


finance 
sources. 

One of the 
abrupt ultra-conservatism is the 
sudden failure of a series of no- 
torious cut-price business houses 
in many parts of the country. The 
ability of a firm to operate on large 
volume and 
comes 


reasons for this 


margins be- 
doubtful when 
pressured sales turn into reposses- 


narrow 
suddenly 


sions, when a quick slump, even 
though momentary, strikes, or 
when the distributor balks at the 
cost of warehousing, delivering and 


ELECTRICAL SOUTH for AUGUST, 1953 





servicing for the firms which oper- 
ate on very low overhead and no 
further responsibility after the 
sale. 

Failure of these businesses is 
confirmation of NARDA’s Costs-of- 
Doing-Business Survey findings 
that the margin of profit for the 
appliance and television § deale) 
must be increased to where he can 
with the 
favored account on 
both the volume they 
siphon off with their pricing ad- 
vantage and a comparable profit to 
do the full, honest, sales and ser- 


compete builder or the 


equal terms! 


He needs 


vicing job our type of business re- 
continued customer 
good-will for our firms and our 
brands. 

This is the market during which 
the new television lines are being 
introduced, the earliest date for 
this, by the way, in recent televi- 
sion history. The manufacturers 
want us committed to their mer- 
chandise before competition can 
show its lines, and I don’t blame 
them. We’re going to have to sell 
television during the next few 
months with effort and good public 
relations. It’s going to cost us 
money to get these sales, so let’s 
not fail to pay particular attention 
to television 
buying. 


quires for 


profits in doing our 


Last week RCA Victor filed a 
request with the FCC for approval 
of its color television system based 
on the National Television Systems 
Committee standards which will be 
presented to the FCC perhaps next 
month. 

The publicity color will receive 
makes it imperative that you get a 
color set on your sales floor as soon 
as possible so customers can com- 
picture 

availability. 


pare performance, size, 
price and program 
Fortunately, at this same time, the 
new television lines 
include models of greater 
distinction, engineering originality 
and cabinet beauty and with larger 
When such a 
comparison can be made, I have 


being intro- 


duced 


picture tube sizes. 


great confidence that the customers 
will buy the black-and-white sets 
rather than wait until late 1955 
when a reasonable quantity of color 
television receivers may be avail- 
able priced for mass sale. 

Many television manufacturers 

(Please turn to page 106) 
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Price states dealerships must 
be built, not just franchised 


by H. B. Price, Jr. 
Vice-President, National Appliance & Radio-TV Dealers Ass'n 
Norfolk, Virginia 


OR THE MOST PART since World 
War II, our industry had a primary 
problem of producing merchandise 
The spotlight was on the factories 
and their capacities to turn out 


yoods—-yoods wanted in quantity 


by a non-diminishing horde of 
customers. 


The manufacturers, in their mad 


H. B. Price, Jr. 


scramble for material and plant 
capacity, in Many instances forgot 
the fundamentals that would pro- 
mote stability at retail level. 

The ability to produce goods has 
been expanded to a point where the 
aggregate output is fantastic. In 
short, that primary goal has been 
reached—-the demands met. 

Sometime later the center of the 
stuye was turned over to the dis- 
tributors and they have been fran 
tically franchising a dealer organi 
zation with the capacity to absorb 
the vast production potential. 

But at last they discovered you 
could not franchise enough dealers 
to get the job done franchising 
is the wrong procedure you have 
to BUILD dealers—merely giving 
them a franchise is not sufficient 

Just recently, the torch and re- 
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ponsibility of progress was tossed 
to the retailers—you and I are 
now Mr. Big of this industry. The 
retail 


to sell yoods to the ultimate con 


ability to move goods at 
sumer, is now the most important 
factor in this business. 

Where do we find ourselves’? 
lirst, the manufacturers can pro 
duce far more than we can sell 
the distributors have franchised too 
many dealers and our market has 
in the main been satisfied. 

Add to that the battle between 
the Titans of the industry and the 
present tightening policy with its 
resulting credit squeeze and you 
have both an interesting and chal- 
lenging situation. 

It is very easy to console our- 
selves with alibis and excuses based 
on the ills of our industry, but that 
would result in individual disaster 

What are you going to do, Mi 
Big, about this challenge? Quit! 
Go Broke! Or Go Places! 

Your answer is most certainly 
“Go Places.” All right, Mr. Spe- 
cialty Appliance Dealer, if. you are 
erious, you can only “Go Places” 
with a sales force and how far you 
yo depends on your ability to in- 
spire that group. 

Which brings me to my subject 

“How To Inspire a Sales Force.’ 
| think this subject can be divided 
into four elements 

First—You must like your busi 
ness. 


Second—-You 


Husiness., 


must know 
Cfhird—You must 
business 
Fourth—You must expand 
business 
On the subject of “You must like 
your business”—to be able to in 
must believe 


spire others, you 


wholeheartedly in your endeavot 
You must know what you want out 
of your business. You must enjoy 


every minute you spend on the most 
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exasperating details. If there is 
any doubt in your mind as to 
whether you should be in this busi- 
ness, the chances are you shouldn’t. 

If you are thoroughly adjusted to 
this business, you will not tire eas- 
ily and will be able to put in the 
long hours required of you. It is 
necessary that you keep yourself 
physically fit at all times. 

It is elementary that you like 
people, but in addition to that you 
must receive a deep and sincere 
satisfaction from seeing other peo- 
ple prosper and get ahead. 

You must enjoy sharing—no 
selfish individual can develop and 
hold the respect of others. 

Your personal morals must be 
stable and your standing in your 
community above reproach. Other- 
wise men will hesitate to follow 
your leadership. 

These pre-requisites often re- 
quire sacrifices. If you like your 
business, such sacrifices will be no 
hardship. 

You must develop.a positive ap- 
proach to the problems of your 
business, facing reality, yes, but 
striving constantly to find the 
greatest opportunity for your or- 
ganization’s growth and prosperity. 

No man ever succeeded with ex- 
cessive doubts as to his ability or 
future. Liking your work breeds 
confidence and accomplishment. 

To inspire a sales force “You 
must know your business.” 

Upon your shoulders rests the 
responsibility to master the funda- 
mentals of the science of selling. 
Please understand, selling is a sci- 
ence and the more you know about 
the elements and procedures in 
making a sale, the better equipped 
you will be to train others. 

Your knowledge of and ability 
to demonstrate your products is a 
must. To inspire a salesman’s con- 
fidence, you should have good prod- 
ucts that you personally are thor- 
oughly sold on. 

When you ask other men to fol- 
low your leadership, they have the 
right to expect you to know more 
than just how to sell. 

You must understand finance, 
service and customer relations. 

Your attitude to and treatment 
of your suppliers and their opinion 
of you in return helps to build 
stature for you. Remember, your 

(Please turn to page 107) 
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Heischaker says credit 
structure must be stron¢ 


by Joseph Fleischaker 


Director, National Appliance & Radio-T'V Dealers Ass’n 
Will Sales Co., Louisville, Ky. 


IT IS IMPORTANT that the finan- 
cial structure of our organization 
is strong enough to extend credit 
to our customers. Secondly, it is 
important that our manufacturers 
and distributors understand our 
problem so that their merchandis- 
ing policy be in harmony with the 
policy we have to offer. Their pol- 
icy must first embody good dis- 
counts, and I don’t mean marginal 
discounts. Secondly, their product 
must stand up under the normal 
wear and tear so that it is a ser- 
viceable product after the customer 
has finished paying for it. We then 
come into a field in which the dealer 
can extend the maximum amount 
of credit. I do not subscribe to the 
principles of Regulation “W” or 
any of the guided economic stran- 
gle holds which have been forced 
upon our industry and other in- 
dustries to regulate credit at peri- 
odic intervals during these last 
twelve years. I believe that you 
will agree with me, after I give 
you an intelligent analysis of how 
credit should be extended, that 
each deal should be taken upon the 
merit of the contract. 

After a customer has been sold, 
the following questions must be 
answered in detail: 1. His full 
name—not initials. 2. His age. 
Thereby hinges the important sub- 
ject of dealing with a minor or 
someone who is, by his or her age, 
not competent to make a contract. 
3. Is the person married? 4. What 
is the present address of your cus- 
tomer? 5. Is he a householder, a 
lodger or a boarder? 6. Does he 
own an automobile? 7. How long 
has he lived at his present address? 
From whom does he rent or from 
whom is he buying a house? Then 
the address of the party. Now 
comes a very important question. 
What is the former address of this 
customer, who did he rent from 
and what was their address? How 


long did he live at the former ad- 
dress? In our particular part of 
the country we ask the nationality 
because some of our people have 
better paying habits than others. 
Their residence phone number and 
their business phone number. We 
have now basically asked the ques- 
tions to determine their stability, 
based on present location, their 
former location and the general 
psychological questions that influ- 
ence the credit manager. 

The second part, the following 
questions are important: 1. Name 
of the firm you work for and its 
address, what position do you hold 
and how long have you been in the 
present position and what is the 
badge or clock number. So impor- 
tant and so necessary is this part 
of the contract that no piece of 
merchandise should be delivered 
without definite verification of all 
these questions. Another part of 
this contract, you should find out 
the firm’s business and, if at all 
possible, the name of the foreman, 
superintendent, steward or depart- 
ment manager. A _ good control 
should also include the name of the 
former employer and how long the 
person worked for that concern. 
Now, you have two legs in which to 
base your credit. Your next ques- 
tion is the wife’s name, where she 
is employed and how long she has 
been employed in her position. That 
further adds stability to your con- 
tract. We are now going to put the 
third leg urder our credit table and 
these questions must be answered. 
The name of the husband’s parents 
and their address and the name of 
the wife’s parents and their ad- 
dress. You should also include the 
question, the name of someone who 
has had an account with you before 
and their address. That will very 
often help you avoid a skip. An- 
other important question is if a per- 
son has had an account and if it 1s 
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paid out, how long since it has been 
paid out? Your date must be put 
on the contract to make it legal and 
how long you have lived in a par- 
ticular city or county. To round 
out this last series of questions you 
should ask who recommended them 
to your store, if possible, by asking 
their name and address. The fourth 
leg of our table, as in all construc- 
tions, must be our strong leg. You 
must ask them, number one, for 
definite credit and bank references 
and, when you ask for bank refer- 
ences, be sure to include branches, 
savings, loan or checking account. 
When you ask for business refer- 
ences, ask for the account number 
if possible to help your credit de- 
partment expedite the information. 
The salesman must then list the ar- 
ticle purchased with the model num- 
ber and stock number, explaining 
the price, the interest fee or carry- 
ing charge, any warranty charges 
and everything that they are re- 
sponsible or contracting to pay for. 
You then have to ask and explain 
your trade-in allowances and put 
that on the contract. Your agreed 
deposit in cash or c.o.d., and now 
we are at the threshold where 
credit really begins. It is important 
that the terms be made weekly or 
bi-monthly. My firm and myself are 
dead set against monthly payments 
which I will explain a little later 
on. The customer must definitely 
know the day and date when his 
payments start and you must tell 
him exactly what the delivery in- 
structions must be to the date when 
he can expect the product in his 
home. At that time you will then 
ask him for a personal referenve 
and tell him that you have now com- 
pleted a bona-fide contract which 
he will seal with his signature in 
his name, or, if his wife is buying 
it, in her given name. That con- 
tract should then be turned over to 
the credit department for investi- 
gation. 

This is only the beginning in ex- 
tending retail credit to your cus- 
tomer. Once the article has been 
approved and delivered it is neces- 
sary for you to send out to the cus- 
tomer by mail, a book or a coupon 
book showing their correct pur- 
chase price less down payment and 
trade-ins and explaining again on 
black and white the customer’s con- 
tractual obligation to your firm. 


Your problems have not ended. You 
must then be ever watchful that the 
customer makes the payments as 
agreed and if he misses one week 
on a weekly payment or two weeks 
on your bi-monthly payment, he 
should receive a letter reminding 
him of his obligation to pay for the 
product purchased. Delinquencies 
must be followed up in a series of 
strong simple letters and by the end 
of sixty days, if no payment has 
been made, it is your duty to go out 
and repossess the merchandise. 
There are different theories on re- 
possessions but it is my personal 
belief that you must be firm, stead- 
fast, courteous and intelligent so 
that the products that are not being 
paid for are back on your floor, put 
in re-salable condition and sold once 
again. The manufacturers obliga- 
tion in this type of operation 1s 
very important. He must have a 
product that will stand up and give 
service and then comes the big bug- 
aboo that is troubling our industry. 
He must not change his models so 
often that the product becomes old 
and out-moded before the customer 
has real equity in his purchase. 

Credit and its extension is a 
sacred trust that must not be given 
promiscuously or dealt with hap- 
hazardly. My firm has dreamed 
dreams and fought to achieve them. 
Many have been realized and others 
remain goals of the future. We are 
not the ones to measure our prog- 
ress. We live too close to daily 
events. What we are and what we 
are doing is determined in the 
minds, lodged in the hearts and re- 
flected in the eyes of those who 
know us. We can but hope that we 
have built well, for the day for 
which we have built is here. 


Nays outside selling 
sreater profits key 


ENERGETIC OUTSIDE SELLING is a 
prime factor in building profitable 
sales, affirms George Bates, presi- 
dent of the Memphis Retail Appli- 
ance Dealers Association. Speaking 
before the Salesmaking session, Mr. 
Bates pointed out that the found- 
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ing of our country was due to the 
efforts of outside salesmen. “In the 
very beginning the merchants of 
London, looking for new markets 
and an opportunity to expand their 
business, recruited and financed ex- 
peditions to what was then a new 
world, and from those expeditions 
came this great country of ours 
_,. Nothing attains any real value 
until someone sells it to a con- 
sumer who puts it to a practical 
use. Whether it be a battleship, 


George B. Bates 


skyscraper, automobile, refrigera- 
tor, or toothpick, anything that 
is used in our efforts to live on 
this earth must be manufactured, 
and then sold by someone to the 
ultimate user. We are going to 
prosper only as well as the selling 
force of America is developed to 
enthusiastically sell the production 
of our country.” 

President of the Home Equip- 
ment Co., Memphis, Mr. Bates has 
spent much time in working with 
outside selling crews, which he 
rates as a Vitally important section 
of his retail selling staff. “We are 
convinced that a well informed, 
energetic, enthusiastic outside sell- 
ing force is the answer to increas- 
ing net profits. We have found that 
you can get a much better price foi 
your product when you visit a cus- 
tomer in his or her home than you 
can if they are in your store.” 

Mr. Bates went on to develop the 
main points he has found impor- 
tant in training outside salesmen 
to produce effectively. He laid great 
stress on the significance of devel- 


91 





oping loyalty among salesmeu. 
“This is the greatest weapon of a 
strong sales force in a highly com- 
petitive market, and is something 
that is not in their sales kit — the 
loyalty that the individual sales- 
man has for his company, and his 
fellow salesman,” stated Mr. Bates. 
“Many major accounts have been 
switched, many a sale has been 
made because a salesman in a com- 
petitive field, with competitive 
products, has as his inner weapon 
a terrific loyalty that he made the 
prospect feel.” 

Concluding his discussion, Mr. 
Bates summed up, “There is a lot 
of hard work ahead for anyone who 
undertakes to build an outside sell- 
ing organization, but the satisfa 
tion of seeing an overall sales in- 
crease, and seeing your men work- 
ing toward a better way of life for 
themselves and helping others is 
great. There is no greater reward 
than to have a man come to you 
and know nothing about selling, and 
see him, as a result of your train- 
ing, become a successful salesman. 
You know that you have not only 
helped to strengthen your company. 
but you have done your bit toward 
keeping America the greatest 
country in the world.” 


Wellons points out 
small dealer needs 


SPEAKING IN BEHALF of thou- 


sands of small retailers in the 
appliance industry, William Wel- 
lons of Dunn, N. C., declared that 
sound business operation with sat- 
isfactory net profit as a result will 
rightly come to those small retail- 
ers who employ good business 
practices plus the principle of the 
Golden Rule. Mr. Wellons spoke 
before the Salesmaking session of 
the meeting. 

“The methods of securing busi- 
ness for the appliance-TV retailer 
may vary in different localities but 
the fundamental principles of good 
business do not change. The basic 
method of successfully securing 
this business is the hard-slugging, 
intelligent planning of the operator. 
What the appliance industry needs 
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Is not big operators, but great op- 
erators with civic pride and inter- 
est in their customers. Follow the 
Golden Rule, leaving something in 
every home besides the appliance 
or TV set; leave something like re- 
spect, admiration, genuine friend- 
ship that results from a respecta- 
ble business transaction honorably 
transacted. 

“IT welcome any appliance dealer 
to come into our town and operate 
a retail business,” continued Mr. 
Wellons, “as long as he sells at a 
retail level and operates on a clean 
competitive basis. The more appli- 
ance dealers we have the more 
appliances we will sell. Small busi- 
nesses operating on a clean com- 
petitive basis will increase the prof- 
its of the operators already in the 
community.” 


Nays concentrate 
on limited line 


“APPLIANCE DEALERS throughout 
the country have shown an increas- 
ing desire for strengthening the 
relationship between themselves 
and their sources of supply. The 
significance of franchises has be- 
come weakened through misuse 
and indifference during the past 
decade. The business charter that 
once gave great stability and order 
to the Appliance Dealer business 
has tended to diminish in value,” 
stated H. A. Warren, manager-dis- 
tribution, Major Appliance Div., 
General Electric Co., Louisville, 
Ky. 

“The values of the proposition 
incorporated in the franchise are 
contingent upon the individual and 
voluntary contributions of each of 
the parties to the agreement. These 
contributions must be made on a 
continuing basis and must be har- 
monized and synchronized with 
overall plans relating to national 
advertising, sales training, product 
promotion, and so forth. 

“In light of the fact that the 
major appliance industry is pres- 
ently in the state of deep re-adjust- 
ment, franchises will assume criti- 
cal importance in the future. The 
elements for an ideal business re- 


abundantly 
available in major appliance fran- 
chises, if only dealers, distributors 
and manufacturers make the effort 
to re-establish the intent and the 
integrity of 
charters. 
“Another challenge to the indus- 


lationship are _ still 


these commercial 


HM. A. Warren 


try is to appreciate that there is 
immensely more efficiency — and 
subsequent profit for dealers if 
they concentrate upon a limited 
line of manufactured goods, rather 
than to disperse and dissipate 
their individual efforts by attempt- 
ing to be all things to all people.” 


Alter visualizes 


survival of fittest 


ECONOMIC THINNING OUT should 
eventually reduce appliance manu- 
facturers to only about ten impor- 
tant companies, stated Harry Alter, 
president of the Harry Alter Co., 
Chicago, Ill., as he addressed 
NARDA members regarding “Deal- 
er-Distributor Relations.” 

“Some clear thinking on the part 
of all segments of the industry 
might improve the lot of everyone 
in it. Passing the buck accomp- 
lishes nothing —the post-mortem 
alibi is a sheer waste of time.” 
Mr. Alter made close scrutiny of 
existing ailments in the appliance 
industry, and listed major existing 
weakness of problems as follows: 
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1. There are too many manufac- 
turers, too much production, too 
many distributors, and far too many 
dealers. And not a thing can be 
done about it except the workings 
of the oldest law of nature, “Sur- 
vival of the fittest.” 2. There is 
too much price cutting by too many 
dealers. Price cutting on big ticket 
items is too easily disguised by the 
“trade-in allowance” subterfuge, so 
that fair-trade price maintenance 
seems like an impossibility to me. 
3. Everyone is trying to load-up 
everybody else. The factories cram 
it down the throat of distributors; 
they in turn try to load-up the deal- 
ers on the theory that if he is over- 
stocked he can’t buy from competi- 
tors and so he'll have to cut prices 
to unload and pay his bills. 4. All 
retail advertising and sales cam- 
paigns too often feature “lowest 
prices,” or “bigger trade-in allow- 
ances,” or “‘no money down,” or “25¢ 
a day,” or “free installation,” or 
“free premiums’’—or just outright 
discount offers. Seldom do we see 
ads in our daily papers telling a 
product feature story—-why some- 
one should buy the product. 5. The 
dealers and distributors are usually 
of the frame of mind that the only 
business is from someone who is 
about ready to buy. 

Mr. Alter advocated that “left- 
handed dealers,” who sell other lines 
of merchandise as principal lines 
and carry appliances and TV _ in 
their left hands, get out of the busi- 
ness soon. Economic laws. will 
sooner or later force such dealers to 
an awareness that they can’t make 
it. Likewise, manufacturer and dis- 
tributor ranks are thinning with 
increasing mergers, consolidations 
and acquisition by purchase. Mr. 
Alter continued, “You'll eventually 
see in this country about ten 
big name complete line National 
Brands, with all others either out 
of the picture or relegated to a posi- 
tion of unimportance. 

“As dealer ranks thin out, and as 
manufacturer lines of products be- 
come broader and more complete, 
the day of full line and exclusive 
dealerships will not be far off. 
Smart dealers will start shaping 
their affairs for the day when they 
will become exclusive dealers of one 
complete line, obtaining along with 
such franchise reasonable territory 
protection.” 

Such realignment will not reduce 


the element of competition in the 
appliance industry, Mr. Alter stated, 


» any more than exclusive franchises 


have eliminated competition in the 
“We'll always 
have price competition. [| am con 


automobile industry 


fident that to a great extent better 
selling will improve profit margins 
for those dealers who have exclu- 
sive and protected full line dealer- 
ships. Not only can you do better 
selling but you can again resume 
creative selling. Probably the one 
thing that this industry is in most 
need of is “creative selling.” 


(rive cooperation 
if you expect it 


APPLIANCE DEALERS should ex- 
tend cooperation to suppliers, em- 
ployees, and credit companies, in 
order to feel justified in expecting 
cooperation in return, stated Al 
Robertson, NARDA director from 
Oklahoma City, Okla. Mr. Robert- 
son went straight to the mark in 


Al Robertson 


outlining five important points of 
critical self-examination that he 
urged appliance retailers to adopt, 
in his talk on “Those Little Things 
That Count,” presented to an early 
morning breakfast session at the 
Mid-Year meeting. 

Briefly, Mr. Robertson advised 
dealers: 1. Know when and how to 
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suy NO. There is no virtue in gi 
ing along with an undesirable busi 
ness arrangement, relationship, o1 
bargain, when ae clean-cut NO 
would eliminate the necessity 2 
Avree agreeably. There’s an art to 
saying YES the right way—will 
ingly, not grudgingly; enthusiast! 
ally instead of with rancor 
There’s an importance to religion 

not only the church kind, but sin- 
cere belief in and practice of good 
business, alone, and with fellow re- 
tuilers in the community, and trade 
associations. 4. Depend on others 

your suppliers, your employees, 
vour credit companies but extend 
to them the kind of cooperation 
that earns you the right to depend 
on them. 5. Practice a positive, 
cheerful and confident attitude 
Taking the positive point of view 
ix a step in overcoming any prob- 
lem 


Points out need for 
trained salesmen 


MANUFACTURERS MUST join hands 
with retailers in training salesmen, 
stated Fred Kaiser, vice-president 
of the Detroit-Michigan Stove Co., 
Detroit, as he addressed a luncheon 
session of the NARDA mid-yea) 
meeting. 

“Since the turn of the century 
management has focused its atten 
tion on greater efficiency and lowe) 
cost in its production departments 
Time has come when similar atten 
tion must be focused on its distribu- 
tion departments so that greate) 
efficiency and lower costs per unit 
can be obtained. Salesmen today 
must be trained to do their job 
more effectively and efficiently and 
the organization behind the sales- 
men must be trained to do its job 
without placing additional burder 
upon the individual salesman. 

“It is most important that the 
manufacturers make available to 
the retailer, salesman and dealer, 
a complete training service on the 
products made by the manufac- 
turer. The problem confronting all 
of us today is that of keeping our 
sales volume in step with our great 
capacity to produce. If we are to 
enjoy a continuing prosperity, it 
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will have to be done through the 
selling effect and sales departments 
of every organization.” 

Mr. Kaiser looked back through 
recorded history to recognize the 
19th century as the era of the in- 
ventors. “It was during this cen- 
tury that the steam engine, sewing 
machine, telephone, wireless, auto- 
mobile, and many other inventions 
were made. With the dawn of the 
20th century began the era of the 
production genius. It was through 
the talents of these men that the 
inventions of the 19th century were 
put into mass production, thereby 
bringing prices down to where 
many could enjoy the conveniences 
which we today expect as common- 
place necessities. Now we are en- 
tering a new era in the economic 
history of this country, and I am 
sure that the second half of the 20th 
century will be known as the era 
of the Salesmen.”’ 


Says freezer sale 
food plan in self 


FOOD FREEZER SALES can be im- 
plemented best when Mrs. America 
is sold on conveniences made pos- 
sible by food freezers in the home, 
according to Joe Lydon, F & H 
Power & Appliance Corp., Peoria, 
Ill. Discussing the subject “Our 
Freezer Sales Are Just Beginning,” 
Mr. Lydon advised his audience that 
unethical salesmen who sought to 
get rich quick selling so-called 
freezer-food plans on “savings, sav- 
ings, savings—savings alone” didn’t 
scrape the surface of the potential 
market. Reliable appliance dealers 
are faced with the imminent need 
to educate the customer as to what 
the food freezer can bring into her 
home. “Everyone of you who sells 
a freezer sells a ‘food plan’”’, stated 
M. Lydon, “because my definition 
of a freezer food plan is merely a 
100 per cent selling job on the uses 
and advantages that a freezer pro- 
vides, whether we furnish or finance 
the initial supply of foods or not. 

“Let us look for a moment on 
what the food plans can do for Mrs. 
Consumer: Number One, it enables 
her to buy a large quantity of per- 
ishable foods, at a discount. This 
anyone can do if they have the 


money to buy large quantities. 
Number Two, it enables her to buy 
large quantities of fresh fruits. 
vegetables, poultry, etc., when they 
are in season, or from roadside 
stands, or direct from the grower, 
at their peak of goodness and at 
their very lowest prices. Again any- 
one can do this if they have the 
money to buy. Number Three, it 
offers her more spare time, more 
conveniences such as easier pre- 
paration of foods, a minimum of 
shopping trips, plan-overs instead 
of left-overs, holidays from the 
kitchen on holidays, and the secur- 
ity of knowing an abundance of 
food is at hand in any emergency. 

“Not one of these three advant- 
ages of the food plan can possibly 
be accomplished without the ob- 
vious function of the food freezer 
itself—so it is not the magic of 
any company’s buying power, not 
the magic of any finance plan, but 
merely the inherent advantages and 
uses of the food freezer itself, that 
makes a food plan possible. 

“We are at the point of 12 per 
cent saturation today in the freezer 
industry, past the pioneering stage, 
and in that lucrative era of rapid 
expansion. But, unlike the obvious 
advantages of the washing machine, 
the television set, and similar ap- 
pliances, the advantages of the food 
freezer still must be pointed out to 
Mrs. America. This requires sell- 
ing. Selling, as you may know, is 
the wonderful American art that 
has been so often replaced by that 
substitute called ‘price cutting’.” 


Mast sell freezer itself 


“IT repeat, in selling freezers, 
whether we furnish the initial sup- 
ply of food or not, we must do a 
100 per cent selling job on the uses 
of the freezer itself. This work can 
only be accomplished by a _ well 
planned sales presentation. 

“The fly-by-night Sharpie Sales- 
man sold his freezer food plan by 
dwelling on savings, saving, savings 
—savings alone. I can report to you 
from my experience that the most 
important factor which causes Mrs. 
America to buy a food freezer is 
not savings but convenience. 

“The chief reason Mrs. America 
wants the food freezer is because 
she has been shown all the wonder- 
ful conveniences; the savings the 
freezer effects merely justifies her 


purchase. First we must make her 
want it, and then justify her pur- 
chase through savings.” 

Mr. Lydon went on to discuss 
selling techniques that he and his 
organization had found particularly 
effective in demonstrating and sell- 
ing home freezers. He reaffirmed 
his conviction that home food freez- 
ers are the biggest bonanza that 
ever hit the appliance business, and 
concluded with an urgent plea for 
NARDA dealers to make full use of 
the possibilities. 


Cites water heater 
sales opportunities 


“THE ACCEPTANCE in the Ameri- 
can home of the automatic sequence 
washer having grown to the point 
where there are now more of them 
sold than of the conventional wash- 
ers, and with the chances that they 
will become practically universal in 
American home laundries, makes it 
imperative that an adequate water 
heater be installed in the home 
wherever such a washer is in- 
stalled,” C. Edwin Bartlett of the 
Ruud Manufacturing Co., stated. 

“There is plenty of testimony 
from home economic departments 
of our colleges, laboratories of au- 
thority, and from the American 
Home Laundry Manufacturers’ As- 
sociation’s laboratory, that higher 
temperatures of hot water must be 
furnished to do a good laundry job 
from the standpoint of cleanliness, 
sanitation and maintaining the 
whiteness of the fabrics. 

“It can be asserted that from a 
standpoint of supplying adequate 
temperatures and quantities for au- 
tomatic washers, the vast majority 
of water heaters now installed in 
American homes are obsolete, and 
they have to be replaced by modern 
water heaters if the washers are to 
give performances anywhere near 
their capabilities or to deliver the 
convenience the housewives expect. 

“Such modern heaters are avail- 
able and the dealer who sells a wash- 
er only, without seeing that it is 
supplied by an adequate water 
heater, is overlooking a sales op- 
portunity of first magnitude.” 
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Johnston cites need for strong 
inventory control by dealers 


by Wallace Johnston 


President, National Appliance & Radio-TV Dealers Ass'n 
Memphis, Tennessee 


BEFORE GOING into the appliance 
business 21 years ago, I had been 
with a credit company for four 
years, and had a lot of experience 
seeing retail dealers operate in the 
installment field. I had the experi- 
ence of seeing, first hand, dealers’ 
problems of getting enough money 
together to operate on, to buy back 
repossessions and keep their fami- 
lies fed and clothed. From these 
experiences, I learned a lot about 
retail operating before I dived into 
business myself. 

The time has come when a dealer 
should take inventory of himself 
and see what his own finance con- 
dition is. He should analyze his 
quick assets to see that he has 
ready cash or liquidity the same 
as cash to fall back on should he 
have a drop in his business for a 
90 day or 180 day period. He should 
think of who he has that he could 
go to if he needed to borrow money 
quickly. 

I have made it a practice to see 
my banker and my finance man 
every 90 days, to learn what the 
trends are in retail business, the 
overall economy — and their sug- 
gestions or ideas which can be of 
help to me. I learn from the banker 
that he loans money to the manu- 
facturer, to the distributor, to the 
dealer, and then to the consumer 
who buys the goods. He is a part- 
ner with each segment of the appli- 
ance business and he knows more 
about the retail appliance business 
than you realize, and can give you 
good sound advice in the operation 
of your business. I know how much 
I can borrow from him before I 
need it. I look on him as a real 
partner because he is in the boat 
with me helping me to better serve 
by customers. Seeing him regu- 
larly pays wonderful dividends be- 
cause each time I have gone to 
borrow money it was there without 
any hesitation or any question, be- 


cause of our close 
through the years. 

’ Likewise I see my auditor each 
90 days, because I always learn 
from him what I can do to keep 
straight with Uncle Sam, and also 
what I can do to save taxes. A lot 
of dealers say they have a good 
bookkeeper and don’t need an audi- 
tor. I disagree with them, because 
I believe a good auditor can more 
than save a dealer the amount of 
his fee. An auditor can analyze 
your operation and give you a 
breakdown of your operation so 
that you can see what items are 
profitable and which are not. 

A lot of dealers do not keep good 
enough records because they are 
scared to take a look at their assets. 
They’re scared to face facts and 
see where they stand, where they 
are going, and how to get there. 

A dealer should study his inven- 
tory and not carry beyond a 30 day 
supply of any product. We are re- 
tailers, not warehouses. It it the 
distributor’s function to carry the 
inventory to supply the dealer. | 
think that this is the place where 
good management comes to the 
forefront to know what to buy; 
how to buy; what NOT to buy! 
And when you guess wrong and 
have it in stock too long, DO some- 
thing about it. It’s your money, you 
are the boss; start to get action 
to move it. Each month that I go 
over my operating statement I also 
personally check my inventory to 
see what is in stock more than 60 
days and then I do something about 
it. I don’t pass the buck or ask 
someone else to do it. I do it my- 
self; it’s my money and my job, as 
the boss. 


relationship 


So much for the dealer’s finan- 
cial situation, now what about his 
financing or term sales. It is the 
dealer’s responsibility to establish 
his own credit policy. In setting 
up his credit policy he should get 
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advice from his finance company, 
or the bank, on the basis on which 
they will buy or handle his paper 

A dealer is kidding himself if he 
is not 100 per cent honest in giving 
facts to the finance company on 
every deal he offers them. The 
manner in which he gets informa- 
tion on the credit blank has a lot 
to do with the reaction of the 
finance company to the deal. Too 
many dealers offer gimmicks or sell 
terms, and put more stress on this 
than they do on selling appliances. 
No wonder then that the finance 
company holds back 2, 3 or 5 per 
cent off the face of the contract. 
When capital is lacking in a deal- 
er’s financial statement or when 
the dealer does not give good ser- 
vice within the warranty to his cus- 
tomers the finance company holds 
back their advance as a protection 
to themselves or a reserve to get 
the dealer to fulfill his obligation. 

Most finance companies or banks 
will buy openly from a dealer in 
ratio to 5 to 1 of his net worth. 
Say a dealer has a net worth of 
$20,000 then the average finance 
company will take up to $100,000 
worth of paper from the dealer but 
when they get this amount they 
feel they are extended far enough 
and then they begin to tighten up. 
In other words they buy only Al 
credit risks, or deals where they 
are looking solely on the customer’s 
credit and not on the dealer’s abil- 
ity to repurchase. 

I think the dealer should go over 
his past due finance accounts with 
the finance company at least twice 
a month and check with the sales- 
man who made the sale, and in- 
quire about the service on the ap- 
pliance, to learn all he can about 
the delinquency. In this way he 
learns a lot about his business, and 
in many cases where he gets too 
many bad accounts from one par- 
ticular salesman he can analyze 
this salesman’s faults and correct 
them. 

Right now deflation appears def- 
initely to be taking over from in- 
flation. Inflation for 12 years has 
been the dominant force; deflation 
is Just a memory. 

Cash on hand will seem more and 
more important, and debit will seem 
more of a burden. Money, in terms 
of what it will buy, will gain in 
value. Inventories that often were 
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a source of profit as prices rose will 
tend to be a source of loss as prices 
decline. The buyer will climb back 
in the saddle; will postpone many 
purchases in the belief that prices 
will go down rather than up. Cost 
increases will be more difficult to 
pass on to the buyer. The costs of 
doing business, so long ignored, will 
again become a price factor in any 
successful business. Efficiency will 
reap a dividend, inefficiency will in- 
cur a penalty. Profit margins are 
going to be harder to maintain be- 
cause in deflation, as in love, some- 
body loses, somebody wins. I firm- 
ly believe the changes taking place 
are healthy for our economy, and 
amount to nothing more than a 
levelling off process. 


Make salesmen 
trade-ins partner 


MAKING PARTNE’S of salesmen 
puts trade-in transactions on the 
plus side of the ledger, stated 
Charles H. Jett, Jr., Jett’s Appli- 
ances, Lexington, Ky. Speaking to 
the Management session of the 
NARDA meeting, Mr. Jett told 
fellow dealers that partnership ar- 
rangements on trade-in transac- 
tions, with 50-50 split of either 
profits or losses, had netted whole- 
some profits for both the business 
proprietors. and the salesmen. 

Jett’s Appliances has made use 
of the partnership arrangement 
since 1935 with the exception of 
the year 1951 and half of 1952. 
Mr. Jett stated, “Looking back at 
that period, I wonder why it took 
me 18 months to realize the store 
could not afford to own all the 
trade-ins.” 

Referring to his experience over 
the years, Mr. Jett explained the 
good and bad points of his own 
firm’s partnership deal: The sales- 
men are on their own and trade 
with confidence; they sell harder to 
get the trade-in at the right price: 
they never feel the store is not 
giving them enough trade-in allow- 
ance; they never want to give a 
discount; they take pride in mak- 
ing money out of the trade-ins: 
they watch and keep their trade- 
ins moving. Objections were: they 
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will miss a deal now and then trvy- 
ing to trade too low; they will sell 
a used appliance on some occasions 
when they should sell a new one. 


Pleads for dealer, 
distributor alliance 


MANY PEALERS ignore distribu- 
tor salesmen’s efforts to help them 
better themselves, their store, their 
displays, or their selling force—and 
then complain because the salesmen 
try to sell them merchandise, Rov 
O'Sullivan, distributor salesman for 
Peirce-Phelps, Inc., Philadelphia, 
stated. 

Taking up the case of distributor 
salesmen as a broad category, Mr. 
O’Sullivan painted a word picture 
of Mr. Average Appliance Dealer, 
as he looks to the distributor sales- 
man, graphically illustrating the 
fact that many average dealers 
make no attempt to better them- 
selves, their stores, their displays, 
or their selling force by taking ad- 
vantage of selling helps offered by 
the distributor’s salesman. He then 
declared “The majority of distribu- 
tor salesmen want more than any- 
thing else for dealers to be success- 
ful—he and his company are suc- 
cessful only to the extent that deal- 
ers are. His suggestions are offered 
from his experience and knowledge 
only to help dealers move, profit- 
ably, his merchandise or his com- 
petitors. It is the exceptional deal- 
er who uses the facilities of the dis- 
tributor as he should.” 

Making a plea for closer working 
alliances between dealers and dis- 
tributor salesmen, Mr. O’Sullivan 
urged that successful dealers hold 
meetings on a regional basis for the 
purpose of explaining NARDA’s 
comprehensive Costs - of - Doing - 
3usiness studies, in order to help 
the average dealer to operate more 
efficiently and at the same time 
realize that retailing involves basic 
costs that cannot be eliminated out- 
side of bankruptcy. He further 
urged NARDA members, “Enlist 
the support of your distributors 
with NARDA, as well as your dis- 
tributor salesmen. If the distribu- 
tors’ salesmen will do their part 
and some of the Mr. Average Deal- 
ers will do theirs, we will all have a 
healthier and happier business.” 





Robert F. Mewhbouvne has been 
added to the sales staff Emerson 
Radio and Phonograph Corporation, it 
has been announced by Davii J. Hop- 
ins, director of sales and advertising. 
Mr. Mewbourne’s duties in his post as 
regional salesma) wil 
and merchandisi: with 
distributors in 


comprise sales 
Emerson’s 
Georgia, 


Robert F. Mewbourne 


northern Florida, western Tennessee 
end southern Louisiana, under the di- 
rection of Roger Brown, Emerson’s 
southern sales manager. 

Mr. Hopkins pointed out that Mr. 
Mewbourne brines Emerson distribu- 
tors and dealers in his territory the 
benefit of sixteen years of specialized 
merchandising ability and experience 
Since 1936, he has been active in the 
manufacturing, sales and merchandis- 
ing phases of electrical and electronic 
appliances. 

o 


John A. Andrews has been ap- 
pointed sales development manager of 
the Electric Housewares Division of 
Landers, Frary & Clark, S. G. Fisher, 
sales manager of that division has an- 
nounced. Mr. Andrews has been asso- 
ciated with the company in various 
capacities for fourteen years, except 
for service in the Navy during World 
War II. He has most recently been 
the electric housewares division dis- 
trict manager in Houston, Texas. 

Mr. Andrews’ appointment was made 
to replace Robert A. Beyers, who re- 
tired July 1 to engage in his own bus- 
iness in Dallas, Texas. 


Recently appointed director of mar- 
keting of the A. O. Smith Corp. is 
J. H. Brinker, who has been assistant 
executive in charge of distribution. 
His activities include direct supervi- 
sion of advertising and sales promo- 
tion, of exhivits and displays of com- 
peny products and of the market 
analysis department. Mr. Brinker has 
been with A. O. Smith since 1947. 


2 
Appointment of Faison S. Kuester 
of Charlotte. N. C., as a district rep- 
resentative for Republic Steel Kitch- 
ens was announced recently by Berger 
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The appointment of Paul A. Wass 


mansdorf as advert gon iver of 
ACEY e General Electric Major Appliance 
Division has been announced by J. F. 


NicBride, manager of marketing 





Manufacturing Division of Republic 
Steel Corp., Canton, Ohio. 

Mr. Kuester will establish aistribu 
torships for Republic Steel Kitchen 
throughout North Carolina. Sout!) 
Carolina, Georgia, Florida, Alabama, 
Louisiana, eastern Tennessee and 
southern Mississippi. 

With several other newly appointed 
district representatives, Mr. hKueste: 
recently completed an intensive and 
specialized training program in Car 
ton. 

Mr. Kuester began his sales caree) 
in 1935. Since then, he has had wide 
experience with major appliances as 
x manufacturer’s agent and a dis 
tributor. 


Appointment of Louis D. Stull, fo: 
che past 10 years western division 
manager for Apex Electrica! Manu 
facturing Co., as national sales man 
ager for Apex automatic washers and 
driers, was announced in Cieveland 
vecently by A. C. Scott, vice president 
in charge of sales for Apex. 

Fred S. Fenton, Jr., veteran west 
coast appliance sales executive, will 
succeed Mr. Stull as western division 
manager. 

In his new capacity, Mr. Stull will 
transfer to Apex’s national headquar- 
ters in Cleveland. Mr. Fenten will 
maintain offices in the Western Mer- 
chandise Mart Building, San Fran- 
cisco. 

Mr. Stull was affiliated with the 
San Francisco regional office of the 
Frigidaire Sales Corp., before joining 
Apex 10 years ago. 

For 25 years western division man- 
ager for Easy Washing Machine Corp., 
Mr. Fenton leaves retirement to man- 
age Apex’s western division activities. 


New sales appointments were an 
nounced recently for the Thomas & 
Betts Co., by Edward C. Hewitt, gen- 
eral sales manager. 

Myron Bielat was named to the 
sales staff of the company’s Chicago 
office, where he reports to H. C. Moses, 
Jr., district manager. 

Billy R. Connor replaces Hugh Hol- 
combe in covering the North Carolina 
area. He reports to Fred Shepard, At- 
lanta district manager. 

Samuel S. Jett, Jr., was assigned to 
cover the Virginia area except for 
Danville and Fairfax Counties. He re- 
ports to Don Wildauer, Philadelphia 
district manager. 

Mr. Connor serves Danville County 
and Edward I. Osborne, Baltimore- 
Washington sales representative, cov- 
ers Fairfax County. 
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He succeeds John G. Porter, who 


been named inager of the Gen 


eral Electric Home Bureau. 


Appointment of Wilbur C. (Bill) The Home Bureau positi 
Jones advertising manager of The 
Hoover Co., was announced recent) 
by H. W. Hoover, Jr., executive 
president 
Mr Jones has beer mercna 
anager of home laundry e 
and kitchen appliances at 


1. Wassmansdort 


Port 
Ko wk, 

eether with } it job as man 

ager of contract s: . 
Both Mr. Wassmansdorf and Mr. 
Ww. €. Jones Porter joined the company in 1934 and 
have had extensive experience in ad- 
Ilome Appliances, South Bend, Ind. vertising and sales promotion work. 
He succeeds Leo P. Corcoran, who has Before the war, Mr. Wassmansdort 
resigned to accept other duties vas advertising manager of the Plas- 
At the same time Mr. Hoover an- ties Division at Pittsfield, Mass., ana 
nounced that the company’s advertis- trom 1945 to 1949 he was in charge 
ing department. which for many years ; advertising and sales promotion 
has been located in Chicago, is being for several small appliances at Bridge 
moved to the company’s headquarters 
ut North Canton. Leo Burnett Com- 
pany, Inc., Chicago, continues to han 
dle the account with James Love as 
account executive. ‘ising for the G-E Electronics Depart 
ment at Schenectady from 1942 until 
a 1945, when he was transferred to 
Bridgeport as manager of small ap- 


Frank W. Wehrheim has been ap , 
; . pliance advertising and sales promo 
pointed general sales manager of Ap- 
pleton Electric Co., Chicago, according 
an announcement by Edward A. 
Murray, vice-president in charge of * 
sales. o , Robert L. Miller has been appointed 
Since January, 1952, Mr. Wehrheim sales training specialist for Amana 
has been sales manager of the Ele Freezers in the firm’s south central 
trical Fittings Division. Associated division, it was announced recently by 
with Appleton for 33 years, Mr. Ww. J 
Wehrheim has served in various ca sili eae 
sales training 
pacities with the sales department fo Mr. Mille: 
the past 26 vears. 


port. He became advertising manage: 
for all small appliances in August, 
1949. 


Mr. Porter was in charge of adver 


tion. He became advertising manager 
for major appliances in August, 1949 


Dickinson, director o: dealer 


Wi ) é * train- 
ng meeting fo) f t aley ales 


In his new position as General Sales ian in the terettat which include 
Manager, Mr. Wehrheim will super- Keneas. Arkansa d parts of Mis 
vise and coordinate the sales activities ouri and Tennesses 
of all divisions within the company The 
Electrical Fittings, Reelites, Lighting 
and Automotive. . 


new training specialist 
heen in the appliance field fo 
years. Before joining Amana, he ‘va 
* a district salesman in central lowa for 
Skelgas Divi t Krom 1948 to 105: 
Appointment of W. J. Browne as he was with Westinghouse Electric 
manager of food freezer sales for the Supply Company, serving suc | 
Gibson Refrigerator Co., Greenville, s sales promotion manager, radio ¢ 
Mich., has been announced by F. L. TV specialist and full line represe: 
Sacha, Gibson’s manager of sales tative. Be t 
Mr. Browne was formerly manage} ’ - electric, an applianes 


of Gibson electric range sale: dealer, t Center, Iowa 
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Vews 





Koundupe 


Timely items relating to dealers, light and 
power company sales departments, electrical 
wholesalers, manufacturers and their agents. 


Emerson franchise 
goes to new firm 

ALLIED APPLIANCE Distributors, 
Inc., 419 West Pratt St., Baltimore, 
Md., has taken over the Emerson 
Phonograph and Radio Corporation 
franchise held for 18 years by 
Electrical Products, Inc., of Balti- 
more, because of the latter’s de- 
cision to discontinue its activities 
as a distributor of radio and tele- 
vision receivers, to concentrate on 
other major appliances. 

Jules Resnick, Allied’s vice-presi- 
dent, who has been associated with 
Emerson for eight years in various 
capacities, directs the sales, mer- 
chandising and servicing activities 
of the new Emerson distributor. 
Herman E. Goodman is president. 

The new distributor’s facilities 
include a showroom, service labora- 
tory, large warehouse and fully 
staffed office, shipping and servic- 
ing departments. Eight salesmen 
will work with dealers in most of 
Delaware, most of Maryland, and 
part of West Virginia. 


Stromberg-Carlson 
announees distributor 


APPOINTMENT of Summers Hard- 
ware and Supply Co., of Johnson 
City, Tenn., distributor for the 
western section of North Carolina, 
eastern Tennessee, and southwest- 
ern Virginia, was announced recent- 
ly by C. J. Hunt, general manager 
of Stromberg-Carlson’s Radio and 
Television Division. 

The company is one of the out- 
standing distributing outlets of the 
trading area, and is under the direc- 
tion of T. L. Wallace, president. 
The company maintains a complete 
parts and service division to round 
out a comprehensive merchandising 
operation. 

J. J. Spelman, district merchan- 
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diser for Stromberg-Carlson, will 
be in charge of relationships be- 
tween the Summers company and 
Stromberg-Carlson. 


Frigidaire launches 
sales campaign 

THE MIDSUMMER sales campaign 
which has been launched recently 
by the Frigidaire Division of Gen- 
eral Motors is designed to build 
store traffic for Frigidaire dealers, 
sell additional products to present 
Frigidaire users, and secure more 
aggressive selling activity on the 
part of retail salesmen. 

A company official in announcing 
the campaign, said that a prelimi- 
nary test of national markets, con- 
ducted by the company during a 
“Frigidaire Week” sales campaign 
in May, has proved that ‘“‘business 
will respond to aggressive sales ac- 
tivity.” The one-week test sales 













































campaign was a record-breaker for 


Frigidaire. The company piled up 
the biggest single sales week in its 
history by selling over 24 million 
dollars worth of home appliances, 
commercial refrigeration products, 
and air conditioning equipment. 
Another record was broken when 
more than 9 and one-half million 
dollars worth of products were sold 
in a Single day. 

The new campaign features the 
celebration of the 16 millionth 
Frigidaire refrigerating unit built 
and sold by the company. 


Du Mont adds six models 
to TV receiver line 

NEW PICTURE power, optional 82- 
channel tuning, higher fidelity tonal 
systems, mahogany and blond cabi- 
netry and improved receiving cir- 
cuits are features of the current 
series of sixteen Du Mont tele- 
vision receivers shown to dealers 
on June 18 in New York City. 

Ranging in price upwards from 
$199.95, the current line of 
Du Mont receivers includes table 
models, ensembles, consoles with 
full and half doors and open-faced 
consoles. The line is available in 
a wide variety of designs. Eleven 
of Du Mont’s current receivers are 
available in blond cabinet woods. 
An innovation is the 30-inch 


“Royal Sovereign” with 526 square 

















ROLLING WAREHOUSE—Shown inside the mobile warehouse unit are D. M. 
Wiley (left) of Temprotex Corp., Tulsa, Okla., Revco’s Oklahoma distributor, 
and Glenn Packard of Packard Brothers, Pryor Okla., one of the company’s 
dealers. Don Herbert Temprotex owner, says, “you can’t get all the prospec- 
so he takes his wheeled warehouse to them. 


° 


tive dealers into your warehouse,” 
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inches of picture. 

The $199.95 “Sutton,” one of 
six additions to the Du Mont line, 
is a wood model which offers a 41 
megacycle chassis containing 30 
tube functions, three rectifiers and 
the company’s Selfocus 
tube. 


picture 


Other additions were two 21-inch 
consoles, a 21-inch open-face con- 
sole and two 21-inch table models. 

Custom receivers are provided 
with phono-roll-out drawers and 
are completely wired for installa- 
tion of three-speed record changers 
The Custom series receivers feature 
up to 35 tube functions, plus four 
rectifiers and the Du Mont auto- 
matic Selfocus picture tube. 

Fifteen of the receivers shown 
have built-in 82-channel tuning op- 
tional at $50.00 additional cost. 
All receivers in the de luxe series 
contain phonojack attachments, and 
all receivers in the line include 
integral UHF-VHF antennas. Table 
models are available with caster- 
equipped matching bases as en- 
sembles. Open-faced consoles are 
also caster-equipped. 


General Eleetrie Intro- 
duees 1954 television line 


GENERAL Electric’s 1954 line of 
television receivers, 24 models led 
by a 17-inch table set at $179.95, 
was introduced on June 22 at the 
Midwestern Furniture Market in 
Chicago. 

Right of the models fall in the 
$179.95 to $299.95 price bracket; 


General Electric’s  Black-Daylite 
with Ultra-Vision television Model 
21C232. This set has an American 
Provincial design, a 21-inch set 
which will retail for $489.95. 


seven within the $301.00 to $399.95 
bracket, and nine in the $401.00 to 
$489.95 bracket, according to Paul 


CONTEST WINNER—George C. 


a / wind 


Howell, Jr. (right), vice-president, Nunn 


Electric Supply Corp., Lubbock, Texas, accepts a trophy and congratulations 

for his company’s winning first place in the distributor division of a recent 

Whirlpool Corporation national dryer sales contest. The award was made by 

L. W. Howard (center), Whirlpool marketing director, and John M. Crouse, 

Whirlpool sales manager, when Mr. Howell visited the Whirlpool plant in St. 

Joseph, Mich., recently. Second place in the contest also went to a Texas 
distributor—J. A. Walsh and Co.. Houston. 


H. Leslie, 
manager. 


G-E’s television. sales 

Three series of models are being 
shown: Black Daylite, Black Day- 
lite Deluxe, and Black Daylite with 
Ultra-Vision. 

Two newly designed chassis are 
introduced. The “F” chassis, used 
in the Black Daylite and Black 
Daylite Deluxe series, which has 
been in the process of development 
and the “EE” 
chassis, which is featured on the 
Black Davlite with Ultra-Vision 
models. 


for over two years; 


Several improved features in the 
new line were pointed out by Mr 
Leslie. G-E, he said, has greatly 
increased the availability of Ultra- 
Vision models and, at the same 
time, has lowered the minimum 
price for this feature from $419.95 
to $329.95. 

On those TV receivers which 
have Ultra-Vision, the band width 
has been increased to 3.75 mega- 
cycles. This increase, according to 
company engineers, has increased 
the picture detail. 

Five 21-inch consoles and one 21- 
inch table model (all the Black 
Daylite Deluxe models) are re- 
ported to offer an improvement in 
picture quality through the addi- 
tion of an aluminized tube and 
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darkened safety glass 
Ultra-High-Fre- 
quency reception is provided in all 
new G-E receivers. Each model has 
a built in UHF antenna in addition 
to the built in VHF antenna 

Also introduced is a 70 channel 
continuous UHF tuner, which, ac 
cording to Mr. Leslie, has the ad- 
ditional feature of click tuning to 
the three most frequently used 
UHF channels. This tuner will be 
available built-in at the factory in 
all models of the 1954 line at prices 
starting at $30.00 


Provision for 


Graybar at Nashville, 
named Amana distributor 

GRAYBAR Electric Co., Inc., of 125- 
l6th Ave North, Nashville, Tenn., 
has been appointed distributor for 
Amana freezers, it was announced 
recently 

This branch of Graybar, Cincin- 
nati District, will central 


Tennessee, plus several counties in 


“over 


Virginia, for Amana 


Kentucky and 
freezers 

Hall, man- 
Talbot, operating 
Other products distrib- 
ited in the area by Graybar in- 


n charge are H. B 
ager, and D. W 
manager 


clude television sets, room coolers 
and sewing machines 
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21 models comprise 
new Arvin TV line 

TWENTY-ONE models comprise 
the 1954 line of television re- 
ceivers announced July 31 by 
Arvin Industries, Ince., 
bus, Ind. 

Consisting of three different 
“series’’—the 7,000, 8,000 and 9,000 
—the new line includes five table 
models and 16 consoles. There are 
two models each with 17, 24 and 
27-inch screens, and fifteen models 
in 21-inch size. 

In announcing the new line, Har- 


Colum- 





The Arvin television receiver Model 
9240CB, one of the company’s new 
24-inch models. This set, which is 
finished in limed oak, will retail 
for $469.95 in VHF models. 


lan B. Foulke, Arvin vice-presi- 
dent, stated that certain models 
are priced for the present about 
$20 lower than comparable models 
in last year’s line. Prices on the 
1954 line range from $199.95 for 
a 17-inch table model to $699.95 
for custom all channel models with 
27-inch screens. 

New in the Arvin line this year 
are two 24-inch models, one in ma- 
hogany, retailing at $449.95, and 
one in limed oak at $469.95. 

Improvements in the custom 
models of the new line are an auto- 
matic electronic stabilizer which 
minimizes interference, ‘alumi- 
nized” picture tubes for larger 
screen sizes and increased picture 
clarity, automatic contrast control 
for perfect picture detail, an in- 
crease of power to 18 kilovolts, 
and built-in UHF-VHF antennas. 

The all-channel built-in tuner 
for UHF-VHF reception is avail- 
able in all models of the new line. 
This dual tuner is standard equip- 
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ment on the two 27-inch models 
und is available on all others at $50 
extra at retail. 


Westinghouse retail sales 
winners announced 


WELL-INFORMED with Westing- 
house product sales stories, 32 re- 
tail salesmen representing stores 
in 23 states won top prizes in the 
company’s intensive Spring retail 
sales training program, it was re- 
ported recently by R. J. Sargent, 
major appliance manager for the 
Westinghouse Electric Appliance 
Division. 

The grand prize winners received 
an all-expense paid trip to Appli- 
ance Division headquarters — in 
Mansfield, Ohio, as guests of the 
company for a two-day period start- 
ing July 9. Distributor salesmen 
who trained them also received the 
trip to Mansfield. 

Back of the selection of the final 
winners was a two-phase appliance 
training program, Mr. Sargent 
said. Distributors held sales clinics 
for retailers in 471 cities to instill 
a four-point story on each West- 
inghouse major appliance. This 
was followed with a_ telephone 
check-up to more than 8,000 retail 
salesmen to determine how well 
they had learned the story. Cash 
prizes from $5 to $50 were paid 
for good sales stories. 

Mr. Sargent pointed out that 
‘out of 34 calls in search of grand 
prize winners, we had 32 success- 
ful stories—indicating that over 
90 per cent of the Westinghouse 
dealers’ salesmen told an outstand- 
ing sales story on a Westinghouse 
product. This is far better than 
last year,” he said, “and we at- 
tribute this success to the fine 
sales clinics conducted throughout 
the country by our distributors.” 

The retail salesmen winners 
from the south and southwest and 
the products covered in their sales 
stories are as follows: 


‘ 


Refrigerator—Wilmer Helms, Dan- 
ley Furniture Co., Dothan, Ala.; 
Gerry Boyle, Finger Furniture Co., 
Houston, Texas; and Paul Hand, 
Wight Hardware Co., Cairo, Ga. 

Home Freezer—J. Edward Oberle, 
Consolidated Gas & Electric Co., Balti- 
more, Md.; and James T. Hale, Hale 
Brothers Furniture Co., Madisonville, 
Ky. 

Range—Jack Harris, Thomasville 
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Home & Auto Supply, Thomasville, 
Ga.; James B. Strawn, Bridges Fur- 
niture Co., Columbia, S. C.; Joseph E. 
Mudd, Southern Supply Co., Louis- 
ville, Ky.; and Eibert Goodman, Home 
Electric Service Co., Jonesboro, Ark. 

Laundromat—Jack Evans, The Dal- 
ton Co., Inc., Baton Rouge, La.; and 
Paul Davis, Wolff & Marx Co., San 
Antonio, Texas. 

Food Waste Disposer—Gerold Her- 
ring, Snyder & Co., Arlington, Va. 

Water Heater—Joe Haslett, Georgia 
Power Co., Macon, Ga. 


Servel distributor 
for San Antonio area 


NEW DISTRIBUTOR for Servel, 
Ine., Air Conditioning Division in 
the San Antonio, Tex., area is Todd- 
Ford, Ltd., 1200 N. Colorado St., 
San Antonio. 

The new distributor is an out- 
growth of the Servel Air Condition- 
ing Division of Home Appliance 
Distributors, Inc. It was formed 
by John W. Todd and John G. Ford. 
Mr. Todd has managed Servel Air 
Conditioning Division’s operations 
with headquarters in San Antonio 
since 1948. 

Mr. Ford serves as the company’s 
managing engineer. A. L. Helmly 
and C. J. Troilo are associate en- 
gineers. F. M. Evans is service 
manager and Kathryne Snell is 
office manager. 


Muntz TV commences 
reom cooler output 


THE ENTRANCE of Muntz TV, 
Inc., into the room air conditioner 
field is under way with the com- 
pletion of the first few hundred 
units, Earl W. Muntz, president, 
has announced. 

Although two models—half-ton 
and three-quarter-ton—will be pro- 
duced by the company, emphasis 
will be placed on the larger one, 
Mr. Muntz continued, explaining 
that only a limited number of the 
half-ton units are scheduled and 
will be sold as leaders. 

The Muntz air conditioner will 
feature an all-fiber glass housing, 
which is said to reduce vibration, 
metallic noises, and sweating to a 
minimum. 

According to Mr. Muntz, the air 
conditioners will be sold and ser- 
viced direct from factory to con- 
sumer in the same manner 
Muntz television sets. 


as 

















ee 















































































































































Scdleut Salesmeu 





Manitowoc— 
Floor plan patterns 


HOMEMAKERS can determine the ex- 
act space needed for a Manitowoc 
upright freezer by using the fluor plan 
patterns which are now available to 
them through Manitowoc distributors. 

The sales promotion item, which is 


also useful as a direct mail piece, 
unfolds to 291% by 36 inches, the exact 
size of the floor space needed for the 
Wodel 14 and Model 18-5 Manitowas 
freezers. The floor plan can_ help 
prove there is adequate space avail 
able in a room for the freezer, and 
often sell a freezer for installation in 
a kitchen or utility room where own 
ers have thought there ot enough 
room. 

a 
Murray— 
New fan catalog 


COPIES of the new 24-page catalog 
in two colors, showing the complete 
line of Murray window fans and the 
new Murray DeLuxe line (as well as 
the Standard line) of attic fans manu- 


factured by the Murray Company of 
Texas, Inc., are available from the 
company’s national sales agent, the 
H. C. Biglin Co., 177 Harris St., N.W.., 
Atlanta, Ga. 

The catalog contains photographi- 
cally illustrated installation instruc- 
tions. 
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Arvin— 
TV window display 


A DRAMATIC, eight-piece window dis- 
play designed to help dealers spur 
Arvin television sales by emphasizing 
“all-channel tuning” is now avail- 
able to retailers from Arvin distrib- 
utors. 

Printed in two colors, the “jumbo” 
display contains large banners and 
blunt-nosed arrows along with litho- 
graphed reproductions of the single 
Arvin tuning knob and the mechanism 
of the dual-tuner. 

Messages on the various pieces mak- 
ing up the display point out that 
Arvin’s built-in, all-channel tuner en- 
ables the viewer to bring in all 82 
VHF and UHF channels on a single 
knob. 

The displays are being made avail- 
able to dealers, at the exact cost of 
printing and distribution 

 ) 
Winfieid— 
New merchandiser 

ONE NEW MERCHANDISER display is 
packed in each carton of 12 NI-148 
Incandescent Angle-Lites for use with 
two bulbs, which is purchased by 





OANGLELTE 


ee 





‘ealers of Winfield. Ine., 19% W. 
North Ave., Chicago, Ill 

ihe display, which is free to dealers 
and jobbers, is a four-color display. 


& 

Cabinart— 
New mailing piece 

A NEW mailing piece on the Cabin- 
art line of interior styled high fidelity 
cabinets and kits has been issued by 
G and H Wood Products, 75 North 
llth =t.. Brooklyn 2 

Featuring the new Klipsch Rebel IV 
and a new module cabinet plan, the 
mailing piece lists equipment cabinets, 
speaker enclosures and combinations 
in relation to wood and style so that 
they can be properly matched at the 
right price. 

Custom builders, dealers, and audio 
enthusiasts will be interested. 


1953 





TITAN 


Thermostat 
ELECTRIC HEATERS 


MODEL 22 


e It looks like a portable radio 
— heats like an old-fashioned 
stove! It’s the answer to the 
smart housewife’s demand for a 
really beautiful electric heater 
Single control operates famous 
Therm-O-Dial Thermostat. 1320 
or 1600 Watts. Powerful fan. 
Evercool case. $19.95 retail. 


\T 
SELLS 


MODEL 
900 





e This big value heater is loaded 
with features for irresistable sales 
appeal. Proven profit makers in- 
clude two switches, amber signal 
light, thermostat, forced air and 
infra-red heat. 1320 and 1600 
Watts. Evercool case. 

$24.95 retail. 


Write today for 
complete information. 


ai 
TITAN 


MANUFACTURING CO., INC 


BUFFALO 10, NEW YORK 








White— 
Water heater displays 


WHITE Propucts Corp., Middleville, 
Mich., has recently announced two 
new point of sale displays for retail 
outlets of White water heaters. 

The four-color displays, showing 
cut-a-way views of the White gas and 





electric water heaters, are available 
to distributors through the company’s 
co-op advertising program. 

The displays fit on the top of the 
White water heaters permitting the 
retail salesmen to have an authentic 
cut-a-way view of the product to sell 
from as well as the finished merchan- 
dise. 

e 


Westinghouse— 
Merchandising plan 


WESTINGHOUSE ELECTRIC CorP., is 
now offering a packaged merchandis- 
ing plan to dealers to aid in increasing 
over-the-counter sales of Handy-Craft 
motors for farm, home and shop appli- 
cations. 

Features of the new plan include a 
merchandising kit available to every 
Handy-Craft dealer; TV spot com- 





mercials on Handy-Craft motors; and 
ad mats furnished free of charge to 
dealers on request to the company 
office at 401 Liberty Ave., Box 2278, 
Pittsburgh 30, Pa. 

The merchandising kits contain a 
large, full-color, three-dimensional 
counter display; motor and pulley se- 
lector charts for use by the dealer and 
customer; booklets describing features 
of the Handy-Craft motors; and ban- 
ners and decals for window advertis- 
ing. 


New antenna line 


LOSSES ARE LOW, and it needs oniy 
a skilled hand and a penknife to ter- 
minate a new all-weather, all-channe! 
UHF-VHF line just introduced by 
Anaconda Wire & Cable Co., Hast- 
ings-on-Hudson, New York. The line, 
to be known as “ATV-270 FOAM,” 
incorporates a new form of low loss 
insulation—Foamed Polyethylene. 

The one-piece, cellular construction 
of the new line makes it virtually im- 
possible for the user to be troubled by 
internal moisture condensation —a 
problem sometimes encountered in 
UHF lines of semi-solid construction. 
Anaconda Foamed Polyethylene, 


moreover, has good resistance ‘o 
weather, sunlight and abrasion. 

The new line consists of two high- 
strength conductors firmly enclosed 
and accurately spaced within the 
brand new compound, Foamed Poly- 
ethylene. The construction gives the 
line superior low loss qualities, a ma- 
jor requisite for high-frequency appli- 
cations. Overall dimensions are ap- 
proximately .30 by .45 inches. 

Its ease of termination, however, is 
what really makes the line unique 
among comparable products. It is by 
far one of the easiest UHF-VHF lines 
to terminate, needing only a skilled 
hand and a penknife to prepare the 
line for connection to the antenna. 


* 
Home recorder models 


DAYSTROM ELECTRIC CorP. has en- 
tered the home recorder field, it was 
announced recently by James F. 
Brehm, president. 
The company has introduced two 
popularly priced magnetic tape record- 
ers for home, business and high fidel- 
ity use, with tone qualities comparable 
to expensive, professional recorders. 
The two new recorders are called, 
“Crestwood by Daystrom.” 

Model 303, is a one packaged unit 
containing the recorder, preamplifier, 
amplifier and speaker. It is for home 
and general purpose recording; has a 
frequency range from 50 to 10,000 
cycles. 

The other, Model 401, is a recorder 
and pre-amplifier to be used with its 
companion Model 402 or any high 
quality amplifier and speaker. It is 
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designed for the expanding high- 
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fidelity market and has a frequency 
response of 30 to 13,000 cycles. 

In addition to its unusual frequency 
range the Crestwood 303 features a 
new push button touch control system. 
These include push buttons for micro- 
phone or radio-television recording, 
record or playback operation and base 
and treble response. The’ base and 
treble controls allow the user to select 
any of nine response characteristics. 
It weighs 22 pounds. 

The “401” controls are positioned 
for easy handling and include the 
selector switch for tape playback and 
inputs from microphone, radio-TV 
and phonograph, monitor volume, 
recording volume, tone balance and a 
recording safety interlock. 


Black top range 


A NEW BLACK “Tuxedo” top elec- 
tric range, Model 1-305-TA, has been 
announced by the Perfection Stove 
Co., Cleveland 4, Ohio. 

This 36-inch model has a divided 
top, and four double coil Chromalox 
surface units, one of which is raised 
from a deep well by the company’s 
patented six quart auto-lift cooker. 
Like Perfection’s 40-inch electric 
ranges, this new model has one speedy 
high power surface unit and three 
ranging from 1200 to 2100 watts. 

A surface lamp has been built into 
the control panel. The automatic in- 
dicator signal at the left of the lamp 
lights up when any surface unit is on. 
The entire lamp assembly is hinged 
for easy replacement of the 15-watt 
fluorescent bulb. 

The large oven is fully automatic, 
with easy to remove bake and broil 
units. 


High-fidelity console 


A NEW HIGH-FIDELITY, four-speaker 
phonograph, described by the manu- 
facturer as “revolutionary, because it 
reproduces the full musical range of 
the symphony orchestra and costs less 
than half the price of its present-day 
equivalent,” was unveiled recently by 
the Magnavox Company. 

The Magnavox product will “faith- 
fully reproduce sound comparable to 
the range of the human ear or 12,000 
cycles per second,” a company spokes- 
man explained. “This makes it pos- 
sible for the average consumer to re- 
ceive the full recording range of high- 
fidelity records and compares with 
the range of 5,000 cycles per second 
reproduced by mass-market commer- 
cial sets.” 

The new product is known as the 
Magnasonic. 
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tHE-TV antenna 


A HURRICANE-RESISTANT UHF para- 
bolic television antenna, designed espe- 
cially for use in the South, is being 
produced by Industrial Engineering 
Corp., of Tampa, Fla. 

The light-weight, all-aluminum an- 
tenna comes in a kit. It has a solid 
reflector instead of a screen. Through 
the parabolic reflector, the antenna 
pulls in a signal with less ghost effect 


(double image), according to Ray 
Murphy, its designer. 

The aluminum construction makes it 
rust-resistant—an important factor in 
coastal states—as well as guarantee- 
ing a high degree of reflection, which 
produces a higher gain, he stated also. 

A double bow-tie in front of the 
parabolic reflector is designed to add 
a greater frequency range. These 
bow-ties are tied together with rela- 
tive true matching for the average 
UHF set. 

The antenna is built to receive 
channels 14-83, by reflecting the UHF 
waves from the parabolic reflectors 
onto the bow-ties. 


Hiome tape recorder 


A NEW AUTOMATIC push-button tape 
recorder housed in a furniture-styled 
console cabinet, has been placed on 
the market by Wilcox-Gay Corp., 79 
Washington St., Brooklyn, N. Y. 

Called the “Recordio Grand,” the 


recorder is a two-speed, dual-track 
magnetic tape recorder with a maxi- 
mum recording time of two hours on 
both tracks of a seven-inch reel at 3% 
minutes inches of tape per second. All 
services of the high fidelity unit are 
controlled by a “prestomatic” push- 
button keyboard. 

The unit is equipped with a full 
range tone control. 


Duplex outlet 


A DUPLEX outlet called *Fuse-o-let” 
has recently been placed on the market 
by Alvin Manufacturing Co., 1800 
Eddy St., Chicago 13, Ill. The “Fuse-o 
let” is the newest product to be added 
to the Alvin line, and is designed to 
be used in any home and apartment. 

Complete with two fuses, the outlet 
is made with all phosphorus-bronze 
contacts. It is engineered to protect 
against overloading of outlets, and 
fuses can be readily and easily re 
placed without cutting off the main 
current supply in the building. The 
unit is being sold through regular 
hardware, electrical and chain store 
outlets. 

@ 


Table model TY 


THE EMERSON Radio and Phono 
graph Corp., 111 Eighth Ave., New 
York 11, N. Y., has announced its new 
17-inch table model (Model 785), 
equipped to receive all 82 channels 

Simultaneously with the introduc 


tion of Model 785, the company also 
announced the Model 784, a 21-inch 
all-channel, UHF-VHF console, 
equipped to receive all 82 channels. 
Both of the new models are avail- 
able in a variety of cabinet finishes. 


New window fans 


TWO NEW pace-setters have been 
added to the Murray Company of 
Texas, Inc.’s line of window fans. 

The “baby” of the line is a new 16 
inch window fan that is light weight 
(shipping weight 54 lbs.), portable 
and appointed to blend with any in 
terior decorating motif. This ven- 
tilator is equipped with handy carry 
ing handle and, was designed as a 
portable room-to-room ventilator. It 
is easily installed in the window a 
an exhaust fan and instantly remov- 
able for use as a floor circulator. 
The “big boy” is Murray’s new 30 
inch window fan. Available in single- 
speed, exhaust-only or 2-speed, elec- 
trically-reversible models, it delivers 
ip to 6500 CF M—ample for the m« 
dium to large home. A _ protective 
grill screen, both front and _ back, 
keeps out draperies and tiny fingers 
and insures safety. 
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READY NOW... 


your 1953 
CHRISTMAS DECORATIVE 
LIGHTING CATALOG 


(-] A colorful presentation of 

the most colorful line ever! 
Packed with new, exciting 
MILLER FIRSTS” to point 
the way to record sales this 
year! 
Unique, gay, creative ideas 
planned for maximum eye- 
appeal, buy-appeal and 
bigger profits for YOU. 


Write for your copy today: 


Dept. D, Miller Electric Co., 
120 Main St., Pawtucket, R.1. 
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New washer model 


MopeL A-11, similar to the com- 
pany’s Model A-10, has been added to 
the line of automatic washers being 
manufactured by Speed Queen Corp., 
Ripon, Wis. 

The new washer matches the DE-7 


b J 


\ 
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automatic dryer with the white enamel 
finish. Features of the A-10 have been 
carried over to the new model, which 
has view level controls, top opening, 
tangle-proof agitator, bowl-shaped 
tub, and other properties. 


e 
Eleetrie cleaner 


A NEW electric cleaner called the 
“Holiday,” with a number of new fea- 
tures, has been announced by the 
Hoover Co., of North Canton, Ohio. 

The Holiday has a rectangular shell 
for easier and more compact storage. 





It employs a large volume disposable 
paper dirt bag, and is also equipped 
with a permanent cloth dirt bag, 
which may be used alone if desired. 

The light weight model has a new 
high speed motor (a-c and d-c). It 
comes equipped with a complete set 
of cleaning tools. 


oo 
New dehumidifiers 


ANTHONY HaAss, vice-president and 
sales manager of the Dryomatic 
Corp., Alexandria, Va., has announced 
new “absorption-type” dehumidifiers 
of a new design in decorator finishes. 

Currently in distribution is Dryo- 
matic’s Model 21. Less than two feet 
high, the unit tucks away inconspicu- 
ously, and plugs into any standard 
home current supply for automatic 
operation in any part of a home or 


104 





other building where humidity dam- 
age is apt to occur. 

Also available is the deluxe Model 
21H, which includes an additional in- 
dicator panel, and a humidistat which 
regulates room humidity to any pre- 
determined level. 

Both models are finished in two- 
tone decorator colors—choice of a 
neutral beige trimmed with cocoa 
brown, or sea green with darker 
forest green trim. Size of both models 
is 20% inches high x 15% inches 
wide x 13 inches deep. 

Dryomatic Corporation also manu- 
factures a complete line of “pack- 
aged” heavy-duty absorption-type in- 
dustrial and commercial dehumidify- 
ing units. 

e 


Fin radiation heater 


A NEW FIN radiation heater with 
automatic thermostat control has been 
announced by Knapp-Monarch Co., 
St. Louis 16, Mo. The new heater is 
designed to maintain constant heat in 
a room as large as 9 by 12 by 15 feet 
regardless of changing temperature 
outside. 

Knapp-Monarch Room Temperature 
Control operates both circulation fan 





and heating elements simultaneously 
to maintain room temperature at any 
setting between 40 and 90 degrees F., 
turning them on and off automatically 
as required. 

The heater contains 528 fins, which 
attain a heat of 900 degrees F. Cold 
air is drawn from the room by the 
quiet, powerful four-bladed fan, 
passed through the specially designed 
fins and back into the room at a rate 
of 150 volume feet per minute. 

Measuring 19 inches high, 22 inches 
wide, and 5% inches deep, the appli- 
ance is space-saving, as well as being 
handsome in appearance. 


9s 
TV remote control 


A REMOTE control for television re- 
ceivers, which the manufacturer hails 
as a source of new profit for the dis- 
tributor, jobber, dealer and television 
service man, has been announced by 
the Semco Engineering & Mfg. Co., 
8407 S. Hoover St., Los Angeles 44, 
Calif. 

The company states that its Semco 
Remote Control enables the television 
viewer to sit in his easy chair, never 










having to get up or turn on the light 
each time a change in program is de- 
sired. He can adjust both picture and 
sound, not close up at the set where 
they are distorted, but from the spot 
where he actually sees and hears. 

The Semco has provisions to receive 
UHF channels by installing the snap- 
in UHF coil strips in unused chan- 
nels. It saves the cost of an UHF 
converter, the company announced, an 
additional customer sales feature. 

The remote control device has the 
latest cascode channel tuner, with 
double sensitivity; signal booster am- 
plifier for weak stations or fringe 
areas, which the company states gives 
brighter and sharper pictures. 

This marks the first time the man- 
ufacturer has gone into its own distri- 
bution; previously, it has made TV 
sets and electronic equipment for 
other manufacturers. 


Cabinet caleulator 


TO PROVIDE READY answers to kitch- 
en-planning questions, the General 
Electric Company’s Major Appliance 
Division has made available to dealers 
a handy, pocket-size space calculator 
for G-E kitchen and laundry appli- 
ances. 

The calculator, called the “Speedy 
Spacer,” lists the widths and heights 
(other than the standard 36-inch 
counter top height) of all G-E major 
kitchen and laundry equipment. 

It also shows at a glance just how 
many and what size wall and base 
cabinets will fit any given space from 
12-inch to 96-inch widths. 

The Speedy Spacer is expected to 
be of particular value to sales people, 
kitchen-laundry estimators and plan- 
ners, builders, and architects. 

Dealers can secure the calculator 
from their General Electric major 
appliance distributor. 


Space-saving water heater 


A NEW 50-GALLON corner electric 
water heater has been added to 
Crosley’s full line of major home ap- 
pliances, it was announced by F. F. 
Duggan, general sales manager fot 
appliances, Crosley Division, Avco 
Manufacturing Corporation. 

The new water heater, Model CCD- 
50-D, was added to the Crosley line 
because of increasing consumer de- 
mand for this type of water heater, 
which is designed for under-counter 
installation in the corners of kitchens 
where space was formerly wasted, 
Mr. Duggan explained. 

The water heater is a custom model 
with a 50-gallon capacity and a double 
element unit. with standard NEMA 
wattages. Addition of this model 
brings Crosley’s line of electric water 
heaters to 32 models, both custom and 
deluxe, ranging in size from 12 to 82 
gallons and including round, table top 
and corner styles. 
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Low-cost range 


A NEW LOW-COST electric range, the 
Model PE-10B, designed for families 
who want to switch to electric cooking 
and can’t afford more deluxe ranges, 
has been placed on the market by 
Norge Division of Borg-Warner Corp., 
Merchandise Mart, Chicago 54, Il. 

The new mode! can be converted to 
automatic operation at slight cost. It 
is a full-width range with “blended 
heat”? deluxe oven,:- smokeless broiler, 
three surface units, a deepwell cooker, 
and seven tailored cooking speeds. 
Construction features include a one- 
piece top and backrail, titanium por- 
celain enamel finish throughout, and 
four cubic feet of storage space. 


Three-speed washer 


A NEW THREE-SPEED washer is in- 
cluded in the line now in production 
at the West Bend, Wisconsin plant of 
the Barton Corp. 

The Model 548 is designed to sell 
in the medium priced bracket, and 
incorporates the exclusive Barton 
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Controla-Speed feature which pro 
vides three speed washing and wring 
ing for safe washing of all fabrics. 

Other new models in the line pro- 
vide a logical step-up group from the 
low priced promotional washer to the 
deluxe three-speed model which has 
a patented double duty agitator and 
water deflector tub. 


a 
Raytheon TV line 


ALL EIGHT of the new television re- 
ceiver models introduced recently by 
Raytheon Television and Radio Corp., 
Waltham 54, Mass., contain circuitry 
specially designed for both UHF and 
VHF reception. A continuous UHF 
tuner can be obtained either factory 
installed, or can be easily installed by 
servicemen. : 

The new line includes four console 
units, two factory equipped for VHF 
and two for VHF-UHF reception. All 
models have single-knob tuning for all 
82 TV channels, and are additions to 
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the company’s Suburban line 

A feature of the new line is the 21 
inch screen Warwick finished in ma 
hogany or blond. The Warwick is one 
of the 1954 Suburban line, and is 
available as a VHF receiver 


Visual selling 
Continued from page 84) 

throughout the store. Mobile dis- 
plays, all kept low for visibility, can 
be shifted about easily for variety 
in arrangement. Even the floor can 
be moved. The viny] tile, which the 
store sells, is laid without adhesives 
and can be easily taken up and re- 
laid for new designs or display pur 
poses. 

Self-service and visual selling are 
featured throughout the 
Everything is planned so that visi- 


store. 


tors and prospective buyers can see, 
handle and test merchandise. Fans, 
television sets, room air condition- 
ers, small appliances and light fix- 
tures can be tried out by the cus- 
tomer. 

A kitchen and home planning de 
partment has been placed near the 
center of the appliance section. This 
department is convenient for con- 
sultation and estimating confer- 
ences between salesmen and cus- 
tomers. 

Consumer information 
(Continued from page 86) 

of the Air Conditioning and Re 

frigerating Machinery Association. 

The eight factors, listed in order 
of importance, are: 

1. Exposure of the room. 

2. Room size. 

3. Number and size of windows 
4. Location of the room 
whether on a ground or upper floor. 
5. Construction of the house. 

6. Whether the unit is to be op- 
erated during the day or at night 
when temperatures are generally 
lower. 

7. Ceiling height. 

8. Number of people 
occupying the room. 

An example of a room requiring 


generally 


the greatest cooling capacity is an 
upstairs bedroom in an uninsulated 
frame house with a southwest ex- 
posure and no shade, which is to 
be air conditioned during the day- 
time. A downstairs living room on 
the north side of a brick or stone 
house can be air conditioned with 
a much smaller unit, even though 
the room size is the same 
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Given the necessary information, 
dealers can readily recommend the 
unit to do the job. Befere making 
the installation, however, a good 
dealer will send a competent tech- 
nician to survey and double-check 
the requirements before installing 
the unit. Most 
tioners are sold with a five yea 


room air condi 
guaranty, which provides for one 
vear free service and replacement 
of any part that is defective as a 
result of material or workmanship, 
and includes a warranty on the 
sealed refrigeration system for an 
additional four years. 

Proper installation is important 
to insure that the unit will work 
economically and well. Hasty in 
stallation of a window unit, for ex 
ample, may result in improper fit 
ting and a stream of condensed 
moisture dripping 
terior of the unit and 


from the ex- 
running 
down the side of the building. The 
amount of operating noise is also 
dependent to some extent on the 
care with which the installation is 
made 

A reliable dealer will also check 
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<4 IRONING CORD HOLDER 
that Stays on the Board 


Here’s the holder that makes sense— 
it stays on the board, folds flat for 
storage. Shockproof grip holds the 
cord, prevents wear. Handy three-way 
outlet plus extension cord lets women 
iron where they wish, and plug in a 
lamp and radio, too! Out-O-Way has 
everything. Retails at only $2.49. 





oy — . 


Wwe 


cae £) 





Ke2zps cord off boara 


Less wear on cord 





m 


N 
N 
. 

















inbuilt extension cord 
with 3-woy plug 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 
Southeast Rep 
H. K. Dewees Co 
Walton Bidg. Atlanta Go 


Folds flat for easy storage. 


Southwest Rep 
Don Estes 
Merchandise Mart 
Dallas, Texas 
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the line voltage and wiring of the 
electrical system to make sure that 
it is adequate for proper operation 
of the air conditioner to be in- 
stalled. 





Remote control for TV 
(Continued from page 87) 


chairside remote control unit and 
are operated directly by the viewer. 
What amounts to a closed-circuit 
broadcast transmits electronic im- 
pulses from the control unit across 
the room by wire to the picture 
chassis. These impulses select the 
channel and adjust the picture and 
sound. 

Now with a 27-inch television set 
across the room, the viewer has, at 
his fingertips and without moving 
from his chair, complete UHF-VHF 
channel selectivity, and control over 
the picture and the sound volume 

“and tone, in addition to control over 
an AM-FM radio and operation of 
a three-speed phonograph. 

The two main units in the three- 
piece combination are the television 
console and the remote-control unit 


which houses the TV-tuning 
chassis, the three-speed record 
changer and the radio. The third 


unit matching the remote-control 
unit in size and styling, contains 
special shelving for record storage. 
These two units also match as end 
tables, and both are finished with 
leather tops. 

The television controls located in 
the remote unit include an on-off 
switch, complete all-channel cover- 
age, illuminated station selector 
dial, picture contrast and bass to 
treble tone control, and an area se- 


lector switch to adjust the picture 
for strength of TV signal. The 


picture brightness and_ vertical 
hold dials are located on the picture 
unit. 

Both the radio and its controls 
and the record changer with con- 
trols are located in drawers of the 
remote control unit. 





Define loyalties 
(Continued from page 89) 


have agreed to retain models in 
their lines for a full year. This is 
a healthy sign. 

In contrast, we must note that, 
with some lines, there is danger of 
low-priced promotional merchan- 
dise being produced in meager 
quantities and advertised out of all 
proportion to its availability. The 
objective here is to draw custom- 
ers into the store with the inten- 
tion that the dealer shift the pur- 
chase to a higher-priced model. 
This is a fundamentally dishonest 
way to do business and we are 
strongly opposed to it. 

It is a primary responsibility 
of the dealer to seek out those man- 
ufacturers who, while giving the 
customer full and true value, .dare 
to do this at an honest price which 
permits the dealer to follow up the 
sale with the extra service that 
protects the brand name and which 
permits the public to buy the ad- 
vertised set at the announced price. 

It’s time for a new spirit at 
every level of the industry, a spirit 
which stems from the combina- 
tion of business morality and loy- 
alty and the courage to believe in 
and fight for both. We must re- 





build our own level of the industry 
so that it holds a promising future, 
that it renders true service and 
wins the respect of the public, that 
it is free from chicanery and such 
practices as distributors who sup- 
ply us with merchandise selling at 
cut prices in competition against 
us and the falsification of the 
worth of used merchandise by ex- 
cessive trade-in allowances. 

We've been told that, if we live 
long enough, we’ll see the appliance 
industry following the pattern of 
the automotive field, with limited 
franchises, the excess of dealers 
eliminated, and the remaining ones 
having a good volume based on a 
fair inventory, stocking of parts, 
rendering service, and having a 
measure of territorial protection 
through a meaningful franchise. 

Let’s accelerate the pace of this 
day’s arrival. Let’s define our loyal- 
ties, choosing the brands and the 
distributors we know we can trust. 
Then let’s be strong in resisting 
special deals and promotional ap- 
peals designed to wean us away 
from those to whom we give and 
who grant us, allegiance. Let’s be 
proud of our brands and equally 
proud of our associates in the pro- 
duction and distribution of them. 
If we haven’t the brand the cus- 
tomer requests, let’s not capitu- 
late; let’s sell what we have be- 
cause we know it’s a good, honest 
value for that customer. Let’s find 
the distributors who treat us fair- 
ly, who do not franchise unsavory 
competition or show favoritism to 
the extent that our business is im- 
paired, who grant us the credit we 
need and render those services we 
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versible. 





Wings. 


For 22" to 37" Windows 
*T.M. Reg. U. S. Pat. Off. 


BAR-BROOK* 
" WINDOW 
‘FANS! 


Model RW-202 two speed re- 
Model W-202 two 
speed. Certified Ratings. UL 
Approved. Both models fea- 
ture the Bar-Brook Enclosed 
Telescoping Adjustable 


BAR-BROOK MFG. CO., INC. 


Fan Makers Since 1932 
6135 Linwood Ave., Shreveport, La. 





to the Editor. 








WANTED-For Publication 


Interesting accounts of successful promotions con- 
ducted by electrical appliance retailers for publica- 
tion in Electrical South. Sales managers are invited 
to submit articles and photos of successful events. 
No special form necessary; just give complete details 
in a letter and our editorial staff will put material 
into shape for publication. Payment made for all 
material published. Address all items and inquiries 


ELECTRICAL SOUTH 
806 Peachtree 


St.. NE Atlanta 5, Ga. 
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feel a distributor should render- 
and then let’s stick on that dis- 
tributor’s team as a permanent 
member, helping him to profit, de- 
livering good volume to him, help- 
ing him out when he’s stuck with 
an occasional weak model and 
knowing that he’ll show us equal 
consideration when the shoe is on 
the other foot. 

In this way we can function not 
as a divided group of dealers, not 
as a group of pawns in the battle 
for supremacy of giant corpora- 
tions, but as an integral part of an 
industry which must work and sell 
us a united industry. We can find 
a sense of belonging in a given 
place in its scheme of things. 

And, similarly, let’s stick to- 
gether and help each other out, in- 
terchanging ideas between  our- 
selves freely and generously, band- 
ing together within the legal limi- 
tations we know are set up for our 
customers and our own common 
good. Let’s keep on building our 
organization, NARDA, to even 
greater stature than the unparallel- 
led stature it has now attained, giv- 
ing it greatness in its numerical 
strength, in the size of its think- 
ing, and in its capacity to do good 
works with maximum service to 
society as our one great and final 
objective. 


Priee states 


(Continued from page 90 


stature is important to your sales- 
men. You are their boss. They 
must be proud of vou—they must 
respect your ability. 

Do you spend a_ reasonable 
amount of time each week improv- 
ing your “know-how”? You expect 
your salesmen to improve. There- 
fore you should set the pattern of 
improvement. 

To inspire a force, you 
must certainly work at your busi- 
ness. One of the greatest deficien- 
cies found at retail level is the lack 
of hard work. Thomas Edison once 
said “Genius is 90% perspiration 
and 10° inspiration.” This cer- 
tainly applies to supplying leader- 
ship and inspiration for a group of 
salesmen. 

To get other men to work—your 
work pattern must set the cri- 


sales 


terion. 
Remember, when you ask a sales- 
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man to cast his lot with you—you 
are asking him to commit himself, 
his future to your pattern of doing 
things. Unless your attitude and 
activity supplies the element of ex- 
ample and he loses the desire to 
pattern his future after yours- 
he loses the elements of hope and 
imagination so necessary in the 
make-up of a successful retail 
appliance salesman. 

And, to inspire a sales force, you 
must expand your business. This 
does not mean many stores—this 
means healthy growth within the 
limitations of your capital struc- 
ture. 

It has been said many times, no 
business enterprise can stand still 
It either goes forward or it shrinks 
That is certainly true in our busi 
nesses. 

Next to stability and good work- 
ing conditions, both of which are 
necessary elements in your rela- 
tionship with vour salesmen, is the 
opportunity of advancement. 

An expanding business carries 
this challenge to vour salesmen and 
good men always look to the future 

Expansion in essence is competi- 
tion with the future! The expected 
rewards are your incentives and 
inspiration to like, work and know 
more about your business. Compe- 
tition, incentives, and recognition 
are indispensable ingredients when 
inspiring men. 

An incentive plan in the form of 
a contest builds competition that in 
turn builds protection 

You can’t make men work. You 
must make them want to work. 

Competition and incentives will 
make your sales force want to work 
and provide inspiration that will 
bring forth the perspiration. In- 
make 
work when people are not buying, 
make more calls when it takes more 
calls to develop a volume of sales, 


centives salesmen want te 


to earn additional compensation, 
prizes, trips, etc. : 
Incentives are the motivating 
force in the free enterprise system. 
My experience and what success | 
have enjoyed in this business are 
the direct results of a never-ending 
series of contests and incentives to 
motivate my sales force to their 
maximum effort. 
Gentlemen, all the foregoing 
could be futile unless you give your 
men the proper recognition. It may 
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be Just a pat on the back for a job 
well done. It may be acknowledg- 
ment before his fellow salesmen 

It could be a trophy or a plaque 
to hang on his wall. It matters not 
how great or small, it’s the thrill 
of recognition that brings forth the 
best a man has to give 

Just be sure the men responsible 
for the job done get the credit. 
Don’t make the mistake of taking 
all the glory yourself. 

It’s recognition that makes a 
salesman proud of his boss; proud 
of his organization; proud of his 
products; proud of his associates; 
proud of his profession! 

So, Mr. Appliance 
Dealer, | say if you are to inspire 
vour sales force, you must LIKE 
vour business, KNOW your busi- 


Specialty 


ness, WORK at your business, and 
EXPAND your business. 

The future of this great indus- 
try is in the hands of our sales 
forces, who depend on us for in 
spiration. Don’t let your men, your 
industry and, yes, your country’s 
prosperity falter because you failed 
to meet a challenge 











Manufacturers 
Agents 


wanted to represent a new 
expanding line of “Kitchen 
ventilators and exhaust 
fans.” Well known mid- 
western manufacturer de- 
sires representation with 
manufacturers’ agents fa- 
miliar with the building re- 
modernization houseware 
field. Please send full data 
as to lines carried and ter- 
ritory covered to Box No. 
688, Electrical South, 806 
Peachtree St., N. E., At- 
lanta 5, Ga. 
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“Commercial Credit Plan becoming increasingly 


more important to both distributor and dealer” 


says Mr. S. J. Rapier, President of the Cooper- 
Louisville Company, promotion-minded Crosley- 


Duo-Therm 


Mr. Rapier, President 


COMMERCIAL CREDIT PLAN 
je since 1936, Cooper-Louis- 
ville Company is currently promoting 
the use of CommerciaL Crepir facili- 
ties in every way possible. Comment- 
ing on the features of the plan he felt 
most important to their dealers, Mr. 
Rapier said: 

“THe CoMMERCIAL Crepit PLAN pro- 
vides adequate financing from the time 
of dealer's purchases until the last 
installments are paid by his customers 
... puts the dealer’s business substan- 
tially on a cash basis. Permits dealer to 


More appliance dealers use Commercial Credit 


Distributor 
Louisville, Ky. 


with headquarters in 


Mr. M. M. Scott, General Manager 


devote larger percentage of his time to 
sales . . . where his profit lies. Whole- 
sale floor plan and merchandising helps 


are excellent.” 


These same benefits are also available 
to every COMMERCIAL CREDIT PLAN 
dealer. So take a tip from Mr. Rapier 
and make CoMMERCIAL CRepIT PLAN 
your financing plan, too. Get the 
complete story from your nearest 
CoMMERCIAL Crepit office. And when 
you call or write, ask for a copy of 


“Buy and Sell with Sound Financing.” 


financing than any other national plan 


Mr. H. O. THomas, Secretary-Treasurer 





COMMER 
CREDI 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
. .. Capital and Surplus over $135,000,000 

. offices in principal cities of the United 
States and Canada. 














Lead The Way 


with 


gas and oil-burning heaters 


that carry you ahead 
of competition 


To a dealer, there’s no proof like profit _— 
to measure merchandising success. By this 
yardstick, judge Preway — the fastest- 
growing line of space heaters on the mar- 
ket — now the third largest producer in power house heaters 


the country. in small home sizes 
And this year, Preway gives you gas heat 

to team with oil, so that you can meet the © Saatten eadinics th a tndesiey 

interests of every customer with the right hb tehaeh tc OM 

circulator, with the right features, at the oe Pee ee Oe. taget 

right price. So line up with Preway. Lead 

business your way with this money-making 

line that has everything to keep you out 

ahiead of competition. Phone, wire or write Many. evtomatic convenience 

today for full information. features 


P R E W AY, INC. Wrap-it-up, 'll-take-it price tag 


1753 Second Street N., Wisconsin Rapids, Wis. 


Lifetime burner guarantee plus 
20-year warranty on heater unit 





Floor 
and 
Central | 
Heating 
Oil- 
Burning 
Furnaces. 


A short line of six great 








performers — priced to sell 
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Coming in October! 
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The Appliance Section of ELECTRICAL SOUTH becomes 
a separate, distinct publication with a full 9 x 12 page size 
conforming to the standard that has been accepted in the 
appliance field. 


In keeping with upward sales trends of appliances in the 
booming Southern-Southwestern market, W. R. C. Smith 
Publishing Company announces — SOUTHERN 
APPLIANCES. 


Serving as a medium for the exchange of ideas and infor- 
mation, it will provide the key to wider distribution and bigger 
appliance sales throughout the South . . . “where business 
has room to grow.” 


15,000 copies monthly guarantee you essential 
Southern and Southwestern coverage of... 


Appliance Retailers and Distributors, Utilities, Radio-TV 
stores, Department stores, Hardware dealers, Furniture stores, 
Plumbing & Electrical Contractor-Dealers, engaged in selling 
major appliances, radio TV sets and electrical housewares. 


Write, wire or phone your SOUTHERN APPLIANCES 
space reservation early for best possible position. Forms close 


September 5, 1953. 


Air Conditioners 





Dishwashers 
Disposal Units 
Electric Blankets 
Fans 

Food Mixers 
Heating Pads 
Home Freezers 
Irons 

lroners 

Lamps 

Radios 

Ranges 
Refrigerators 
Roasters 

Space Heaters 
Table Appliances 
Television R 
Vacuum Cleaners 


Washers & Dryers 


Water Heaters 


Water Pumps 





ELECTRICAL SOUTH for AUGUST, 1953 




















mount ] device 
instead rey § 


( Switch oF Circuit Breaker Types) 
unt and wire 


Qu ARE D Save space and time. Mo 
ead of two--: 


one device inst 
tive installations. 


COMBINATION STARTERS == 


for Bulletins 8538 a 
2, Wisconsin 


er, more attrac 


Square D Company, 4041 N. Richards Street, 
1puTOR FOR SQUARE D propucts 


R ELECTRICAL DISTR 


N LEADERSHIP - 1953 


O YEARS OF DESIG 

















New G-E Renewable Fuse improved 4 ways 





1. SILVER PLATING — Electrical contact 
areas are silver-plated to keep the fuse 
from overheating because of copper oxi- 
dation. This elimination of 
heating helps the new fuse to maintain 
original accuracy for years. 


excessive 





C2 
2. NEW LINK DESIGN—A new link design 
gives accurate protection, plus freedom 


from needless blows caused by harm- 
less, momentary overloads. 


Check these 
important 
features! 





If you buy fuses, you will quickly 
realize how these four features of 
this new G-E fuse can speed, sim- 
plify, and improve the reliability 
of most of the fuse applications 
in your plant. 


All G-E fuses are listed by Under- 
writers’ Laboratories, Inc. Ask 
your G-E Construction Materials 
distributor for a copy of the new 
G-E fuse catalog, or write to 
Section D83A-824, Construction 
Materials Division, General 
Electric Company, Bridgeport 
2, Connecticut. 








3. STRONGER 


Solid brass fittings on 
thick fiber casing, and heavy fiber bar tn 
knife blade type, give exceptional rug 


gedness. Deeply ribbed cap shows at a 


Note that 


ampere ratings are in big, easy-to-read 


glance which end to remove. 


numbers. 





4. SIMPLIFIED ASSEMBLY —In replacing a 
link there are only two parts to remove. 
Multiple links for higher ratings are riv- 
eted together, making only one fuse link 
to handle. 





¢ silver plating 


FERRULE RATINGS HAVE SAME ADVANTAGES: 


¢ new link design 


¢ simplified assembly 


© stronger 
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